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500,000 Schedule 
For June to Spur 


Output Recovery 


Buildouts Due to Cut 
Third-Quarter Total 
To 1,150,000 Cars 


By Martin L. Whitmyer 
Staff Writer 

FTER last week’s holiday re- 

cess, the American auto indus- 
try is opening the throttle on its 
assembly machinery in hopes of 
topping the 500,000-car level in 
June, 

That’s a 7.2 percent decline 
from the estimated 541,794 cars 
turned out in May, but will help 
the industry to get some 2,678,000 
assemblies under its belt by the 
end of the first six months, when 
several makes will begin build- 
ing out on their ’61 models. 
Current model output by the end 
of June should total approximately 
4,893,300 units. Roughly, 5,360,000 
cars are scheduled for assembly 
during the entire 1961 model run. 

Third quarter output is expected 
to total an estimated 1,150,000 cars, 
while the high point of the year 
will be during the final three 
months of the year, when some 
1,700,000 cars are scheduled to be 
assembled. 

oe * * 
LY 84,552 cars were scheduled 
last week. A majority of the 
makers worked only three days and 
no Saturday scheduling was in ef- 
fect for the first time in several 
weeks. 

Last week’s output compared 
with the 129,270 cars turned out 
a week earlier and 115,243 units 
built during the week ended 
June 4 a week ago. 

The 129,270 cars assembled dur- 
ing the week ended May 27 was 
the second highest weekly produc- 
tion of this year. Highest was 
the 129,530 units turned out during 
the week ended May 13. 

Another highlight of the previous 
week’s operations was the produc- 
tion of 13,806 Falcons, marking the 
third consecutive week that the 
Ford Motor Co. compact had estab- 
lished a new alltime high for week- 
ly output. 

* * 
a compact group as a whole 
took a record 39 percent of total 
industry output on an estimated 
32,948 assemblies last week. The 
low-price standard group took 39.7 
percent on 33,605 cars; the medi- 
ums picked up 18.4 percent on 15,~- 
(Continued on Page 55, Col. 3) 





Top Cars 


New-car registrations for three months, 
plus 31 states for April: 


1961 1960 
Pos. Make Pos. 
1— 407,099 Chev. 465,602— 1 
2— 338,532 Ford 401,752— 2 
3— 97,073 Pontiac 110,548— 5 
4— 92,250 Rambler 111,740— 4 
5— 83,407 Olds. 98,026— 6 
6— 81,578 Plym. 125,369— 3 
I— 172,483 Buick 4,71i— 8 
8— 60,874 Dodge 97,311— 7 
9— 43,654 Comet 12,470—13 
10— 41,507 Cadillac 48,981—10 
11I— 31,898 Mercury 47,021— 9 
12— 24,028 Chrysler 22,772—12 
13— 19,788 Stude. 32,823—11 
14— 8,862 Lincoln 7,514—14 
15— 3,325 Imperial 5,039—15 
103,511 Misc. 166,352 
Total All Makes 
1,509,869 1,823,037 


Further details on Page 46. 
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Lead Oregon Dealers— 


Leaders of the Oregon Automobile Dealers Assn. for 1961-62 include these men 
chosen at the group's recent 27th annual convention in Eugene, Ore. From left are 
Rube Leslie, Pendleton, retiring president; Charles W. Wentworth jr., Portland, presi- 
dent; Robert W. Thomas, Bend, first vice-president; Knute Qvale, Portland, secretary- 
treasurer, and Dallas Dunmire, Gladstone, second vice-president. (Story on Page 3.) 


Entered as Second Class Matter 
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DETROIT, JUNE 5, 1961 


By Robert M. Lienert 


Associate Editor 


UNE will be the barometer 

month as the nation’s new-car 
dealers move toward the end of the 
model year and its attendant clean- 
up problems. 

The trend this month in sales 
will pretty well indicate whether 
the industry will again suffer a 
1960-type case of the horribles. 
Retail sales in June must hold 

close to, or surpass, May’s estimat- 
ed 547,000 or the barometer will be 












°62 Models to Hit Market 
From Mid-September On 


By John E. Walsh 
Staff Writer 

IRST of the ’62 models will be 

introduced in dealer showrooms 
in the last third of September, 
about a week earlier than a year 
ago, according to a check last week 
by Automotive NEws. 


Although most _ public-an- 
nouncement dates still are sub- 
ject to change, it appears that 
most of the new models will be 
out by the second week in Octo- 
ber. 

First on the scene 


in the ’61 


model year were the Ford line and 


Scrappage Drops 
To 4.1 Million Cars, 
650,000 Trucks 


By John K. Teahen Jr. 
Associate Editor 


Paw and truck scrappage total- 
led 4.8 million units in 1960, 
according to AUTOMOTIVE News esti- 
mates. It was a decline from the 
alltime high of 5,217,000 vehicles 
junked in 1959, but still rated as 
the third highest year in history. 

A breakdown indicates that 
4,150,000 cars and 650,000 commer- 
cial units were taken out of serv- 
ice last year. 

The top year for car scrappage 
was 1959, when an estimated 4,526,- 
000 autos left the road. Second place 
goes to 1956, with a total of 4,327,- 
000. 

Truck scrappage also reached its 
peak in 1959 when it hit 691,000. 
Last year’s figure of 650,000 was 
only a shade behind the second- 
place total of 652,000, which was 
recorded in 1951. 

oe * * 
Gao place in the combined 
car-truck scrappage derby is 
held by 1956, with 4,948,000 units. 

Last year was the eighth straight 
time that car-truck scrappage has 
topped the four-million mark, and 
it was the second year in a row 
that car scrappage alone has ex- 
ceeded that figure. 

It was also the seventh time in 

11 years that more than 600,000 

trucks were junked. 

During the last 10 years, scrap- 
page averaged 4,374,600 units per 
year — 3,770,800 cars and 603,800 
trucks. 

AvuTomoTive News scrappage esti- 


(Continued on Page 4, Col. 3) 





reading “Stormy Weather.” 
* * + 


E reason is clear: With more 
than 500,000 cars scheduled for 
assembly this month, any lag in 
sales would push inventories right 
back up to the million-mark as the 
’61 model year begins to fade out, 
This would be more than 
enough to make dealers quickly 
recall the year-ago situation, 
when so many “old” models were 
carried into the new-model sea- 
son that retailers suffered a blow 
from which they never really 
recovered. 

The gigantic carry-over last year 
depressed prices all along the line 
on both “old” and “new” models 
and demolished profits as it did so. 

cd * € 






all Chrysler Corp. makes, except 
Chrysler and the defunct DeSoto. 
They made their debuts Sept. 29. 

All ’61 makes except Lincoln and 
Thunderbird were introduced ear- 
lier than in the previous year be- 
cause of the National Automobile 
Show, which opened in Detroit on 
Oct. 15. 














* * * 


T IS known that several makers 

are planning all-new entries to 
fill the gap between the luxury 
compacts and the lowest level of 
the standard lines, and although 
there has been nothing official 
about them, they are likely to make 
their bows shortly after the intro- 
duction of the regular lines, pos- 
sibly in November. 

At the moment, makers expected 
to bring out their ’62 lines in the 
last third of September are: Ford 
Division, Lincoln-Mercury, Stude- 
baker-Packard, Chevrolet, Ply m- 
outh, Oldsmobile and Cadillac. 


Other Chrysler Corp. makes are 
due to appear late in September 
or early in October. Both Ram- 
bler and Buick probably will un- 
veil their new modéls_ shortly 
after Oct. 1. 

As usual, the press will be the 
first “outsiders” to get a look at 
the new models, with magazine 

(Continued on Page 4, Col. 4) 









E appears to be particularly 
critical, since inventories in May 
moved upward after three straight 


Inside 
Auto News 


e@ Highspots of the Indianapolis 
500. Page 2. 

e@ Heavy-duty bracket gets the 
truck spotlight. Page 24. 

@Oregon convention report. 
Page 3. 

e@ Sales Testing the Comet S-22. 
Page 23. 

e@ Nix on auto strike, says Gold- 

berg. Page 6. 





































































New Leaders in Pittsburgh— 


Industry Must Hold 
Sales at May Pace 
To Avoid ’61 Pileup 


$9 Per Year, 35c Per Copy 





monthly declines—despite the fact 
that May was the best sales month 
so far this year. 

The historic sales pattern of- 
fers little cheer: Sales tradition- 
ally decline in June from May 
levels. If this situation prevails 
this year, the cleanup could be a 
tough one again. 

The big imponderable in 1961 in- 
volves expiration of United Auto 
Workers contracts—on Aug 31 for 
the Big Three—and the possibility 

of strikes. 

A tieup of the factories for any 
extended period of time would en- 
able dealers to work off inventories. 
Quick adoption of new contracts, 
on the other hand, would enable 
makers to swing into production of 

(Continued on Page 4, Col. 5) 





New Moves Near 
In Reorganization 


Of Chrysler Corp. 


By Maynard M. Gordon 
News Editor 


EORGANIZATION moves will 

continue at Chrysler Corp. this 
summer whether or not a new 
president is named, AUTOMOTIVE 
News learned last week. 

Chrysler directors will meet 
Thursday in New York to act 
on reports of progress in two 
crucial areas: Hiring a new presi- 
dent and reshaping the corporate 
structure to prepare for ’62 
models. 

Expediting the shuffle of execu- 
tive faces will be the retirement 
this month of James B. Wagstaff, 
vice-president and longtime DeSoto 
general manager, who was 65 
Sunday. “ 

Wagstaff was the sixth vice- 
president to leave Chrysler since 
W. C. Newberg was ousted as 
president last June 30. The others 
were M. C. Patterson, E. C, Row, 
Nicholas Kelley jr., Robert P. 
Laughna and Charles L. Jacobson. 

* * ok 

i“ THE hunt by non-management 

directors for a new Chrysler 
chief, the Detroit grapevine was 
concentrating on four names last 
week. Denials failed to stop specu- 
lation about E. N. Cole, Chevrolet 
general manager; James O, Wright, 
Ford group vice-president; Don 
G. Mitchell, president of General 
Telephone & Electronics and a di- 
rector of American Motors, and a 
new sweepstakes entry, former At- 
torney General William P. Rogers. 

Rogers reportedly was added to 
the list at the suggestion of former 
Vice President Richard M. Nixon 


#| and former Gov. Thomas E. Dewey, 


whose New York law firm investi- 
gated conflicts of interest among 
Chrysler executives last year. 

Cole and Wright are understood 
to have been approached again 
after earlier turndowns. Mitchell 
was mentioned for the American 
Motors presidency a year ago 
when George Romney was under 
pressure to run for the United 
States Senate from Michigan. 

Chrysler Corp. dealers in the 
Midwest, meanwhile, received 
copies of a chain-letter petition 


Newly elected officers of the Pittsburgh Automobile Dealers.Assn. are, from left,| asking the outside directors of the 
mates are compiled from _ state|S. A. Liberto (Dodge), vice-president; J. 5. McKean (Oldsmobile), president, and L. E.| corporation to dismiss L. L. Colbert 


Powers (Lincoln-Mercury), treasurer. Hartley R. Graham is secretary-manager. 


(Continued on Page 4, Col, 1) 
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Foyt Wins Raee in Record Time .. . 





‘900’ a Stiff Test of Equipment 


By William C. Carroll 
Staff Correspondent 

INDIANAPOLIS. — A record 
speed of 139.131 miles per hour was 
established by A. J. Foyt in winning 
the Indianapolis 500 Mile Race here 
last week as the speed classic once 
again proved a stringent test of 
automotive equipment. 

In the end, equipment played 
a major role in determining the 
winner. 

With only three laps to go, 
Leader Eddie Sachs ran out of rub- 
ber and had to pit for tires. Foyt, 
running 28 seconds behind, took the 
lead and held it to the finish. 

His record was chalked up de- 
spite the handicap of running 33 
minutes under the yellow caution 
light, which requires reduced speed. 

Foyt had his own scare earlier, 
when a faulty fuel-filler nozzle let 
him leave his pit with a near-empty 
tank. He was forced to make a 
nonscheduled stop 24 laps later to 
refuel with borrowed equipment. 

The British industry came through 
with flying colors when their un- 
orthodox rear-engined Cooper-Cli- 
max, driven by Jack Brabham, 
maintained a steady pace through- 
out the race to finish ninth. 

The Cooper started in 13th spot 
and was never higher than eighth. 
However, it was running as strong 
at the end as it was at the begin- 
ning. It confounded the experts by 
stopping three times for tires. Tire 
experts had estimated the light- 
weight roadster could run the whole 
race on one or two sets of tires. 

This year’s race was no doubt 
one of the finest, most highly 
competitive events in the “Brick- 
yard” since the 1946. There’s 
hardly a spectator, competitor or 
official but who is sure that as 
a high-sped test of “way out” 
automotive equipment, Indy has 
no peer. 

Tires, plugs, suspension, fuels and 
accessories seem to take more of 
a beating here, particularly from 
the rough bricks in front of the 
main stands, than from most any 
speedway in the world. 

Back of glamour and thrills of 
the “500” are hard-headed business- 
men and engineers. Businessmen 
sponsor the cars: Some as a tax 
deduction, some for publicity and 
exposure value in business promo- 


Delco Name Given 
To All Products 
Handled by UMS 


DETROIT.—United Motors Serv- 
ice Division of General Motors has 
announced that it will merchandise 
all its automotive replacement 
parts under the 
name United 
Delco. 

William M. 
Walker jr., gen- 
eral manager, 
said, “The use of 
the name Delco 
in conjunction 
with each divi- 
sion’s regular 
name will enable 
‘ us for the first 
W. M. Walker Jr. time to distribute 
our products under one unified im- 
age and still retain each product’s 
individuality.” 

New identification signs are be- 
ing offered to wholesalers and re- 
tailers to inform the public of the 
location of authorized United Delco 
dealers. These signs, in addition to 
conveying the new name, will fea- 
ture a new symbol. 

Previous to this announcement, 
products utilizing the name Delco 
were: Delco Battery, Delco-Remy, 
Delco Products, Delco Moraine, 
Delco Appliance, and Delco Radio. 
New merchandising names now 
added to this list are: Delco Roch- 
ester, Delco New Departure, Delco 
Hyatt, Delco Guide, Delco Harrison 
and Delco Packard. 


Plane Crash Hurts Corder 


VANCOUVER, Wash.—Loren H. 
Corder, Oldsmobile dealer here, was 
injured when a small seaplane in 
which he was riding crashed into 
the Columbia River after striking 
a power line, He is expected to 
recover. 





| tion and some ag mobile 150-mile- 


an-hour test beds. 


“Indianapolis cars, with their ex- 
treme speeds and oil pressures, put 
our research program years ahead 
of production cars from Detroit,” 
Ole Bardahl, of Bardahl Interna- 
tional Oil, told Automotive News. 


He said that his race cars use 
the same proportion of crankcase 


and gear additives as recommended 
for passenger-car use. 

The Bardah] car, which qualified 
at 144.904 miles per hour, was put 
out of the race in a wreck. 


Another “research” type car, 
sponsored by Autolite, finished 
seventh. 


Autolite’s sponsorship of the car 


is tied to a merchandising program. 
Spark plug dealers found racing 
product promotion most effective. 

When Ford Motor Co. bought a 
portion of Autolite, the race car 
promotion was well under way, 
with a substantial part of the Auto- 
lite promotion budget allocated to 
racing technical aids. 

Ford management allowed Auto- 
lite to proceed at Indianapolis, in 
possible conflict with the Automo- 
bile Manufacturers Assn. resolution 
against factory use of racing or 
performance tests. 

It is reported that Autolite’s fu- 
ture in racing promotions will de- 
pend on the final decision of the 
AMA on racing promotions by Au- 
tomobile manufacturers. It is un- 
derstood a review of the three-year- 
old resolution will take place June 
15; after which Ford management 
will have to decide to keep or kill 
racing projects inherited with the 
purchase of Autolite’s spark plug 
business. 

David E. Cunningham of Ray- 
bestos (brake and clutch linings), 
told Automotive News, “We’ve been 


here since 1947, but we never test 
anything during a race. A lot of 


our brake work is done later, such 
as the liquid-cooled brake we had 
a couple years ago. 

“One thing sure, production 
cars could use better brakes, The 
Indy racers stopped using drum 
brakes back in 1952. Now they all 
use ‘spot’ brakes, which I think 
are likely to be the coming thing 
for all new cars.” (“Spot” brakes 
have two or more pads on either 
side of a steel disc. They are not 
subject to fade, nor do they heat 
as rapidly as drums.) 

Champion Spark Plug had six 
engineers at the “500” and is one of 
the oldest commercial firms cooper- 
ating. Champion first appeared at 
the track in 1913. According to 
Champion engineers, use of their 
plugs in the 400-horsepower road- 
sters, running 15 to 1 compression 
ratios, puts a strain on spark plugs 
not found in normal use. 

According to Champion people, 
when a new plug material is good 
enough to withstand stresses of 


racing, they’re sure it’s good enough 
for passenger car use. 

Cal Swanson, of Monroe Auto 
Equipment Co, (shock absorbers) 
said, “We decided to use Indianapo- 
lis about 10 years ago. Since then 
I know of at least 50 shock absorber 
improvements made as a result of 
our experience here. One thing we 
learned early was that changes of 
valving could improve the handling 
of a car, and we soon convinced 
Detroit engineers we were right. 

“Our new shock absorber, with 
a coil-spring suspension around 
it, was the result of road racing 
experience. Now we have two 
cars here with suspension and 
shocks in the same unit. 

“Each car chopped about 100 
pounds of torsion bars and fittings, 
by changing to these lighter sup- 
ports. We hope to see them on 
passenger cars soon.” 

A major user of Indy cars are 
engineers of Mobil Oil Co., which 
provides fuel and lubricants for all 
cars that want them, Greases and 
oils are purchased by United States 
Auto Club officials from the open 
market, then issued to the mechan- 
ics from a locked and guarded 
storeroom. In this way USAC is 
sure no additives or replacement 
materials are used. 

Mobil uses USAC’s control proced- 
ure to insure their regular custom- 
ers that service station products 
are identical with those used at 
Indianapolis. 

However, engine fuel is not at all 
like that available from the local 
pump. Special blends of alcohol and 
other exotic chemicals are mixed in 
“secret” proportions to produce 
maximum power. 

Indy engines, of 251 cubic inches, 
average between 400 and 420 horse- 
power, This is 1.68 horsepower per 
cubic inch, compared to a maxi- 
mum of one horsepower per cubic 
inch from the most highly tuned 
production engine. 

Without special fuels, an Indian- 
apolis engine would be capable of 
producing about 250 horsepower, 
and have an average track speed 
of about 100 miles an hour. 

Well known are many tire ad- 
vances (balloon tires, cord dip- 
ping and tread design) said to 
have been developed at Indian- 
apolis. 

Having kept it under wraps since 
1957, Firestone Tire & Rubber Co. 
engineers only now will discuss 

(Continued on Page 55, Col, 3) 


Falcon Tops ‘Big’ Ford 


In Norfolk Sales 


NORFOLK, Va.— Falcon out- 
sold standard Ford in the Nor- 
folk-Portsmouth area in April, 
according to figures compiled by 
the Automotive Trade Assn, of 
Virginia. 

The count was 159 to 156. In 
first place was Chevrolet with 
218, The Corvair total was 76. 













































Business Barometer 


Automotive News Economic 


100.3 Percent of 
97.5 Percent of 


Auto Production 
Truck Production .......... aes 
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Pair of New Models— 


These two models have been introduced by Austin-Healey. The new Austin-Healey 
3000, left, is powered by a triple-carburetor, six-cylinder engine which develops 
132 horsepower. The Sprite Mark II offers a new body with external luggage boot 
and more power (46 horsepower) from its 948-cubic-centimeter engine. 








VW Plans Price Increase; 


New Sprite, A-H Unveiled 


By George L. Glaser 
European Correspondent 

WOLFSBURG, Germany. + The 
rumor that Volkswagen plans a 
price rise on the 1200 has been 
confirmed and an increase of about 
10 percent is expected here. 

The reason for the increase is 
the lack of adequate profits to 
accumulate capital. Increasing 
production has not cut costs suf- 
ficiently. 

With sales topping $1 billion last 
year, VW was West Germany’s lar- 
gest enterprise. Sales were up 30 
percent over the 1959 showing. VW 
turned out 865,858 vehicles for 42.1 
percent of the production of the 
industry in Germany and 56.6 per- 
cent of the output was exported. 

VW’s units around the world re- 
ported success in 1960, even the 
new unit which was set up in 
France in April, 1960. Net profit for 
the year was about $18 million. 
British Motor Corp.’s Austin- 
Healey unit has unveiled two new 
models—the Sprite Mark II and a 
revised version of the Austin- 
Healey 3000. 

The new Sprite has a new body 
with built-in headlights. The car 
has individual bucket-type seats 
and comes equipped with anchors 
for seat belts. 

The car uses BMC’s A-type en- 
gine, little changed from the power 
plant in the previous model. The 
power has been stepped up from 
42.5 to 46.5 horsepower and the 
compression ratio has been ad- 
vanced from 8.3 to 1 to 9 to 1. 

The new version of the Austin- 
Healey 3000 features increased pow- 
er. The six-cylinder engine. now 
has three carburetors which boost 
the power from 124 to 132 horse- 
power. 

The company said the new model 
has increased acceleration. The 


Anglia styling to a four-door sedan. 
It has four headlights and rear 
fins which turn outward slightly. 
The front brakes are disk type 
while drum brakes are mounted on 
the rear. 

The 1,340-cubic-centimeter, four- 
cylinder engine is water cooled 
and develops 56.5 horsepower. 
The transmission has four for- 
ward speeds, with the top three 
synchronized, and the shift stick 
is under the steering wheel. 

The car has a rather large over- 
hang in the rear for a big luggage 
compartment. The tires are 5.00 
by 13 tubeless and the electrical 
system is 12-volt. 

The front suspension system is 
the MacPherson type with coil 
springs above the upper control 
arm, The rear has semi-elliptical 
leaf springs and a rigid axle. 

The dashboard has a locked glove 
compartment and a shelf under- 
neath. A two-door model will also 

be available. 

Standard-Triumph will intro- 
duce a new series, the Herald 
1200, this month. A _ two-door 
wagon will be added to the sedan. 
Servais-Silencers, a muffler line, 
are now being made in England. 
The mufflers have a 60-percent 
chrome alloy on both the inside 
and outside. 


former model reached 50 miles per 5 


hour in 8.5 seconds after starting 
and the new model can do it in 7.2 
seconds, the company said. 

As expected, Ferraris dominated 
the second grand prix of the sea- 
son, this one held at Vandvoort, 
Holland. The cars feature the 
new, wide-angle V-6 engine with 
120 degrees between the banks. 
This may, one day, lead to a 250- 
horsepower engine with a dis- 
placement of as little as 91.5 cubic 
inches. 

The new Ford Consul 315 has an 
extremely small turning circle and 
a steering wheel which makes only 
three turns. The engine is over- 
square. 


The 315 is an extension of the 





Kansas Pair Indicted 


For Removing Stickers 


KANSAS CITY. — The United 
States District Court grand jury, 
in Kansas City, Kans., has hand- 
ed down the first Kansas indict- 
ment for removing Federal price 
stickers from new automobiles. 

Indicted were Frank A. Massey 
and Emery L. Urfer, partners, 
who operate a Pontiac dealership 
in Independence, Kans. 








Convention Speakers— 


Among the speakers at the 18th an- 
nual meeting of the Motor Dealers’ Assn. 
of British Columbia were, back row, from 
left, Albert F. Stedelbauver, London, Ont., 
president, Federation of Automobile Deal- 
er Assns. of Canada, and Howard B. 
Moore, Toronto, FADAC executive vice- 
president. Front row: King Hartley, Cal- 
gary, Alta., president, Automobile Deal- 
ers’ Assn. of Alberta, and Stewart Wilson, 
Kamloops, B. C., outgoing association 
president who presided over the meeting. 
Newly elected association officers include 
Wes Reed, Chilliwack, president; Tom 
Lumsden, Victoria, first vice-president, and 
Charles McDowell, Vernon, second vice- 
president. Directors include Roger Gav- 
thier, West Vancouver; Dick Reid, Kam- 
loops; S. Salvadore, Creston; Charles 
Shields, Prince George; Bill Green, Abbots- 
ford; Jack White, Penticton; Garry Reum, 
Terrace; Murray Gee, Vernon; Bill Rid- 
dell, New Westminister; Ralph Holland, 
Port Alberni; Ed Tosczak, Dawson Creek; 
Ted Swendson, Nelson; Gil Merwyn, 
Kelowna, and Newell Morrison, Victoria. 
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At selling for some is the end 

of the line, the least secure of 
all jobs; yet for others it is a 
beginning, a bridge to better living. 

That’s the observation of Dick 
Munro, the pen name for a man 
who has sold cars on most of the 
continents in the world and who 
currently operates Westminister 
Automobile Sales Consultants, Scar- 
borough, Ont. 

Munro is convinced that he can 
communicate his enthusiasm for 
auto selling and his knowledge of 

it to others through the printed 
word. 

I feel like the grindstone on 
which he sharpens his determina- 
tion. I keep reminding him of all 
the problems, like most salesmen 
don’t like to study. He keeps telling 
me of the kids who go to libraries 
to learn about careers. 

“Think of it,” he says, “the 
trained salesman can always make 
money, for he lives in a world of 
millions of men and women with 
limitless needs to be met. The 
salesman performs a useful role in 
helping to meet those needs. 

“Why, he can even make a living 
fogging books, if he has to.” (I 


Sunday Closing 
Is Upheld by 


Supreme Court 


WASHINGTON, — The United 
States Supreme Court ruling up- 
holding state Sunday closing laws 
may mean greater attention paid 
to the “blue laws” of 34 states. 

The decisions in four cases 
brought from Massachusetts, Penn- 
sylvania and Maryland rested 
mostly on the argument that a 
state had the right to provide a 
day of rest. 

Justice William Douglas, who 
dissented in all the cases, said that 
enforcement of blue laws “impli- 
cates the state in religious matters 
contrary to the constitutional man- 
dates.” Other justices dissenting in 
some of the cases argued that the 
majority should not impose its will 
or economic hardship upon the 
minority which observes the Sab- 
bath on Friday or Saturday. 

Supporters of blue laws, besides 
churches, have been mostly down- 
town business groups who have 
been fighting discount merchants. 
Some car salesmen have kept open 
on Sundays on the theory that big- 
ticket items are more easily sold on 
a day when family consultation is 
possible. 

Those who have acted in viola- 
tion of the laws of Pennsylvania, 
Massachusetts and Maryland and 
the other 31 states having a variety 
of blue laws will be directly af- 
fected by the Supreme Court de- 
cisions. 
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take it that “fogging” is British 


for selling.) 
* * * 


Lots of Libraries 
. ELL,” I objected, “auto sales- 


men have gone through a 
rough period lately. How many do 
you suppose can afford to buy 
books even if they would read 


them ?” 

“Yes,” he conceded, “but how 
many libraries do you suppose 
there are on this continent? Why 
Ontario alone has 700 libraries.” 


I keep thinking of the places 


people don’t read books, and he 


keeps thinking of the places they 
do. Guess who will sell the most 


books? 


Munro has compiled his ideas 


(and ideas he has received from 
others), on auto selling into a se- 
ries of three manuals, which, I tell 
him, look like pretty tough reading 
for the would-be student. But he 
doesn’t let me discourage him, The 


material is all there, he says, and|§ 


he’ll divide it into shorter books, 
improve the typography, and per- 
haps adapt the ideas of correspond- 
ence courses. 















41 Pct. of Cars Flunk 
St. Louis Safety Check 


ST. LOUIS.—Forty-one percent 
of the autos passing through the 
safety inspection lanes set up by 
the Safety Council of Greater St. 
Louis, had mechanical defects, 
according to a report on the four- 
day inspection project. 

Brakes accounted for 28 per- 
cent of the faults; headlights, 16 
percent, mufflers, 16 percent, and 
tail lights, 15 percent. 


So he keeps “fogging” away, to|¥% 


use his language, and gradually he 
wears the opposition down. 
* * * 
Ideas on Training 
EANTIME, he has some inter- 


esting observations on sales 


training. The NADA proposal, 
which was defeated by a close vote 
of the directors at the convention 
in San Francisco last January, may 
never get off the ground, he says 
because General Motors and Ford 
are way ahead on sales-training 
programs, and view sales training 
as coming within the area of com- 
petition rather than cooperation. 
Why should they help the com- 
petition train salesmen? You 
could, of course, turn this around 
and argue the other way—that 
since they sell most of the cars, 
the higher the level of training 
among auto industry salesmen, 
the better off they would be. 


The NADA program, by the way, 


is still alive. Many still see it as 


the hope of the industry. There are 
some who believe it would help 
substitute service - centered selling, 
which builds public relations, for 
system selling which confuses the 
customer and tears down public 
relations. 


* * ES 
Soon Forgotten 
NCIDENTALLY, in connection 


with the need for a sustained 


sales-training program in the auto 
industry, Munro notes that some 


of the best training programs are 
started by factories—who promptly 
forget them. 

Munro has tracked some of 
these down, a few years after 
they were launched, only to find 
that unless he happened to hit 
someone at the factory responsi- 
ble for the program, no one re- 
called it. 

So, that was last year. What’s 
new today. 

* 


Industry’s Fiddlers 


ye may be interested in Mun- 
ro’s observation of sales man- 
agers in the United States. Essen- 
tially, he said they are not so much 
managers as they are closers. 

“They are,” he said, “the fid- 
dlers who take the customer who 
has been confused by the pencil 
pushing of the salesman and fid- 
dle with him until they get a deal 
on which the house makes a little 
money.” 

Another way to look at the sales 
manager: He is the diplomat who 
brings the big ideas of a big indus- 
try together with the car buyer 
(who may have small ideas about 
price) in a way that makes sense 
for each side. 

The skill with which he does his 
job can make or break a dealer- 
ship, so a good sales manager is 
indeed priceless. 


Silver-Dollar Promotion Pays Off — 


A promotion designed to cement good community relations by showing how it helps 
Promote local prosperity was staged during May by Plains Chevrolet, Inc., Amarillo, 
Tex. During the month-long campaign, called Plains Promotes Prosperity, the firm paid 
all accounts payable and payrolls in silver dollars, above, with approximately $100,- 
000 being put in circulation. Employes also were given advertising tablets which they 
presented in making purchases and paying bills. The dealership also dropped 70,000 
silver-dollar discs over the city from an airplane and invited finders to check at the 
showroom for winning numbers. The well-publicized promotion was ‘an unqualified 
success," according to the dealership. Floor traffic increased and sales in all depart- 
ments went up as much as 33 percent over the previous month. 


Good-Faith Law Debated 
In First Appeals Test 





By Maynard M. Gordon 
News Editor 

TTORNEYS for General Motors 

and for a former Chevrolet 
dealer debated franchise relation- 
ships and the good-faith law for 
an hour last week in New Orleans 
before the United States Court of 
Appeals for the Fifth Circuit. 

It was the first Court of Ap- 
peals proceeding involving the 
good-faith law since enactment 
of the day-in-court statute near- 
ly five years ago. 

Significance of the case—Wood- 
ard Motor Co. vs. GM—was attested 
by the presence at the defense table 
of Daniel Boone, of the corpora- 
tion’s legal staff in Detroit. 


* * * 


At ISSUE in the appeal is Wood- 
ard’s charge that its termina- 
tion as a dealer in Greenville, Tex., 
was a violation of the good-faith 
law because Chevrolet used “coer- 
cion and intimidation” to force 
Woodard to erect new facilities. 
William P. Fonville, Dallas at- 
torney for Woodard, defended the 
constitutionality of the good-faith 
law against a GM challenge of the 
law’s “vagueness.” The Department 
of Justice did not take part in the 
case either in the Court of Appeals 
or in Dallas District Court, which 


Ryan Will Head 


Syracuse Dealers 


SYRACUSE, — Robert A. Ryan 
has been elected president of the 
Syracuse Automobile Dealers Assn. 

Other officers are Roy D. Trimble, 
vice-president; Daniel J. Curtin, 
secretary, and Abraham A, Altman, 
treasurer. 

Directors for the coming year are 
the officers, William B. Dunn, Rob- 
ert C. Feigle, Harvey M. Stewart, 
Robert H, Ungleich, Alfred Paglia, 
James Barr, Abe Cohen, Lewis 
Goodman, Robert Perry, Robert D. 
Purcell and Peter Reynolds. 








Draper Warns Oregon Assn. : 
Drop in Dealer Total 
Seen Before 62s Bow 


Oregon Automobile Dealers Assn. 
by Harold D. Draper sr., Draper 
Chevrolet Co., Saginaw, Mich, In 
an oral and visual presentation, 
he spoke on the “absolute neces- 
sity for today’s dealer to give 
more attention to every depart- 
ment,” 

His topic was “Expense and 
Profit Control.” The convention 
was planned and conducted as a 
joint business-management confer- 
ence, with three National Automo- 
bile Dealers Assn. members as prin- 
cipal speakers. 

Oregon dealers heard Draper 
with understanding, because dealer 
mortality already has been heavy 
in this state, with several more 
withdrawals reported in the offing. 
The convention was told there had 
been 27 dealer “casualties, either 
voluntary or of necessity,” since the 
previous convention. 

Draper advised the dealers to 
keep a daily record of their busi- 
ness, stressing the MNnecessity for 
keeping them up to date. Present 
business conditions are so uncer- 
tain as to make it dangerous to al- 
low the bookkeeper to prepare 
monthly reports only, he said. 

He advised the dealers to al- 
locate every “dime of expense 
you have to some department,” 
and gave pointed advice on how 
to keep track of used-car sales 
and deadbeats, 

“Expense control is a continuing 
thing,” he asserted, and added: 
“There is no easier way to make 
money than to watch and control 
expenses.” 

Draper was followed by Ray Allen 
(Buick - Oldsmobile - Pontiac - im- 


By Ernest W. Peterson 
Staff Correspondent 

EUGENE, Ore.—Prior to the in- 
troduction of 1962 models, there “is 
going to be quite a loss of automo- 

bile dealers across the country.” 
This prophecy was made before 
the 27th annual convention of the 
















































ports), Cedar Rapids, Ia., who 
spoke on “Profits Often Over- 
looked.” 





Allen said he and his brother, 
who comprise the firm, have two 
basic business policies: Give strict 
attention to every department, 
checking one phase of the business 
daily at 8 a.m., and never hire a 
man whose wife has a job, because 
such men are lazy. 

The firm also turns thumbs down 
on floaters and on salesmen making 
the rounds of automotive firms 
looking for work, said Allen. He 
also has “given up trying to make 
salesmen out of college graduates,” 
he added. 

The best men in most of the 
firm’s departments are those who 
started in the firm’s corner service 
station and worked their way into 
the front office or shop, Allen con- 
tinued. 

The third speaker was Dean 
Chaffin (Chevrolet-Buick), Boze- 
man, Mont., former NADA presi- 
dent. He substituted for James C. 
Moore, NADA executive vice- 
president who was obliged to re- 
main in Washington, due to the 
death of NADA President Walter 
Cooper. 

Chaffin said NADA is fully cog- 
nizant of current conditions with- 
in the auto industry. 

“Dealers throughout the United 

(Continued on Page 55, Col, 4) 












had rejected the Woodard com- 
plaint. 

The GM case was argued by 
Gillis Johnson, Fort Worth, who 
reiterated the company’s position 
that its dissatisfaction with 
Woodard’s building was reason 
alone to terminate the franchise 
without running afoul of the 
good-faith law. 

In reply, Fonville declared that 
“the satisfaction prescribed for the 
place of business was its (GM’s) 
personal satisfaction and not satis- 
faction to the test of a reasonable 
man.” 


















* a * 
ONVILLE termed “unreason- 
able” the GM. view that a deal- 
er’s premises must satisfy itself 
“and that, upon any change of its 
judgment, even in the absence of 
change in the premises or sur- 
(Continued on Page 55, Col, 1) 


On the House... 


Too bad the AMA doesn’t release official new- 
car sales figures for the industry every 10 days, 
as it has done on production totals for several years. 
Makers’ fears that declining sales will further hurt 
deliveries are unfounded, because the sales totals 
(correct or incorrect) have been leaking into print 
anyway for several years . . . Couple of ex-NADA 
presidents, Birkett Williams and Dean Chaffin, have 
been doing a good job pinchhitting at dealer con- 
ventions for the late Walter Cooper... 

As business conditions and dealership attitude 
turn up, why not an upward adjustment in gross? 

...d, Saxton Lloyd is named “Man of the Week” 
in Central Florida . . . Lee Craig, auto dealer in Rockford, IIl., for 
over 40 years, is retiring June 15 ... Bob White (Olds), Columbus, 
O., honored two workers who’ve been connected with company for 
25 years... 

If you sponsor an employe team in any sport, make sure your 
insurance covers liability to team members ... Dues have been 
reduced by new metropo!tian New York dealer association ... North 
Dakota association has moved its offices to 114 N. University Drive, 
Fargo. At the.same time the association issued this placard: “You 
Can’t Take It with You... It Might Burn.” 


























Wemhoff 













—Pete Wemuorr, Editor, 
Automotive News 
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Board Meets Thursday... 





Chrysler Proceeding 
With Reorganization 


(Continued from Page 1) 


as chairman and president unless 
he resigns before Thursday’s meet- 
ing. 

Letters called’ for support of a 
resolution adopted two months ago 
by a “concensus” of the Dodge 
Dealers Advisory Conference for 
the Portland (Ore.) region. The 
resolution stated “there is some- 
thing very wrong with top man- 
agement” and urged election of a 
new Chrysler board chairman and 
president. It was sponsored by Wil- 
liam F. Graves, of Graves Auto 
Service, Inc., Kennewick, Wash., 
Conference member. 

* ae * 

: IS an open secret at Chrysler 

and among dealers close to the 
factory that the search is under 
way for a new president. The di- 
rectors would prefer an experienced 
automotive executive but are meet- 
ing resistance from eligible candi- 
dates either because of reluctance 
to take on the Chrysler challenge 
or entrenchment in stock-option 
and bonus programs. 

“He can’t afford to leave us” was 
the way an executive answered a 
question about the availability of 
a top nominee in his company. 

It is understood Chrysler hopes 
to install a new president before 
launching the ’62 models in Sep- 
tember and wrapping up a new 
contract with the United Automo- 
bile Workers at about the same 
time. 

Chrysler is prepared to meet 
competition this fall with fully 
unitized, 115-inch-wheelbase Dodge 
Dart and Plymouth models; bucket- 


Ford Stock Sale 
Slated; Inventory 


Decline Revealed 


NEW YORK.—The Ford Founda- 
tion last week announced plans to 
sell 2,750,000 shares of Ford Motor 
Co. stock. It will be the founda- 
tion’s fourth major sale of Ford 
stock. The price of the stock and 
the date of the sale were not an- 
nounced. 

The prospectus covering the sale 
listed figures to back up the Ford 
position that the company is in- 
creasing its auto output in the sec- 
ond quarter because the inventories 
of new cars in the hands of the 
company’s dealers are below aver- 
age. 

Stocks of unsold Ford Motor Co. 
cars on April 30 were put at 236,- 
000, compared with 260,000 a year 
earlier. The prospectus said that 
stocks of Ford and Lincoln-Mer- 
cury dealers dropped in the first 
quarter of 1961 and hit a peak of 
276,500 last June 30, a month be- 
fore the total industry inventory 
hit its peak. 

The prospectus put Ford car pro- 
duction at 494,895 units for the sec- 








ond quarter, compared with 333,242]! 


in the first quarter and 480,522 in 
the second quarter of last year. 
Each of the company’s car lines, 
with the exception of Lincoln, is 
scheduled for more production in 
the second quarter than in the first 
three months of this year. 

Ford stock is broken up into 
three classes: That held by the 
Ford Foundation, that held by the 
Ford family and their trusts and 
the stock held by the public. Each 
time the foundation makes a sale, 
in order to diversify its invest- 
ments, it converts some of its stock 
into common and sells it to the 
public. The company does not re- 
ceive any money for the sales. 

The upcoming sale would 
amount to more than $230 million 
at current market prices with the 
shares in question amounting to 
about 5 percent of Ford’s outstand- 
ing stock. 

After the sale, the foundation will 
hold about 53 percent of outstand- 
ing Ford stock, none of which has 
voting power. The Ford family in- 
terests will hold 11% percent of 
the stock and 40 percent of the 
voting power while the public will 
hold 35% percent of the stock and 
60 percent of the voting power. 


seat editions in all makes; definned 
Chryslers and Imperials; a compact 
truck, and facelifted Valiants and 
Lancers with less resemblance to 
each other. 

The ambitious new-model pro- 
gram will extend to a four-passen- 
ger model if Ford decides to mar- 
ket its Cardinal in this country. 
But Chrysler is moving slowly on a 
subcompact program in view of its 
Simca tieup and the financial prob- 


lems involved. 
* * * 


Repeater already has resolved 
one of the roadblocks in the 
belt-tightening program, which is 
being directed by Lynn A. Town- 
send, administrative vice-president. 
Laughna’s resignation and Jacob- 
son’s retirement have put E. C. 
Quinn, automotive sales vice-presi- 
dent, firmly in command of all dis- 
tribution and marketing. 

Sometime this summer, if present 
plans jell, a formal merger of the 
Plymouth and Chrysler divisions is 
expected. Sales of the two divisions 
have been spliced under Quinn’s 
control since December. 

Some dealers, hurt by Chrysler’s 
troubles, have been outspoken. 

“There just has to be a new face 
and new name at the top of the 
heap,” a Dodge dealer of 26 years’ 
standing told Automotive News last 
week. “Public confidence is shaken 
in the factory, the product and 
anyone selling the product.” 

As for all the lawsuits which 
have plagued Chrysler since New- 
berg’s abrupt ouster a year ago, 
a new president could lead to a 
quick settlement with Detroit At- 
torney Sol A. Dann. 

Dann has openly declared that 
Colbert’s replacement as chief ex- 
ecutive could all but terminate his 
stockholder derivative suits in De- 
troit, New York and Wilmington. 
Del. 

In Detroit, Chief Federal District 
Judge will rule next Monday on 
Dann’s complaint against Chrysler 
for alleged proxy violations. Chrys- 
ler has asked dismissal of all Dann 
charges except those directly deal- 
ing with the proxy statements is- 
sued prior to the annual sharehold- 


er meeting in April. 
* * * 


T IS uncertain whether damage 
suits involving Newberg and 
Jack W. Minor, former Plymouth 
marketing executive, would be 
brought to trial under a new Chrys- 
ler regime. 
Fall trials appear probable in 


Newberg’s suit to dissolve his set- 
tlement with Chrysler and the com- 
pany’s profits payback suit against 
Minor. 





Top L-M Salesman— 


Top man in the Lincoln-Mercury Atlanta 
sales district, Fred M. Owen, left, Wagnon 


Motors, Inc., Decatur, Ga., had reason 
for this big smile when he was named 
the leading salesman in the area includ- 
ing Georgia and most of Alabama and the 
Carolinas. In addition to receiving an 
Inner Circle Award from A. E. Jacob- 
sen, right, Atlanta district manager, as 
Mrs. Owen watched, the new-car specialist 
represented the district at a three-day 
National Salesman's Council meeting at 
Miami Beach. Highlight of the Miami Beach 
meeting for Mr. and Mrs. Owen was the 
presentation of a ‘Salesman of the Na- 
tion" Award to him by Chase Morsey jr., 
L-M general marketing manager. 








Ford of England's New Consul 315— 


Here is the English Ford Consul 315, which will be introduced in certain overseas 
areas later this year. Ford Motor Co. stockholders attending the annual meeting in 
Detroit got a sneak peek of the 315 when Group Vice-President John S. Bugas flashed 
a picture on the screen. The Consul 315 is basically an extension of the Anglia to a 
four-door version, although it has styling highlights of its own. Features include disc 
brakes in front, a four-cylinder engine rated at 56.5 horsepower, four-speed trans- 
mission and hydraulic clutch. Suspension follows the Ford pattern with MacPherson 
type in front and semi-elliptical leaf springs in the rear. 


4.8 Million Units Junked 
For Third Highest Year 


(Continued from Page 1) 


motor-vehicle registrations and 
other data supplied by the Bureau 
of Public Roads of the United 
States Commerce Department. 
Estimates for 1959 and prior years 
are those reported by the Automo- 
bile Manufacturers Assn. 
* * * 


HE Bureau of Public Roads said 

last week that motor-vehicle 
registrations in the U. S. totalled 
73,895,274 during 1960. 

Rex M. Whitton, Federal high- 
way administrator, said it was an 
increase of 2.4 million over the 
previous year. However, the rate 
of increase was only 3.3 percent, 
compared with a gain of 4.3 per- 
cent in 1959. 

The 1960 total consisted of 61,- 
682,036 cars, 11,941,071 trucks and 
272,167 buses. Increases over com- 





Cars, Trucks on Road 
As of Jan. 1, 1961 





Total Total 

State Cars Trucks 
Alabama ........ 1,042,099 233,673 
Alaska. ............ 59,109 21,556 
Arizona. .......... 488,988 133,010 
Arkansas ...... 501,213 202,523 
California. ...... 6,656,506 1,129,592 
Colorado ........ 714,821 207,071 
Connecticut .. 979,143 124,300 
Delaware ...... 143,192 48,414 
Florida ............ 2,048,664 312,292 
Georgia .......... 1,221,538 283,266 
Hawaii ............ 199,925 30,494 
oS eee 256,253 117,362 
Illinois. ............ 3,311,975 451,251 
Indiana. ........... 1,682,769 354,830 
a ee 1,072,453 247,524 
Kansas ............. 874,831 282,892 
Kentucky ...... 950,622 241,590 
Louisiana ...... 942,091 228,195 
Maine .............. 300,595 72,200 
Maryland ...... 1,006,699 143,030 
Massachusetts 1,566,594 191,806 
Michigan _...... 2,893,419 401,893 
Minnesota ....... 1,305,878 276,663 
Mississippi .... 528,067 188,539 
Missouri ........ 1,418,287 337,251 
Montana ........ 261,332 118,629 
Nebraska. ...... 555,377 176,465 
Nevada .......... 134,188 39,851 
New Hamp... 209,808 45,759 
New Jersey.... 2,123,014 270,296 
New Mexico.. 338,440 118,009 
New York ...... 4,513,719 533,363 
N. Carolina .. 1,380,833 325,357 
N. Dakota .... 232,273 112,255 
WN ses sip vsssceasee 3,634,751 436,838 
Oklahoma ...... 881,557 296,866 
Oregon .......... 742,487 173,424 
Pennsylvania 3,725,632 548,162 
Rhode Island 302,713 37,017 
S. Carolina .. 721,650 150,308 
S. Dakota ...... 255,721 97,867 
Tennessee ...... 1,070,432 231,041 
ORR, i pricetssscace 909,592 
Utah ......... 84,577 
Vermont 29,390 
Virginia 221,614 
Washington.... 1,110,284 257,053 
W. Virginia... 478,306 119,404 
Wisconsin ...... 1,332,488 261,523 
Wyoming ...... 140,461 65,539 
Dist. of Col... 184,536 19,655 

TOTAL. ....... 61,682,036 11,941,071 





parable figures for 1959 were 3.6 
. percent for cars, 2.3 percent for 
trucks and 2.7 percent for buses. 


California led the nation with 
7.8 million registrations, followed 
by New York with 5.1 million. 


Texas, Pennsylvania and .Ohio 
had more than four million ve- 
hicles registered; Illinois and Mich- 
igan had more than three million, 
and New Jersey, Florida and Indi- 
ana each had more than two mil- 
lion. 

* * * 
sce 10 states had combined 
registrations of 39.6 million ve- 
hicles—53.6 percent of the nation’s 
total. 

Seventeen other states registered 
more than one million vehicles last 
year. 

Alaska had the fewest vehicles 
—59,109 cars, 21,556 trucks and 230 
buses for a total of 80,895. Vermont, 
Nevada and Delaware were under 
200,000, and Hawaii, New Hamp- 
shire, Wyoming and the District 
of Columbia were between 200,000 
and 300,000. 


*62 Cars to Sprout 
In Mid-September 


(Continued from Page 1) 





representatives and others with a 
long publication lead time seeing 
the cars at previews starting this 
month. 
* * * 

7s regular press previews are 

scheduled to start late in August 
= to continue well into Septem- 
er. 

In some cases the press sessions 
may precede the public announce- 
ment by less than two weeks, so 
that the press can receive and re- 
port facts on the ’62 models with- 
out any great effect on the cleanup 
of ’61 models. 

Dealers are scheduled to preview 
the new offerings at sessions which 
probably will take up all of August 
and most of September. 





Fk TIN. 


Ford Truck Dealers Visit Dearborn— 








Steady Retailing 
Needed to Avert 


Inventory Jam 


(Continued from Page 1) 


’62 models with dealers still carry- 


ing a monumental load of ’61s. 
* * + 


a spokesmen have been 
advising dealers to ignore the 
labor situation and operate as 
though the cleanup were going to 
be long and hard. 

Birkett L. Williams, immediate 
past president of the Nationa] Au- 
tomobile Dealers Assn., has been 
warning, “Whichever way you play 
it on a strike, you have a 50-50 
chance of being wrong.” 

Furthermore, weight for peace- 
ful UAW negotiations was added 
last week when Secretary of La- 
bor Arthur Goldberg said in De- 
troit that the nation could not 
afford an auto strike this sum- 
mer. 

A suburban Detroit dealer said 
last week, “My inventory is down 
and I’m going to keep it that way. 
I'd rather run out of new cars and 
operate through a strike period on 
used cars and service, than to be 
caught holding a flock of new ones 
and see the UAW settle in a hurry.” 

*®- oe 


OME dealers have expressed sur- 
prise over factory plans to keep 
production at a high level while 
dealers’ new-car inventories remain 
so large. 

Certain observers say factory 
inventories of raw materials and 
components are much too high 
for this time of year and that 
they must be converted into au- 
tomobiles to avoid financial trou- 
bles. 

“The factories are willing to load 
up dealers to save themselves,” one 
industry analyst has said privately. 
“They must keep building cars no 
matter how sales go. They have to 
turn (raw material) inventory into 
cash.” 

Regardless of how the cleanup 
situation eventually develops, there 
will be one major problem. Basic- 
ally, dealers have been operating at 
cleanup-level prices and profits all 

year long. 

Where do they go from here? 

x * * 


Two-Year Sales Record 


Seen by Ford for May 


DEARBORN, — Based on the 
daily sales rate for cars and trucks 
in the first 22 selling days of May, 
it appears that Ford Motor Co, had 
its highest sales for any May since 
1955, and its highest sales month 
since June, 1959, President John 
Dykstra claimed. 

The average daily sales rate for 
Ford-made cars and trucks during 
the first 22 sales days of the month 
was about 7,350 vehicles, Dykstra 
said. 

Based on the daily sales rate 
for the same period, it appears 
that the Falcon set a new month- 
ly sales record, he continued. On 
the same basis, Comet sales were 
expected to the highest since Oc- 
tober, 1960, and Thunderbird 
sales the highest of any month 
this year, he added. 

The Futura and the S-22, new 
bucket-seat. models of the Falcon 
and the Comet, are accounting for 
steadily increasing shares of Fal- 
con and Comet sales as greater 
stocks become available to dealers, 
he said. 





Among members of the Pittsburgh District Super Duty Truck Club who were Ford 
Motor Co. luncheon guests were these two Pennsylvania Ford dealers. Flanking M. S. 
Mclaughlin, Ford general sales manager, are William McCune, Kittanning Ford sales, 
Kittanning, and Don Sweeney, Sweeney Motor Sales, Inc., Uniontown. The dealer 
group and their truck transportation specialists from the Pittsburgh district were in 
Dearborn where they met with Ford truck officials to discuss aspects of heavy-duty 
truck merchandising and the effect of the growth of truck transportation on the na- 


tional economy. 








°°... known to anyone who 
buys automobiles on credit” 


says GARY E. LEE, Ford dealer, 
Fort Walton Beach, Florida 


















“The name ‘Commercial Credit’ is known to any- 
one who buys automobiles on credit. When we 
close a sale and say that financing will be 
arranged with Commercial Credit, very little, 
if any, further explanation is necessary. If we 

had to spend a lot of time explaining about some 

other finance company, it could easily kill a sale. 

Along with this national reputation, the frequent 

visits of Commercial Credit’s local manager have 

been of greatest benefit to us. We discuss matters 
freely, exchange views, and clear up any misun- 
derstandings face to face.” 










Commercial Credit 
serves successful dealers 













For complete information on how our 
service can help promote your success, 
call or write the Commercial Credit 
Corporation office nearest you. 
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Secretary Goldberg Gives Blunt Warning... . 


U.S. Wants No Auto Strike 


By Francis J. Gawronski 
Staff Writer 


aan and management were 
warned last week that the na- 
tion can neither tolerate nor afford 
a strike in the auto industry this 
fall. 
The warning was 
issued by Secretary 
of Labor Arthur J. 
Goldberg in a speech 
before the Economic 
Club of Detroit. In the audience 
were key men from both the United 
Auto Workers and auto manufac- 
turers. 

Although Goldberg did not spell 
out what specific action the Fed- 
eral government would take if a 
strike is threatened or if a strike 
occurs, he did point out “it is a 
policy of the government to help 
out if help is fruitful.” 

“The Administration will always 
lend its good offices to avert an 
economic calamity,” Goldberg said. 

* * * 


oo made it clear that 
he hoped the Administration 
would not have to intervene. He 
said he felt chances were good that 
the UAW and auto companies 
would settle on a new contract 
without a strike. 

“We are dealing here with an 
industry and a union that have 
followed a constructive path of 
cooperation without a major 
work stoppage in more than a 
decade,” he said. 

But he added, “We cannot, from 
the standpoint of our domestic 
economy and our position in world 
affairs, afford to have a shutdown 
in the auto industry this year. 

“This is a statement of fact. It 
would be the height of economic 
folly, when we are pulling ourselves 
out of a recession, to interrupt the 
progress we are making toward 
an America which we hope will 
fully utilize its productive resources 
and its manpower,” Goldberg said. 
“A shutdown in the auto indus- 
try is intolerable,” he said. “But 
I am confident both sides will mea- 
sure up to their responsibilities and 
reach a settlement that is fair to 


the workers, management and the 


public.” 
J is ae. 


Talks Open June 28 


OLDBERG said the government 
does not intend to dictate set- 
tlement terms in the auto industry. 
“I have said to the Administra- 
tion privately, and now I am tell- 
ing you publicly, our Administra- 
tion ought not to interfere or 
intervene in the forthcoming ne- 
gotiations,” he said. 
“We ought not to vector either 
industry or unions in the direction 


$80,000 Missing 
In Sterling-Harris 
Case, U.S. Says 


CHICAGO. — More than $80,000 
vanished from the treasury of the 
bankrupt Sterling-Harris Ford 24 
hours after 359 cars disappeared 
last March 5-6, according to Fed- 
eral authorities. 

The firm’s books, which were 
filed in Federal District Court, 
showed the withdrawal of the $80,- 
000, but did not reveal where the 
money went, the authorities said. 

Attorneys for Sterling - Harris 
creditors, who filed the bankruptcy 
Proceedings, have charged that sale 
of the 359 cars, valued at more than 
$600,000, was forced by an under- 
world figure to recover a five-figure 
loan to the dealership. 

They contend that many crime- 
syndicate gangsters paid cash for 
the autos at prices far below fac- 
tory invoice, 

Meanwhile, a total of $7,500 
sought by authorities since the cars 
vanished has been traced to one 
of the dealership’s owners, Leroy 
(Sterling) Silverstein. 


Clarence Goldman, owner of 
United Service Currency Exchange, 
told a bankruptcy referee that Sil- 
verstein obtained five $1,500 money 
orders with the funds. 


One of Every 42 Visitors 
Buys Car at Dallas Show 


QrE of every 42 visitors to the 
first Spring Auto Market in the 
Dallas Market Center bought a new 
or used car, according to Trammell 
Crow, chairman of the Suto Market 
Board of Directors. 

During the eight-day event, 
which drew a paid attendance of 
8,756, participating dealers sold 
206 cars—140 new and 68 used— 
with a total value of $556,663, 
Crow said. 

The success of the affair exceeded 
the expectations of both the spon- 
sors—the Market Center and Dal- 
las Times-Herald—and the dealers, 
and it has been decided to repeat 
the show yearly, Crow added. 

“The purpose of the affair was to 
provide a central shopping place 
for car buyers to get a fair price 
from dealers who had been care- 
fully screened for their justness 
and integrity,” he said. 

* ES * 


‘us Auto Market gave visitors 
an opportunity to buy, finance 
and insure either a new or used 
vehicle in one stop. A number of 
booths were provided to close deals 
on the spot and to handle financing 
and insurance details. 

The show also generated sales 
that were not closed until after 
the Auto Market had wound up 
its run. 

A number of dealers and cus- 
tomers reported sales that had been 
touched off by visits to the auto 
display. 

Sales reported by participating 
dealers follow: 

Friendly Chevrolet Co., 40; Mohr 
Chevrolet Co., 32; Hine Pontiac Co., 
28; Chuck Hutton Co., 16; Johnson 
Bros. Chevrolet Co. and McAllister 
Mercury-Comet, 11; Bruton Motors, 
seven; Boedeker-Verner Motors 


and C. S. Hamilton Motor Co., six. 

Doran Lincoln-Mercury, Inc., Ed 
Maher, Inc., Hughes-Peters Ford 
Co., and Taylor Rambler, five each; 


Maher Bros., Inc., and Town North 
Motors, four; Carrol Collins Ford, 
W. O. Bankston Oldsmobile, Inc., 
Fred Oakley Motors and Orand 
Buick Co., three each. 

Doran Chevrolet, Inc., Freeman 
Olds and Ben Griffin Auto Co., two 
each; Horn Williams Motor Co., 
Modern Olds and Van Winkle Mo- 
tor Co., one each. 

* * os 


| LIMA, O., dealers staged a 12- 
day show and sale. Their slogan 
was: “Drive Lima to Prosperity— 
Buy Your New Car Now.” 


More than 100 salesmen com- 
peted for the “Top Auto Sales- 
man Award for 1961,” according 
to Dick Daulton, president, Lima 
New Car Dealers Assn. 

In Springfield, O., newspaper ads 
urged readers to “Dial for Free 
Demonstration” of new and used 
cars in a sales drive staged by 
dealers. Demonstrators were driven 
to the home of the persons who 
called. 


“The idea was to bring the dem- 
onstration ride back into the sales 
relationship between the dealer and 
the buyer,” one dealer explained. 


they should take. We ought not to 
engage in exhortations to do what 
is right.” 

The auto negotiations begin June 
28 with General Motors. In succeed- 
ing days the UAW opens bargain- 
ing with Ford and Chrysler. The 
present three-year contracts expire 
Aug. 31. 

The UAW will present a wide 
range of demands, mainly centering 
on ways to increase employment 
and boost job security. 

* * * 


oo automobile people took 
Goldberg’s remarks to mean 
that he and the government are 
ready to enter the negotiations if 
invited. 

Much of Goldberg’s speech was 
an appeal to labor and manage- 
ment to take immediate and 
meaningful steps at the negotia- 
tions to cut the rising number of 
“hard-core” unemployed. 

“The problem of hard-core un- 
employment will not be met by gov- 
ernment action alone,” Goldberg 
said. 

“Management officials must do 
more than they have done to pro- 
vide themselves the devices to pre- 
vent hard-core unemployment. Re- 
training programs, allowance pay- 
ments, vesting of pensions, care in 
location and relocation of plants 
and a host of other schemes should 
receive management’s attention.” 

Goldberg added-that labor “must 
meet management halfway.” 
Meanwhile, the cost-of-living al- 

lowance paid most workers in the 
auto industry will remain at the 
present level during the June-Aug- 
ust quarter. 

Based on the Bureau of Labor 

Statistics Price Index for April 
of 127.5, the cost-of-living allow- 
ance for most hourly workers 
will remain at 17 cents an hour 
through the three-month period. 
The allowance for salaried work- 
ers will vary from $85 to $90, de- 
pending on the auto company. 

Auto industry wages are review- 
ed quarterly and adjusted in line 

with the price index. The April in- 
dex was not sufficient to warrant 
a raise. 
* * * 


Union Group Rejected 


N DEALER-LABOR news, a 
group of automobile salesmen 
who were trying to organize an in- 
dependent union in the Rochester, 
N. Y., area has been denied an in- 
corporation certificate by the New 
York State Board of Standards and 
Appeals. 

The board said it could not ap- 
prove the incorporation of the 
Monroe County Automobile 
Salesmen’s Assn. because applica- 
tion was made by persons who 
“are not the real persons in in- 
terest in the formation of the 
proposed member organization.” 

Sidney H. Schoenwald, an attor- 
ney, said his firm tried to incorpo- 
rate the organization on behalf of 
some 20 salesmen. He said the 
salesmen’s names hadn’t been used 
because of fear of possible “re- 
prisal” by the firms employing 
them. 

The board objected to the appli- 
cation because the proposed mem- 
bership corporation “would be 
taken over and used by other per- 
sons whose identity has been wil- 
fully withheld from us.” 

The move came in midst of a 
drive by Local 345, Retail Clerks 
Internationa] Assn., to organize 
salesmen in dealerships in Monroe 
County. 

In Seattle, a request for strike 
authorization for 1,000 mechanics 

(Continued on Page 56, Col. 1) 





Late Report... 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
increased $4 last week to $1,050, according to Automotive News’ 


index. 


All of the increase was attributable to a $67 spurt in the price 
of ’61s, since all other models slid downward. 

Losses amounted to $1 on ’56s and ’57s, $2 on ’59s, $3 on ’60s, 
$4 on ’55s, $9 on ’54s and $12 on ’58s. All of the new prices estab- 
lished on these models, however, were well above previously estab- 


lished lows. 


At a group of representative auctions last week, the sales ratio 
was 73.4 percent, compared with 74.6 percent a week earlier. 


Auction reports begin on Page 40. 














Ford of Canada's Dealer Council— 


Members of the 1961 Ford of Canada National Dealer Council, meeting at the 
firm's central office, Oakville, Ont., are, from left, O. F. Jackson, Barrie, Ont.; L. Janko, 
Red Deer, Alta.; T. W. Wood, Toronto; G. M. Campbell, Ottawa, Ont.; J. S. Kemp, 
Ford of Canada general sales manager; J. D. King, Ford marketing director; R. K. 
Andas, council chairman, Port Arthur, Ont.; D. W. R. McDonald, council secretary, 
Calgary, Alta.; L. A. MacAulay, Sydney, N. S.; W. Pool, Unity, Sask.; F. H. Pinfold, 
St. Johns, Nfld., and R. Cyr, Sherbrooke, Que. 





OK’s Dealer Suit Through Distributor .. . 


Court Rules 


WASHINGTON. — A decision of 
importance to imported-car dealers 
has been handed down by the 
United States Court of Appeals for 
the District of Columbia. 

It has held that a franchised Fiat 
dealer can sue Fiat Motor Co. by 
serving papers on Fiat’s local dis- 
tributor, in this case Roosevelt 
Motor Co. 

Significance of the decision is 
that if other Fiat distributors 
have contracts with the manufac- 
turer that are comparable to 
Roosevelt’s, dealers could sue the 
manufacturer through the local 
distributor. 

The decision is purely technical. 
It does not go into the merits of 
the suit by Alabama Imported 
Cars, Inc., against Fiat and Roose- 
velt. The issues will be tried after 
the technical questions have finally 
been settled. 

Under court rules, Fiat now has 
two alternatives: Either to seek 
Supreme Court review of the tech- 
nical questions, or first to request 
argument en banc before the full 
Court of Appeals. 

Ultimately, the courts will hear 
Alabama’s complaint under the 
Automobile Dealers Franchise Act. 
The questions will cover termina- 
tion of a dealer franchise, whether 
cars were delivered in timely fash- 
ion, the right of the distributor to 
appoint dealers and whether there 
was compliance with the good-faith 
standards set under the act. 

Alabama Motors is expected to 
contend that on the promise of 
the distributor, it set up business, 
incurred obligations and that the 
distributor then failed to supply 
cars as he had contracted to do. 
The court’s ruling—which affirms 
the finding of a lower tribunal—is 
that under the Fiat-Roosevelt con- 
tract, there is enough control over 
Roosevelt by Fiat to enable the 
court to find that a dealer relation- 


Time Sales Curbs 
Approved by 


Missouri Senate 


JEFFERSON CITY, Mo.—A bill 
to limit time charges on install- 
ment sales of automobiles has been 
approved for passage by the Mis- 
souri Senate. 

Interest or finance charges on 
automobile sales would be limited 
to $5 per $100 per year on new 
cars, $7 on two-year-old cars, $9 
on four-year-old cars and $10 on 
cars over four years old. Other re- 
tail goods such as _ refrigerators 
would be included in the bill. The 
rates would not apply on automo- 
biles or goods costing more than 
$7,500. 

A companion bill which would 
give the state finance commissioner 
power to license and regulate deal- 
ers in time sales contracts was also 
approved. 

Publicity throughout the _ state 
regarding the installment regulat- 
ing bill has been largely unfavor- 
able to auto dealers although most 
of the dealer organizations have 
not only sponsored the bill but also 
were instrumental in having the 
proposed legislation introduced. 

One editorial said in effect that 
the auto dealers were such a bad 
lot that such a bill was necessary, 
but did not mention that the new 
legislation was backed by dealers. 


Against Fiat 


ship exists between Franklin D. 
Roosevelt jr. and Fiat. 

The presence in the-contract be- 
tween Roosevelt and Fiat of a 
clause disclaiming any dealer re- 
lationship is not sufficient to viti- 
ate the fact that a sufficient de- 
gree of control exists, the court 
held. 

In other words, the court believes 
that the distributor cannot prop- 
erly be considered an independent 

(Continued on Page 56, Col, 1) 


Chrysler Council 


Meets This Week 
In West Virginia 


WHITE SULPHUR SPRINGS, 
W. Va. — The National Chrysler 
Dealer Council will hold its regular 
semi-annual meeting June 5-7 here. 

The 19th meeting of the Council, 
consisting of the chairmen of the 
18 regional councils and five dealer 
members-at-large, will hold busi- 
ness sessions June 5 and 6. Reports 
from regional councils, which met 
in March and April, will be re- 
viewed and acted upon. 

Officers of the Council are Chair- 
man Clifton Dennard, of C. S. 
Hamilton Motor Co., Dallas; Vice- 
chairman George Harger, of Har- 
ger-Haldeman, Los Angeles, and 
Secretary Lee Marshall, of Mar- 
shall Motor Co., Salina, Kans. 

Representing the Chrysler and 
Imperial Division at a joint session 
the final day of the meeting will be: 

C. E. Briggs, general manager; 
E. M. Braden, general sales man- 
ager; D. C. Smith, director of deal- 
er relations; R. M, Rodger, chief 
engineer and director of product; 
J. W. Farley, director of service; 
J. L, Wichert, director of advertis- 
ing, and J. A, Lawson, director of 
sales promotion. 

* * * 


Buick Dealer Council 


Also Ready to Convene 

FLINT.—The sixth annual meet- 
ing of Buick officials with the Na- 
tional Dealer Council will be held 
here Wednesday and Thursday 
(June 7-8). 

The 12 council members, two 
from each of six sales regions, will 
exchange ideas on retailing, whole- 
saling and manufacturing with the 
factory executives, headed by Ed- 
ward D. Rollert, general manager, 
and Roland S. Withers, general 
sales manager. 





Chrysler Obtains Delay 


On Dual-Dealer Reply 


FORT WAYNE, Ind.—Chrysler 
Corp. has obtained a delay until 
June 25 for replying to the Jus- 
tice Department’s antitrust suit 
charging pressure by the com- 
pany against Studebaker dealers. 
The suit was filed in Federal Dis- 
trict Court here April 7. 

Chrysler is charged in the com- 
plaint with compelling certain of 
its dealers to drop the Lark fran- 
chise at the time the Valiant was 
introduced late in 1959. 
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| used to work for another dealer. 
Today, | make the decisions and the profit. 


Why? Because... 


Now | own my own business 
with a Rambler franchise 


Like a lot of men, I always wanted to be in business for 
myself. Investigation proved the Rambler Dealer 
franchise the sound way for me. Here’s why... 


e@ Rambler dealer profits for the first 3 months of 1961 
are well above the average of their competition. 


e@ Rambler dealers sell twice as many compact cars as 
most other dealer groups. Typically, the Rambler 
dealer is the volume compact car dealer in his market. 


Wouldn’t you like 
to be a 8) 
Rambler Dealer? 


There are still a few 

franchises available in 
World Standard _ *¢lect markets. You 
have the opportunity. 
of Compact Car 


Excellence 





Rambler Franchises also 
available in Canada and 
important Export Markets. 
In Canada, write to: 
American Motors (Canada) 
Ltd., Brampton, Ontario. 









@ Rambler dealers sell the lowest-priced U. S.-built car 
and have the very best discount structure in the entire 
compact car field. 


e@ Rambler dealers sell compact cars exclusively .. . 
handle no hard-to-sell, high-priced big cars. 


e@ With more than 100,000 Rambler cars in fleet use, 
Rambler dealers can enjoy a big potential in this 
ever-growing volume field. 






fe 
¢ 
\ Director of Dealer Development 

American Motors Sales Corporation 

_., Detroit 32, Michigan 

ys Dear Sir: Will you please provide me with more complete 

information about the Rambler franchise. | understand that | 

am under no obligation and my inquiry will be held in the i 

strictest confidence. i 











NAME__ es Gels 2 Ee Da es caiiaaii 
 itidincainn cabain epitccialiahstitetiineirents Sietedeak | 
oe As es 0 
PHONE NO.___ = 

(Please Print) 6-5 . 
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Picture Has Changed Since ’59... 





Congress Again Seeks 
To Spin Off GMAC 


By Helen Kahn 
Washington Staff Writer 

WASHINGTON. — Auto finance 
company divestiture legislation — 
sponsored in the House by Rep. 
Emmanuel Celler, New York Dem- 
ocrat, and in the Senate by Senator 
Estes Kefauver, Tennessee Demo- 
crat—is aimed primarily at a spin- 
off of GMAC by its parent com- 
pany, General Motors. 

The threat seen by trustbusters 
is GMAC’s bigness. However, 
since the last congressional hear- 
ings before the Kefauver Anti- 
trust subcommittee, the situation 
in the auto industry has changed 
considerably. 

In 1959, Ford set up a wholly 
owned subsidiary called Ford Mo- 
tor Credit Co. to handle both whole- 
sale and retail credit for dealers. 
It also set up American Road In- 


surance Co. as a wholly owned sub- 
sidiary. 

The Kefauver bill supplements 
the Sherman Act and the Federal 
Trade Commission Act by prohibit- 
ing automobile manufacturers from 
engaging in the business of financ- 
ing and insuring automobiles pur- 
chased by consumers. 

That is, it is concerned only with 
retail credit and it affects only pas- 
senger cars, If passed, it would be 
a Federal law to be administered 
by the Justice Department and the 
Federal Trade Commission. 

The measure offered by Celler is 
broader and would be administered 
in an entirely different way. It 
would cover trucks, buses and sta- 
tion wagons as well as passenger 
cars. It would extend to both fi- 
nance and insurance operations 
and to wholesale as well as retail 
paper. It would vest its authority 
in the district courts, which could 


decide to issue an injunction upon 
the petition of a private party. 

Hearings on the Celler bill have 
been set for June 7-9 and it is 
thought that additional hearing 

days will be set for the third 
week of June. Testimony is ex- 
pected from both GM and Ford 
and certainly the independent fi- 
nance company associations will 
be scheduled. 

In 1959 the National Automobile 
Dealers Assn. opposed the divesti- 
ture bills and it is expected to an- 
nounce soon whether or not it will 
take a stand. The National Inde- 
pendent Automobile Dealers Assn. 
did not take a position two years 
ago. But it also expects to an- 
nounce its intentions soon. FTC op- 
posed such legislation in the past. 

In 1959, Ford’s position—ably 
stated by Vice-President Theodore 
Yntema, who was elected head of 
the new credit arm—was opposed 
to the legislation. It stoutly main- 
tained GM’s right to have its fi- 
nancing subsidiary and declared 
that Ford was forced to establish 
one itself in order to meet competi- 
tion. Ford promptly set up its 
credit company. 

Chrysler’s position in 1959 was 
similar to Ford’s, It defended GM’s 
right to GMAC and said it would 





Ohio House Votes 


To Kill Tax Stamps 


COLUMBUS, O.—The House of 
Representatives has voted to 
abolish sales-tax stamps and give 
the vendors’ discount of 2 percent 
back to auto dealers. 

The bill must still be approved 
by the State Senate and Gov. 
Michael V. DiSalle. 





like to leave the doors open for it 
to set up its own financing and 
insuring arms, but admitted that 
it had no plans. 

Revealing testimony two years 
ago came from Thurman Arnold, 
who was the antitrust chief at the 
time of the antitrust actions taken 
by the Justice Department against 
the Big Three. (Ford and Chrysler 
agreed to sever their relations with 
finance companies; GM was found 
guilty on a criminal indictment in 
its relations to dealers and their 
finance problems; the civil section 
against GM was settled in 1956 by 
a consent decree which permitted 
GM to keep GMAC.) 

Arnold called the consent de- 
cree an “incredible” blunder and 
maintained that the only resort 
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left to the government to insure 
divestiture of GMAC was legisla- 
tion. 

Arnold strongly attacked Ford’s 
position as being inconsistent with 
the one it took in 1939 and 1946, 
when it requested the spin-off of 
GMAC. 

Arnold maintained that both 
Chrysler and Ford as weli as the 
smaller companies would benefit by 
divestiture of GMAC. 

With regard to Ford, Arnold said, 
“With the Department of Justice 
out of the picture, what is good 
for General Motors has got to be 
good for Ford whether they like it 
or not.” 

With regard to Chrysler, he de- 
scribed its position as “pathetic’”— 
without “either the courage or the 
resources” to build a new finance 
company. 

The GM consent decree “blun- 
der,” Arnold felt, had made “satel- 
lites” of Ford and Chrysler and 
their real feeling—despite all their 
testimony to the contrary—must be 
a desire for a spun-off GMAC. 

Although Ford now has estab- 
lished a successful Ford Motor 
Credit Co., with more than 30 
branches to offer both wholesale 
and retail credit to dealers and 
consumers and an insurance com- 
pany to service customers, its setup 
is relatively small compared with 

GM. 

GM has GMAC, offering whole- 
sale and retail credit for car deal- 
ers; Yellow .Mfg. Acceptance Co., 
offering wholesale and retail credit 
for trucks, buses, etc.; Motors In- 
surance, a wholly owned subsidiary 
for insurance, and Motors Holding 
Division, offering capital financing 
to dealers. 

Chrysler’s position has not 
changed in the interim, It does 
not have either financing or in- 
suring arms and has announced 
no plans for them. 

The emphasis in the 1959 hear- 
ings on almost identical legislation 
was on what happens to the inde- 
pendent finance companies who 
must compete with GMAC, 


A secondary question — which 
might be of primary importance 
this time around—was the consum- 
er’s money market. Opponents of 
the divestiture bills argued that 
GMAC provided cheap credit to the 
auto buyer. Some proponents of the 
bill said that spin-off of GMAC 
would make no real difference to 
the consumer because control of 
credit lies basically with the dealer 
who gives a tradein. 

Another issue lightly touched on 
in the 1959 hearings was the mat- 
ter of wholesale paper. This could 
become a pivotal issue in the hear- 
ings on the Celler bill, which covers 
wholesale financing. 


It is generally conceded that the 
handling of wholesale paper is not 
as lucrative as retail financing. 
Banks, usually more conservative 
than finance companies, sometimes 
buy wholesale paper only if they 
have some assurance that subse- 
quent retail dealings will be forth- 
coming. 

Finance companies are also 
sometimes reluctant to extend 
wholesale credit to dealers. 

Although individual dealers testi- 
fied both for and against the dives- 
titure measure in 1959, most dealer 
concern was shown about wholesale 

paper. 

Some felt that when the 
squeeze was on, bank and finance 
company credit would not be ex- 
tended to them on inventory fi- 
nancing and some were glad to 
have GMAC available. 

Another undercurrent of the 1959 
hearings was consumer gullibility 
in the matter of insurance, Ford’s 
Yntema, for example, roundly criti- 
cized the independents who offered 
“fluff and frill’ insurance and 
preyed on customer ignorance. 

The opposite point of view—that 
GM insurance was “packed” in the 
dealer’s favor to the detriment of 
the consumer—was also aired by a 
spokesman for independent repair 
shops. 


* +* * 


Ford Motor Credit 


Licensed in New York 


ALBANY, — Ford Motor Credit 
Co., Inc., has been licensed by the 
State Banking Department to oper- 
ate in New York as a sales finance 
company. 

The company listed offices at 93- 
95 Main St., Hempstead, and 1180 
Raymond Blvd., Newark, N. J. 
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® 
ANTI-FREEZE AND 
SUMMER COOLANT 





has a new low price... only *3%°. 





‘*Telar” is now only $3.95 a gallon. So for ’61, 
‘“Telar” becomes the premium anti-freeze prod- 
uct at a new low price. . . a price that’s going to 
have more of your customers asking for ‘“‘Telar”’. 
Think of it! The proven, long-lasting anti-freeze, 


anti-rust and summer coolant that can be used 
year after year, summer and winter . . . that you 
can sell with confidence to all of your customers 
.. . for just a little more per gallon than standard 
anti-freezes you install. 


Be ready to go both ways... sell ZEREX and TELAR 


ZEREX°® anti-freeze 
with MR-8 rust inhibitor 
... finest permanent type 

anti-freeze. 





TELAR’? anti-freeze and 
summer coolant protects 
year after year. 


*Fair Trade price in those 
States where applicable. 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 
-«» THROUGH CHEMISTRY 








“‘Telar” is installed just like you’ve been installing ‘“‘Zerex”’ 
all these years, quickly and without fuss. “‘Telar”’ is not a difficult-to-handle 
full-fill product—no need to waste space stocking water. “Telar’” and tap 
water in the proper proportions make the best anti-freeze, anti-rust and sum- 
mer coolant on the market. And the amount of ‘“‘Telar” your customer needs 
is exactly the same as the amount of “Zerex”’ you would install. 





“Telar”’ is recommended for cars with aluminum engines. Years 
of research have proven that “Telar” completely protects the aluminum now 
used in many car engines. Same goes for a// other metals in the cooling sys- 
tem... copper, iron, steel, etc. ‘“Telar” is a modern product for modern 
cars. You can recommend it with confidence to all of your customers. 





“Telar’’ does its work effectively year after year, winter and 
summer. The “Telar” you put in now will protect your customer’s cooling 
system for as long as he keeps his car (requiring only occasional make-up). 
That’s because Du Pont spent years of research in developing a rust inhibitor 
so effective it lasts year in, year out. This long-lasting protection, plus new 
low price, will make “‘Telar” appealing to many more of your customers. 


“Telar’’ is effective as a summer rust inhibitor and coolant, too. 
Many anti-rusts on the market today do not protect as well as “‘Telar’’ in the 
summer—when the threat of rust and corrosion is greatest. With ‘“Telar” in 
the cooling system, there is complete protection from rust and corrosion. 
And “Telar” has a higher boiling point than water. Many dealers got a jump 
on the anti-freeze season last year—by recommending and installing ‘‘Telar”’ 
in July and August, before the first-freeze rush. 


Be ready to go both ways ... sell ZEREX and TELAR 


ZEREX*°® anti-freeze 
with MR-8 rust inhibitor | 
... finest permanent type 

anti-freeze. 





TELAR*® anti-freeze and 
summer coolant protects 
year after year. 


ZERI 


antifreeze & summer coolant 
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- Here are the facts that will 








| help you sell 








Telar in ‘61 


ANTI-FREEZE AND 


SUMMER COOLANT 





At only $3.95 a gallon, “Telar’’ is now the most economical 
long-lasting anti-freeze, anti-rust and summer coolant money can buy. If your 
customer plans to keep his car for more than one winter, the cost for protec- 
tion with “Telar” can average out to dollars /ess than the cost of two fills with 
one-year anti-freezes. And remember . . . with “Telar’’ your customer buys 
only the anti-freeze protection he needs. No need to protect to 40° below 
zero if he doesn’t need it. 





There’s profitable make-up business for you with “‘Telar’’. Under 
normal driving conditions, a certain amount of loss through leakage and over- 
flow is unavoidable with any anti-freeze. So once in a while, you'll find that 
your customer’s radiator needs some make-up. In the summer you can add 
plain water; in fall and winter you'll add some “Telar’’. You build up a steady, 
repeat business that’s fast and profitable. 


“Telar” is sold through servicing dealers. Again this year, like last, 
you'll find “Telar” where it belongs—in service stations, garages and car 
dealerships. At $3.95 a gallon, there’s a of lot profit in selling ‘“Telar’—and 
that profit is yours exclusively. : 





Color Check is an added safeguard! Du Pont has proven that the 
super rust inihibitor in “Telar” can be expected to outlast your customer’s 
car. To be sure he will have complete anti-rust protection at all times, a Color 
Check feature was added to assure him the rust inihibitor is continually doing 
its job. “‘Telar’” is the first anti-freeze with such a safety feature. If ““Telar” 
turns from normal red to yellow (and this rarely happens), the solution should 
be replaced, because it is no longer fighting rust, even though it may still be 
giving anti-freeze protection. 


IMPORTANT NOTE TO DEALERS: You'll probably never have a customer whose 
‘Telar’’ turns yellow. But if you should, you replace it immediately with the amount 
initially installed. Then return to Du Pont the installation certificate issued to the 
customer at the time of initial installation. Du Pont will immediately replace your 
stock with the amount of “Telar’ you replaced. IMPORTANT: Du Pont, ef 
course, does not take responsibility for /oss of “‘Telar” from any cause, such as 


leakage, overflow, etc. 


Complete details for replacement of any “Telar’’ which has turned yellow, along 


with original installation certificate for your customer, will be found in the Du Pont 


point-of-sale Dealer Kit. 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 
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Lawsuits Affecting Dealers ... 


AUTOMOTIVE NEWS, JUNE 5, 1961 


Court Decisions 


By Leo T, Parker 
Attorney at Law 


— frequently the courts 
award punitive damages in ad- 
dition to normal or actual dam- 
ages, when making an example of 
a person who will- 
fully, wantonly or 
maliciously per- 
formed some 
damaging act. It 
is certain, how- 
ever, that puni- 
tive damages will 
not be awarded, 
unless the testi- 
mony shows very 
conclusively that 
the party being 
sued acted will- 
fully, wantonly, or maliciously. 
For illustration, in Thomas Vv. 
Commercial Credit Corp., 335 S, W. 
(2d) 703, the testimony showed 
facts, as follows: A man named 
Thomas owned two Buick automo- 
biles. On one of the cars, he owed 





Leo T. Parker 





money borrowed from Commercial 
Credit Corp. 

Thomas’ payments were delin- 
quent, as he had not paid the in- 
stallment of $55.20 due on March 
17, nor had he paid the additional 
installment due on April 17. The 
other Buick automobile was unen- 
cumbered. 

One night by mistake an agent 
of Commercial Credit Corp. repos- 
sessed the unencumbered automo- 
bile, parked in front of Thomas’ 
home, and drove it away. 

Thomas sued the finance com- 
pany for $500 actual damages be- 
cause the damage to the car 
amounted to about $200; and a 
golf tool set worth $300 and other 
things were stolen from the re- 
possessed automobile. 

Thomas, also, asked the court to 
award him heavy punitive dam- 

ages, The lower court awarded 
Thomas $500 actual damages and 
$2,000 punitive damages, The fi- 
nance company appealed to the 














higher court which reversed the 
punitive damage award, saying: 

““They picked up the wrong car.’ 
One can readily see how, under the 
circumstances, the mistake oc- 
curred. The two automobiles were 
of the same make, owned by the 
same person, and were parked at 
the same location, There is no evi- 
dence showing defendant (finance 
company) did not act in good faith 
and in the honest belief that its 
acts were lawful. Thus, there was 
no basis for the award of punitive 
damages. And as stated in 15 
American Journal, Page 725: ‘Puni- 
tive damages are not authorized 
where a tort is committed unin- 
tentionally, through mistake or ig- 
norance.’” 

* * * 


Must Prove Cause 


I AST month, a higher court held 
4 that although definite proof is 
given that a manufacturer produc- 
ed a defective automobile, yet nei- 
ther the manufacturer nor retail 
dealer is liable in damages for in- 
juries sustained by its driver in a 
wreck, unless definite proof is 
given that the wreck actually was 
caused by alleged defect. 

For instance, in Price v. Ashby’s 
Automobile, Inc., 354 Pac, (2d) 1064, 
the testimony showed that a man 


stainless 
steel adds 
sales appeal. 
the car designed 
with stainless steel 
looks better when you 


buy it and is worth more 
when you sell it. 
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named Price purchased a new Pon- 
tiac automobile from an automobile 
dealer. The car performed normally 
for the first 2,000 miles. Thereafter, 
Price observed that when the car 


turned off for a short period of 
time that the right front portion 
of the body would settle or drop 


ance from the ground, 

The car was taken to the dealer 
for repair to determine the cause 
of the settling and because it 
was riding a little hard. The deal- 
er failed to find the cause of the 
settling and failed to repair it. 

One day Price, while driving on 
a highway, approached the turn at 
50-60 miles per hour and failed to 
turn to the left with the road. The 
car went straight off the road at 
the curve and went over in the 
barrow pit. 

The highway where the car left 
the road was in all respects normal 
and was a smooth surface, Price 
was seriously injured and he sued 


dealer for several thousand dollars 


damages. 
* * * 


| Dernc the trial, testimony was 
given that a hole was found in 
'the line between the tank and the 








: 
Look for the STEELMARK 
on the products you buy 


had been standing with the ignition | 


down until there was not over| 
about three or four inches clear-| 


both the manufacturer and the} 








airlift mechanism that ultimately 
led to the right front wheel. The 
escape of air from this hole prob- 
ably caused the settling of the car 
when the motor was not running. 

After the car had settled, prior 
to the upset, if the motor was 
started, the right front portion 
would always regain its proper 
altitude or level without much 
delay, The hole in the line was 
probably caused by a rubbing of 
the controlling arm, a moving 
part, against the line. 

The higher court refused to hold 
either the manufacturer or dealer 


| liable in damages to Price, and 


said: 

“The line had been negligently 
installed by General Motors Corp. 
too close to the moving control 
arm. The car could have left the 
road for any one or more of a 
number of reasons. For example, a 
driver could have been momentar- 
ily dozing or could have been in- 
attentive and failed to observe the 
turn. The evidence viewed most 
favorably to the plaintiffs (Price) 
does not provide a basis upon 
which it could reasonably be found 
that the defect in the car was the 
probable cause of the accident.” 

* * * 
Motor Number Error 


MR. LEVIN, of Detroit, wrote 
a letter asking for a higher- 
court citation holding that an in- 
correct motor number copied in a 
mortgage or insurance policy, or 
contract renders the mortgage or 
policy or contract void. 
In the leading higher-court case 
of Manning v. Miller, 206 S. W. 


| (2d) 165, the court established im- 


portant law, as follows: A _ con- 
tract to purchase an automobile is 


| void if the motor number of the 
| car is incorrectly listed in the con- 





tract of sale. No purchaser can 
make a valid contract to purchase 
stolen merchandise. A sale contract 
is void which violates any state or 
United States law. 

In this case, the description of 
the automobile given in the sale 
contract and chattel mortgage 
was incorrect because the motor 
number was given as 6-26378, 
while the correct motor number 
was 6-2637H, Later, Miller bor- 
rowed $1,056 from one Weir who 
loaned the money on a note and 
a chattel mortgage listing the 
correct motor number. However, 
Weir failed to comply with the 
state’s Certificate of Title Act 
and, in later suit, his note and 
mortgage was held by the higher 
court to be void. Hence, Weir 
lost $1,056. 

Then Miller, two weeks later, 
sold the same automobile to one 
Manning for $1,200 cash listing the 
correct motor number, On the same 
day, Miller simply got into the au- 
tomobile at Manning’s lot and 
drove it away. Actually he “stole” 
the automobile from Manning’s 
place and drove it into another city 
where 10 days later he sold it to 


New Yorker Auto Sales Co. for 
$1,250. 
All told by these transactions, 


Miller owed $1,042 to the first deal- 
er, $1,056 to Weir, $1,200 to Man- 
ning Auto Co. and $1,250 to New 
Yorker Auto Sales Co. Total 
$4,548.00. But still he had the auto- 
mobile in his possession, A few 
days thereafter, the police seized 
the automobile from Miller, and 
the case came to a “head.” 
* * * 

i SUBSEQUENT litigation, the 

higher court held the first deal- 
er’s mortgage void because the au- 
tomobile’s motor nuinber was in- 
correctly listed in the mortgage. 

The higher court held Weir's lien 
void because Weir had failed to 
comply with the state law regard- 
ing registering the certificate of 
title. And the higher court also 
held that the lien of New Yorker 
Auto Sales Co. was void because 
Miller “stole” the automobile after 
selling it to Manning, The court 
said: 

“When Miller sold the automo- 
bile to Manning and delivered to 
him possession thereof and re- 
ceived the full consideration 
therefor, as between the two, 
Manning became entitled to the 
possession of such automobile, 
and when Miller thereafter took 
it without the consent of Man- 
ning the automobile became a 
stolen automobile.” 

Briefly: New Yorker Auto Sales 
Co. had no legal title to the car 
because it purchased a stolen auto- 
mobile, and no purchaser ever ac- 
quires good title to purchased 
goods stolen by the seller, 
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Export Volume Doubled in a Year... 





‘Pickett’s Charge’ Sells Ramblers 


By Robert M. Lienert 
Associate Editor 

DETROIT.—Meet William S. 
Pickett, director of automotive ex- 
port for American Motors, a young 
man on the move. 

In slightly more than one year 
since Pickett, 41, has been with 
AMC, the com- 
pany’s export 
business has 
doubled and Pick- 
ett has his eye 
firmly fixed on 
even loftier goals. 

He’s a global 
commuter, hav- 
ing visited 74 
countries in the 
last 10 years, 
and averaging a 
monthly trip to 





William S. Pickett 


Europe. 

He’s a high-speed, nonstop con- 
versationalist. 

He’s a chain-smoker of good 
cigars. 

He’s on a first-name basis with 
many members of the international 
set. 

He’s formally trained as an 
economist and has taught the 
subject at the college level. 

He can give a too-graphic de- 
scription of the centuries-old camel 
auction conducted each Thursday 
in Beersheba, Israel. 

He’s acquainted with the vagar- 
ies of French plumbing and Middle 
East business ethics. 

He has a cast-iron digestive sys- 
tem, and is willing to test it with 
anything—at least once. 

He’s the big gun in carrying out 
AMC President George Romney’s 
avowed intention of stepping up 
AMC’s business abroad. 

Specifically, his duties include 
the sale of Ramblers outside the 
United States and Canada and the 
development of markets and proper 
Service facilities in these areas. 
When Pickett came to AMC from 
Willys-Overland Export Corp. in 
April, 1960, AMC’s annual export 
sales totalled 4,000 units, unchang- 
ed over a period of several years. 

In his first year on the job, 
AMC’s export volume has climb- 
ed to 8,000 units a year and 
Pickett says he is shooting for 
a rate of 20,000 a year by the 
end of the next fiscal year (Sept. 
30, 1962). Few who listen to 
Pickett binding a spell can doubt 
he’ll make it. 

AMC’s export operations are con- 
ducted outside the Automotive 
Sales Division, with export policies 
directed by Roy D. Chapin jr., ex- 
ecutive vice-president in charge 
of international and fiscal opera- 
tions. 

Since Pickett joined AMC, the 
company has started assembly 
operations in Malta, Australia and 
Mexico. AMC also has an assembly 
plant in South Africa, is starting 
operations in New Zealand and be- 
fore the end of the year is sched- 
uled to get under way in the Phil- 
ippines. 

As far as Pickett is concerned, 
this is only a starter. 

“We would like to have 30 manu- 
facturing and assembly plants in 
Operation around the world by 
1970,” he says. 

“Rambler must follow the trend 
toward overseas expansion.” 

The AMC philosophy on such ex- 
pansion is to enter every market- 
ing area as minority partners—to 
fit in with nationalistic tendencies. 

In each locality where Ram- 
blers are assembled, the goal is 
to use local capital and manage- 
ment, and to aim for as high a 
local content as possible in turn- 
ing out the car. 

Pickett views the worldwide 
market potential for Rambler this 
way: 

“The biggest growing market is 
in South America. The market 
there is ahead of us; we have to 
catch up. We want to expand. 

“This is different from Europe, 
where we want to take advantage 
of an existing automobile market. 
“We believe Australia has a 
ready market and we have a dealer 
network there. 

“We view the Far East and 
Africa as markets of the future.” 

Rambler has a peculiar prob- 
lem in cracking the European 
market, Pickett says. He ex- 
plains, “The compact-car phil- 
osophy is no good in Europe— 


Rambler is a big car by their 
standards. But Rambler is catch- 
ing on with its philosophy of dur- 
ability, economy and styling and 
we're penetrating Europe this 
way. 

“For the European market, we 
hope to build Rambler somewhere 
on the continent.” 

Although he declined to specu- 
late on possible sites, he did say 
that Belgium and the Netherlands 
comprise the best European mar- 
ket today for American automo- 
biles. 

“We're growing up in stages in 
Europe through distributors before 
we jump in with manufacturing,” 
Pickett said. “We sold 1,000 Ram- 
blers last year in Europe. If we 
could sell 6,000 a year we'd be 
ready to roll with a factory. But 
we need more product identifica- 
tion and customer acceptance be- 
fore we go.” 

Pickett’s main concern in Eu- 
rope currently is building a deal- 
er network and strengthening 
AMC’s distributors. In recent 
months he has named new dis- 
tributors in France, Germany 
and Denmark, 

Part of the European distributing 
problem lingers on from pre- 
merger days when areas were held 
independently by Nash distributors 
and Hudson distributors. 

In Norway, for example, the for- 
mer Nash and Hudson distributors 
continued handling Rambler for 
the entire country. Only recently 
was Pickett able to revamp the 
operation, splitting Norway into 
two areas with each distributor 
having his own area of respon- 
sibility without overlap. 

No area of distribution is too 
small to escape Pickett’s critical 
evaluation. Noting that AMC’s dis- 


Cadillac Appoints 


Branch Manager 


DETROIT.—Cadillac has ap- 
pointed Louis J. Fazackerly general 
manager for its Los Angeles fac- 
tory branch, succeeding M, S. Les- 
ter who is retiring May 31, and 





E. R. Hubacher L. J. Fazackerly 


Elmer R. Hubacher as general 
manager of its San Francisco 
branch, replacing Fazackerly. 

In other Los Angeles branch 
changes, Richard Brown takes over 
Hubacher’s former position as gen- 
eral sales manager, with Gordon F. 
Chamberlin moving into Brown’s 
post as used-car manager. 





At British Press Trials— 


tributor in the remote Faeroe Is- 
lands sold only 10 cars last year, 
he said, “That’s pretty good. It’s 
25 percent penetration of the new- 
car market there.” 

Pickett says that no really 
great expansion in exports can 
come about until AMC can as- 
semble abroad, “because laws are 
written against importing Amer- 
ican cars.” 

“Even if we sold the Rambler 
American for $1,000 in the export 
market, we couldn’t really boost 
volume.” 

Pickett noted that of the 8,000 
export sales last year, only 2,400 
involved foreign-built Ramblers. 
The rest were shipped to overseas 
markets from Kenosha. 

Pickett said that in most cases 
large local volume is not necessary 
for the establishment of an assem- 
bly plant. 

“Small countries could assemble 
in a small plant,” he said. “In some 
cases, Rambler could operate an 
assembly plant economically on as 

few as 30 units a month.” 

In the existing overseas oper- 
ations, he said, only the plants in 
Mexico and South Africa really 
look like an auto factory. The 
others, he said, are similar to 
“well-equipped garages in the 
U. 8.” 

In any case, Pickett said, auto- 
mated plants abroad are pretty 
much out of the question, now and 
in the future. 

AMC now has companies “on 
paper” in many countries, doing 
no business, but protecting the 
Rambler name and ready to start 
operations when the “proper time” 
comes. 

The next step for AMC, Pickett 
says, is expanding operations in 
Mexico. In this regard, he looks 
favorably on negotiations now 
under way between AMC and 
Willys for the establishment of a 
jointly owned engine plant in 
Mexico. 

“Castings and forgings (i.e., en- 
gines) are always the most diffi- 
cult items to procure locally,” 
Pickett said. 

The most remote foreign mar- 
ket, he says, is Africa. The truck 
industry will develop there first, 
he said, and the next five years 
“are wide open” for truck assem- 
bly in Africa. 

Africa is also the dark continent 
as far as Pickett is concerned. It’s 
about the only place in the world 
whose byways he hasn’t person- 
ally explored. 

The 74 countries on his list in- 
clude every nation in the Western 
Hemisphere, Europe and the Mid- 
dle East. He has also toured ex- 
tensively in the Far East. 

Pickett started his automotive 
career in 1946 at Willys as assist- 
ant to the president and became 
government sales manager in 1949. 
He held this position until 1955, 
beginning his world. travels during 
the Korean War. From 1955 until 
1960, he was sales vice-president of 

Willys-Overland Export Corp. 





A masg demonstration of over 50 models of British cars took place at Vaca Valley 
Raceway, Vacaville, Cafif., at the third annual California British Automobile Press Trials 
and Field Day, organized by the British Automobile Manufacturers Assn. Among lead- 
ers of the British auto industry on hand for the trials were Fred Langdon, Rootes Mo- 
tors; A. Thompson, Jaguar Cars; John Dugdale, BAMA; Kjell Qvale, British Motor Car 
Distributors, Ltd.; Gordon Munro, Rover president; Peter Bancroft, Rolls-Royce; Earl G. 
Nisonger, BAMA president; Dave Allen, Triumph vice-president; J. Eerdmans, Jaguar 
Cars president, and J. Richards, Standard-Triumph. 
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New Home for McBride Motor— 


Lee S. McBride opened this new $75,000 headquarters for the McBride Motor Co. 
in Spokane. The firm will serve the area as dealer for Renault, Peugeot and Volvo. 
McBride began selling automobiles in the city in 1937 and helped found the Spokane 
Independent Used Car Dealers Assn. Earl J. Noland, the company’s sales manager, is 


a partner in the new firm. 





Columnist’s Blast Draws 


Fire... 





Phila. Dealers Boiling 


By Allen Sommers 
Staff Correspondent 


PHILADELPHIA, — The Phila- 
delphia Automobile Trade Assn, is 
up in arms over an article in the 
Philadelphia Evening Bulletin by 
J. A, Livingston, financial editor. 

In his syndicated column, “The 
Business Outlook,” Livingston re- 
ferred to an incident related to him 
by Robert W. Brost, Philadelphia 
zone manager of American Motors 
Corp., and formerly in the New 
York zone. 

A customer, referred to also as 

a “writer,” entered a Buick show- 
room in New York, pointed to a 
car and asked a salesman: “How 
much is that?” The salesman “re- 

coiled suspiciously,” and asked 

“what kind of car are you driv- 
ing?” 

The salesman would not reply di- 
rectly to the question, which was 
put to him again, according to the 
article. Instead, he continued to try 
to find out what year car the cus- 
tomer was driving. 

The customer went to another 
Buick dealer, a Ford dealer and a 
Rambler dealer, and got the same 
kind of “oogy-talk,” according to 
Livingston. The customer then 
wrote to George Romney, AMC 
president, who requested Mr. Brost 
to take care of the matter. A Ram- 
bler dealer finally made the sale. 

Livingston adds that “there was 
a time when the advertised price 
of an automobile meant something. 
The customer paid the price plus 
the freight. But after the used car 
became a major factor in the mar- 
ket, dealers competed on tradein 
allowances and that has been going 
on ever since. 

“Today, dealers not only are 
agents for automobiles but for in- 
stallment paper. They receive com- 
missions (kickbacks) for channel- 
ling the notes of car buyers to 
banks and finance companies. That 
becomes part of the consideration: 
What can I afford to sell the car 
for? 

“Some dealers count on a prof- 
it by servicing every car sold. 

Others lose money on service. 

Thus, the, price of a car is differ- 

ent things to different dealers. 

The slip of paper the customer 

finds on the windshield is the 

price at which negotiations start. 

“Tf, like Mr. Brost’s writer, a man 
goes into an automobile showroom 
thinking it’s something other than 
an Oriental bazaar, he throws the 
salesman clear off the trolley, out 
of his rut and on his own. Why, 
the poor fellow just can’t dig it. It’s 
not AOK, It’s just plain boffo.” 

PATA’s newsletter indicates that 
many of its members apparently 
are angry enough to refrain from 
advertising in the Bulletin. A letter 
to Livingston by M. H. Bury, presi- 
dent of Wilkie Buick Corp., re- 
printed in the newsletter, echoes 
the sentiments of the association’s 
members, according to Charles 
Bott, PATA president. 

Bury calls the article ‘“mislead- 
ing, exaggerated, probably untrue, 
and certainly detrimental to a 
great indusfry ... 99 out of 100 











dealers have price lists for the pub- 
lic.” 

Also, he said, “dealers do not 
give showroom floor time to 
salesmen as inept as those you 
describe . . . the public is thor- 
oughly aware of the price labels 
on each car, | 

“Chances are that the prospect 
in your article didn’t say ‘How 
much is that?’ He may have said, 
‘How much will you take for it?’ 
There is a considerable difference. 
“Some 99 percent of us are trying 
to overcome the commercial stigma 
that has been created by the other 
one percent of the dealers. Your 
past articles on the automobile in- 
dustry (have contained) inaccurate 
and misleading information.” 


Briggs Forecasts 


8-Million Year 
During the ’60s 


LOS ANGELES. — A Chrysler 
Corp. executive gave a favorable 
report here on the automobile in- 
dustry’s outlook for the remainder 
of this year and for the years 
ahead. 

C. E. Briggs, general manager 
of the Chrysler 
and Imperial Di- 
vision, said some 
industry observ- 
ers are predicting 
that as Many as 
six million cars 
will be sold dur- 
ing 1961. 

“I feel that we 
are not too many 
years away from 
surpassing the 
previous industry 
record of a little more than seven 
million units in 1955,” Briggs said. 
“And before the end of the decade, 
I believe we’ll see an eight-million- 
car year.” 

Briggs reported that Chrysler 
sales nationally were running 19.3 
percent above the previous model 
year and Chrysler’s increase in its 
share of the market is greater than 
that of any other medium-priced, 
full-size car. 

In the Los Angeles metropolitan 
market, Chrysler registrations since 
the introduction of the 1961 cars 
through January of this year were 
up 17 percent, while the rest of the 
industry was up only 10 percent for 
this same period in Los Angeles, 
Briggs said. 

Briggs noted that national used- 
car stocks in the hands of fran- 
chised dealers have declined to a 
five-year low, offering the prospect 
of good tradein values for motor- 
ists planning to buy new cars dur- 
ing the period immediately ahead. 


— 





Cc. E. Briggs 


DuPont to Build in Ohio 


WILMINGTON, Del. — DuPont 
Co. plans to build a multimillion- 
dollar methanol plant on a 600-acre 
tract near Huron, O. Annual- ca- 
pacity of the proposed plant would 
be about 30 million gallons. 








A WHOLE NEW CONCEPT IN OUTBOARDING... 


NOW...1IT MAKES 





NO _ 
ASSEMBLY 


expenses cutting into 
both service time and 
selling profits. Boats 
arrive complete, 
ready to sell with 
simple make-ready. 


FIRST DELIVERIES BASED ON FRANCHISING DATES... . 


JUST 
ONE 
MFGR. 


responsible for qual- 
ity and satisfaction, 
not a dozen. Costly 
paperwork is cut 
down. So is chance of 
delay or error. 


LIKE 
SELLING 
CARS 


Good dollar volume, 
better gross profit per 
sale gives top incen- 
tive tosalesmen. Uses 
your present sales 
techniques, too. 


FULL 
30% 
DISCOUNT 


on recommended sell- 
ing price means that 
you can gross more 
than $1000 on a single 
complete Flying Scott 
package sale. 


EASIER 
FINANCING — 
AVAILABLE | 


Major banks show 
new loan interest, 
recognize these Scott 
packages as better 
floorplan and retail 
financing risk. 


ACT NOW! MAIL 








,.-BOAT-MOTOR-TRAILER PACKAGES BY SCOTT! 


) SENSE TO SELL BOATS! 


ALL AS COMPLETE AS THE CARS YOU SELL 


THE FLYING notte 


TOP OF A FULL 1962 LINE... 


“ 17'3” fiberglass hull . . . complete with 32 built-in selling 





features and 75.2 hp specially propped engine. Tilt-bed 


traileris optional. Allare factory-matched for top performance! 









BUILDS 
 _ NEW 
TRAFFIC 


~* | You draw in and sell 

| to newcomers, cus- 

tomers of other car 

dealers. And you get 
a second shot at your 
own customers. 


FOR DEALER PROFIT. ye Norman C. Owen, Vice President 


McCulloch Corp., Scott Div. 
J 77S Minneapolis 13, Minn. FE 6-8419 
NAME aes a ss cine 
a ADDRESS 5 = enna riieaimmne ile ecru cereals eae 
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CITY tice ey __PHONE 


Please tell me more about the Scott 
“Complete Package” sales and profits. 








o> 
SPARKED BY McCULLOCH [= LEADERSHIP THROUGH CREATIVE ENGINEERING 
— 


| 
co U s ON a R CALL E McCulloch Corp., Scott Div.: Minneapolis, Los Angeles, Toronto, Antwerp, Sydney. 


—— earner nea ae ee eee ee eee ee ae eee I 





AUTOMOTIVE NEWS, JUNE 5, 








Kennedy’s Tax Goals 
Seen Peril to Leasing 


WASHINGTON.—Modification of | 
two of President Kennedy’s recent 
tax proposals has been urged on 
Congress by the American Auto-| 
motive Leasing Assn, Its position 
was endorsed by the Car and 
Truck Renting and Leasing Assn. 
(CATRALA), 

Armund J. Schoen, AALA chair- 
man, told the House Ways and 
Means Committee that enactment 
in its present form of Kennedy’s 
proposed tax credit for additional 
investment would hinder the auto- 
leasing industry. 

He said that if the government 
decides to tax at ordinary income 
rates the amount of salvage real- | 
ized upon sale of rental cars to 
the extent that this may exceed 
depreciation taken, it will height- 
en the risks inherent in the ve- 
hicle-leasing business. 

Schoen emphasized the adverse 
effects on the leasing industry of 
the combination of the President’s 
proposal to give a tax credit as an 
investment incentive only when ex- 
penditures are made on items with 
a useful life of six years or more, 
plus the elimination of capital- 
gains treatment for the excess over 
depreciation realized on the sale of 
cars that have been under lease. 

Elimination of the capital-gains 
privilege, Schoen said, would deny 
the industry “the modicum of pro- 
tection we had previously enjoyed 
against the erosion of our capital 
resulting from the sharp upward 
trend in new automobile prices” for 
the past decade. 

He noted that “the factory ‘ad- 
vertised delivered price’ of the mid- 
dle line, six-cylinder Chevrolet rose 
progressively from $1,761 for the 
1953 model to $2,440 for the 1959 
model, or nearly 40 percent.” 

Pointing out that this was 
about twice as sharp as the aver- 
age price increase for machinery 
over the same period, Schoen 
asserted that leasers had to boost 
their capital by 40 percent merely 
to keep the same fleet in opera- 
tion over these years. Mainte- 
nance of the same industrial 
plant would have required only 
half that increase, he added. 

The capital gains attributed to 
the industry in this period, he 
stated, can be laid at the door of 
“this steady rise in new-car prices 
which exercised a substantial sus- 
taining influence on the used-car 
market.” 

This led to receipt of prices 
somewhat higher than had been 
anticipated by leasers when they 
set up their depreciation accounts, 
he explained, He also observed that 
the proposed withdrawal of the 
capital-gains privilege would not, 
in the case of auto leasers, be com- 
pensated by the extension of the 
investment-incentive credit. 

Commenting on the salvage value 
of rental vehicles, Schoen noted 
that new-car salvage “typically 
drops to about 70 percent” in one 
year and “to 40-50 percent by two 
years’—the car’s useful life to the 
lessor. 

Salvage value is “highly sus- 
ceptible to the fluctuations of the 
general used-car market which 
. .- are both sharp and erratic,” 
Schoen said. He also said that 
on a typical completed lease 
transaction, “one-third or more 
of the lessor’s total cash receipts 
comes from the resale of the used 
vehicle,” and that used-car prices 
each month—except perhaps dur- 
ing the height of the spring sell- 
ing season—“may be expected to 
decline another 2 to 3 percent.” 

Thus, the “seller must dispose of 
it without delay regardless of the 
state of the market,” Schoen claim- 
ed. “A difference of $40 to $50 be- 
tween the average salvage value 
actually realized and that upon 
which the rental charges were 
based may readily convert the les- 
sor’s operating profit into a serious 
loss.” 

Noting that the car leasers’ prob- 
lems were not typical of industry 
in general, Schoen suggested two 
alternatives. 

The first would be to “continue 
the privilege of capital-gains treat- 
ment in the case of assets held for 





too short a period to qualify for the 
investment incentive.” 

This should further be limited to 
assets on which straight-line de- 


| preciation has been charged, he 


said, “since it could readily lead to 
unjustified windfalls if coupled 
with any form of accelerated de- 
preciation.” Most members of his 
association, he asserted, depreciate 
on a straight-line basis. 

Schoen stressed that while auto 
leasers’ investment is technically 
short-term, “its economic effect 
is to release equivalent funds for 
long-term productive investment 
by our many customers.” He 
suggested that, “as a minimum, a 
considerably restricted form of 
investment incentive be made 
available to industries in our po- 
sition.” 

Specifically, he proposed that in- 
stead of basing the 15 percent cred- 
it on the excess of new investment 

over depreciation alone, it could be 
related to the excess of new invest- 
ment in any year over the sum of 
depreciation charged and salvage 
value realized in that year. 

A similar formula could be ap- 
plied in the case of the proposed 6 
percent credit, he said. It could 
apply to new investment below the 
sum of depreciation charged and 
salvage value received, but in ex- 
cess of half that sum. These rules, 
he noted, could be restricted to as- 
sets held more than one but less 
than six years, 

On this basis, Schoen told the 
committee, auto leasers could qual- 
ify for the 15 percent tax-incentive 
credit in three possible ways: 

1. An increase in new-car prices 
which would require more capital 
to maintain present fleets. 

2. An increase in the size of 
fleets. 

3. An unexpectedly sharp decline 
in the used-car resale market. 

Schoen added, however, that he 
thought it would be fairer if only 
part of the salvage value realized 
by leasers were taken into account 
in the formula he suggested. 

The committee also was told 





Antileasing Legislation 
On Increase, AALA Says 


CHICAGO. — An increasing 
number of bills which are “un- 
reasonable and unjustly discrimi- 
nating” against automotive leas- 
ing companies are planned in 
many states, according to the 
American Automotive Leasing 
Assn, 

Some bills seek to require en- 
dorsements on titles that the ve- 
hicle has been used as a taxicab 
or rented vehicle “with obvious 
results in the resale value of the 
units,” the AALA said. Others re- 
quire that leasing firms be regis- 
tered and regulated by state util- 
ity commissions, “with its attend- 
ant red tape,” it added. 

















Plymouth Dealers Meet with Factory Officials— 








by Schoen that substitution of 

more liberal depreciation rules 
for the investment-incentive 

credit “would be of no possible 
benefit” to the car-leasing indus- 
try. 

Schoen commented on material 
presented to the Ways and Means 
Committee by Treasury Secretary 
C. Douglas Dillon, who endorsed 
all of the President’s recommenda- 
tions. Supporting removal of capi- 
tal-gains treatment for profits over 
claimed depreciation on sale of 
such assets, Dillon had cited a 
number of instances involving car 
rentals. 

Schoen asserted that although 
he has no direct knowledge of the 
cases Dillon mentioned, “examina- 
tion of the figures leads me to con- 
clude that the depreciation claimed 
was almost certainly not in con- 
formity-with the regulations of the 
Internal Revenue Service.” 

In fact, he said, he is “strongly 
of the impression that depreciation 
in these instances was calculated 
on the double declining method, a 
practice against which counsel for 
the association has repeatedly ad- 
vised . . . and which was declared 
improper by the Supreme Court in 
a leading case in 1960.” 

This, he said, makes it clear that 
such cases are not typical of the 
industry. i 

The following examples of large 
capital gains in the auto-leasing in- 
dustry were presented to the com- 
mittee by the Treasury: 

“A taxpayer in the auto-leasing 
business sold some of the auto- 
mobiles used in his business, cost- 
ing in the aggregate $729,636, for 
$577,218, thus realizing a gain 
after adjustment for depreciation 
of $233,734. 

“Depreciation of approximately 
$386,000 had been taken with re- 
spect to these automobiles. Thus, a 
major portion of the gain is repre- 
sented by the excess of depreciation 
deductions taken by the taxpayer 
over the actual decline in the value 
of the asset sold.” 

Another example presented to 
the committee asserted that over a 
three-year period, an auto rental 
partnership “realized capital gain 
of approximately $435,000 reflecting 
depreciation allowances in excess 
of the actual decline in value of 
rental autos which were sold.” 

A third example given by the 
Treasury involved an auto renter 
who, in 1958, “realized a gain of 
approximately $34,000 on the sale of 
automobiles with respect to which 
depreciation had been claimed in 
the amount of approximately $66,- 
600. This taxpayer had a net tax 
saving of $16,000 as a result of 
capital-gain treatment of the $34,- 
000 gain which reflected deprecia- 
tion allowances in excess of eco- 
nomic decline in value.” 

Turning to trucks and trailers, 
the Treasury told the committee 
that in 1958, a corporation realized 
a gain of about $275,000 on sale of 
trucks and trailers on which some 
$335,000 in depreciation had been 
taken, It notes that although this 
gain was nontaxable since the sale 
was followed by a liquidation, “it 
reflected depreciation allowances in 
excess of actual decline in value of 
the trucks and trailers.” 














Dealer Returns— 


Bruce Wallace, president, Wallace Im- 
ports, was a leading Simca dealer under 
the old distributor setup before Chrysler 
Corp. took over. Feeling he still is strongly 
identified with Simca, Wallace is back 
as an independent Simca dealer in Phoe- 
nix. G. P. Goodrich, left, Simca Western 
area sales representative, and E. F. Frank, 
right, Western area sales manager, wel- 
come Wallace, center, back to the fold. 


Drop Less Than in 1960 . 


Budd Sees Rises 
In Car Sales, 


Lower Inventories 


PHILADELPHIA, — Edward G. 
Budd jr., president of Budd Co., 
expects auto sales to pick up by 
the fourth quarter and stocks of 
unsold cars to be 
at their lowest 
level for the year 
at the beginning 
of that quarter. 

Budd made the 
comments at the 
company’s annual 
meeting. He said 
the company had 
a loss in the first 
quarter of this 
year but was ex- = 
pected to show a E. G. Budd Jr. 
profit in the second three months. 
He did not say what the first-quar- 
ter loss totalled. 

He said that sales of automotive 
products, which make up 80 per- 
cent of the company’s sales, began 
to drop in mid-December and did 
not stabilize until March. 

Budd said that sales have been 
on the rise and expressed con- 
fidence in the company’s results 
for the rest of the year. 





Car Buying Plans Ease 


ONSUMERS’ plans to buy new 

and used cars fell off between 
January and April but the decline 
was not as sharp as it was a year 
ago, a survey by the Federal Re- 
serve Board shows. 

The FRB said 8.4 percent of 
consumers expressed plans in 
April to buy a new or used car in 
the next six months, The group 
included 3.1 percent with plans to 
buy new cars, 4.1 percent in the 
market for used units and 1.2 
percent who were undecided be- 
tween new and used units. 

In January, 9.0 percent had plans 
to buy in the following six months 
—3.5 percent for new cars, 4.5 per- 





Robinson Named 


To S-P Retail Post 


SOUTH BEND.—Robert K. Rob- 
inson, Atlanta, has been appointed 
Eastern manager of Studebaker- 
Packard Corp.’s retail stores, ac- 
cording to Frank J. Suslavich, vice- 
president and general sales man- 
ager of the Automotive Division. 
He succeeds Ernest J. Platfoot, who 
resigned. 

From 1953 to 1956, Robinson was 
assistant manager in the Kansas 
City marketing zone for the for- 
mer Packard organization. Later 
he served as regional manager for 
Dodge. 

More recently he was vice-presi- 
dent and general sales manager 
of Fred Walters Oldsmobile South- 
ern Car Distributors, Atlanta. 





Twenty-four dealers, all members or delegates of the Plymouth Dealer Council, met in Detroit with Plymouth officials. At- 
tending the three-day business conference were, front row, from left, William Lannin, Lannin Bros., Rockland, Mass.; H. B. Pelke, 
Pioneer Plymouth, Inc., St. Louis; W. R. Cox jr., Cox Motor Co., Tulsa; R. W. Banning, Bob Banning Plymouth, Inc., Hyattsville, 
Md.; E. L. Fretwell, Fretwell Motor Co., Oklahoma City; Jack Friedman, Friedman Motors, Inc., Des Moines; M. R. Mackaig sr., 
Mackaig & Sons, Los Angeles; Allan R, Crocket, Crocket Bros., Fresno, Calif.; H. A. Behling, Bridgeville Sales Co., Bridgeville, 
Pa.; Steve Noble, Plymouth dealer relations director. Middle row: T..R. Watkins, Howard Motors, Inc., New Orleans; R. H, Mon- 
tana, Town & Country Plymouth, Phoenix; J. A. Hancock, Hancock-Old, Inc., Santa Fe, N. M.; J. J. Adamson, Adamson Motors, 
Inc., Rochester, Minn.; E. Muller, Ed Muller Motors, Inc., Little Falls, N. J.; F. H. Gehman, W. A. Gehman Sons, Inc., Emmaus, Pa.; 
Walter T. Bales, Bales Motor Co., Inc., Jeffersonville, Ind.; W. A. Brown, Bill Brown Plymouth, Inc., Spokane; H. B. Ranson, H. B. 
Ranson Motor Co., Fort Worth; Stanley Metzner, Armory Garage, Albany. Back row: Gaston Periat sr., Periat & Sons, San Mateo, 
Calif.; C. K. Sarason, Bill Henderson Motor Co., Inc.. Warren, Mich.; William Ballentine, Bill Ballentine Motors, Inc., Anderson, 
S. C.; E. P. Owen Motor Sales Co., Inc., Winston Salem, N. C.; Anthony Metzner, Armory Garage, Inc., Albany, and R. P. 
Thornton, Thornton Motor Co:, Columbus, Ga. 








cent for used and 1.0 percent unde- 
cided between new and used. 
oe * * 

i APRIL of last year, 8.8 percent 

had plans to buy a car in the 
following six months—3.3 percent 
for new cars, 3.9 percent for used 
and 1.6 percent undecided between 
new and used. 

Between January and April of 
last year, the group with plans to 
buy a new or used car within six 
months fell from 9.5 to 8.8 per- 
cent, a drop of 0.7 percentage 
points. 

This year, the drop was from 9.0 
to 8.4 percent, a drop of 0.6 points. 
In the like period of 1959, the drop 
was 0.9 percentage points. 

* * * 


oe FRB survey also covered 
Plans to make a number of 
other major purchases—homesg and 
major household appliances. The 
report showed that most plans to 
purchase were lower in April than 
they were in January and in April, 
1960. 

The April study showed that 
the number of auto owners who 
are dissatisfied with their present 
cars had changed little in the last 
year and the number who had 
shopped for another car in the 
weeks just before the survey had 
declined from the year-ago fig- 
ure. Both of these groups are 
prime sources of car buyers. 

Those interviewed were also 
questioned on their own income sit- 
uations and expectations on future 
income. Although the changes were 
very small, there was a trend to- 
ward lower incomes and uncertain- 
ties about future income, 

* * * 

MEANWHILE, Newsweek maga- 

zine released results of a sur- 
vey of consumers which showed 
that consumer confidence is at a 
three-year high although this con- 
fidence has not been translated into 
plans to make major purchases. 

The survey showed that the 
number of persons with plans to 
buy new cars increased by 3 per- 
cent between February and April 
but the April figure was one per- 
cent below the number with simi- 
lar plans a year earlier. 


Plans to buy used cars was in- 
creased by 2 percent between Feb- 
ruary and April. While plans to 
make most purchases declined be- 
tween April, 1960, and the like 
month of this year, plans to buy 
used cars increased by 19 percent, 
according to the magazine’s survey. 


Ivey Heads Fla. Group 
FT. PIERCE, Fla. — The Ft. 





Pierce Automobile Dealers Assn. 


has elected the following new of- 
ficers: B. F. Ivey, Jack Ivey Mo- 


tors (Studebaker), president; James 
H. Pore, Pore’s, Inc. (Buick), vice- 


president, and Ed Bailey, General 
Finance Corp., secretary-treasurer. 
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BENDIX HYDROVAC 
POWER BRAKES 


CHOSEN FOR MORE THAN 
6,000,000 INSTALLATIONS 














HERE’S WHY: 


1. BIGGER PAYLOAD—Because Bendix Hydrovac Power 
Brakes weigh less, they permit hauling increased pay- 
loads—up to several hundred pounds extra. 2. LOWER 
PRICE—Bendix Hydrovac Power Brakes cost less to buy— 
also less to operate, less to maintain. 3. BETTER PRO- 
TECTION —Bendix Hydrovac Power Brakes have built-in 
standby safety; manual braking in case of power failure. 


MORE BENDIX HYDROVAC VACUUM POWER 
BRAKES ARE IN USE THAN ALL OTHER MAKES 
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Bendix fivisiox South Bend, inp. [RB -77% 
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Coming 
Events 


% Enrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


June 5-8— National Automobile Dealers 
Assn., midyear meeting of board of di- 
rectors, Washington, 
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June 11-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
Sa Inn, Saranac Inn Post Of- 
ice, 


June 15-16—Automobile Dealers Assn. of 
Indiana, Marott Hotel, Indianapolis. 


June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


June 16-18 — New Hampshire Automobile 
Dealers Assn., Bald Peak Colony Club, 
Melvin Village, N. H. 


June 29?—Annua! Outing, Rhode Island 
Automobile Dealers Assn., Metacomet 
Country Club, East Providence. 


Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 


Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 


Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 


Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 


Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 


Oct. 22-24— New York State Automobile 
ale The Concord, Kiamesha Lake, 
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Miami—Trescot Goode; Milwaukee—Benn Ollman; Minneapolis—Donald Lyons; Montgomery, 
Ala.—William Lynn; Nashville—Ed Goins; New Jersey—Bethune Jones; New Orleans—Gordon 
Hebert; New York City—Ed Brown; Norfolk, Va.—Ken Baldwin; North Kansas City—Larry E. 
Johnson; Oakland, Calif.—Steve Still; Oklahoma City—M. L. Risen; Omaha—A. R. Oleson; 
Pawtucket, R. 1.—T. L. Forbes: Peoria, IIl|.—Gene Booth; Philadelphia—Allen Sommers; Phoenix 
—Sheldon A. Engel: Pittsburgh—Robert Thomas: Portland, Ore.—E. W. Peterson; Providence— 
Ruth M. Eddy; Reading—Wesley Stillwell; Rochester, N. Y.—Ted Case, Howard M. Duffy; 
Salem, Ore.—F. K. Haskell; Salt Lake City—Dan Valentine, W. F. Smiley; San Antonio—J. H. 
Reed; San Francisco—Leon Pinkson; Santa Fe—Lewis E. Thompson; Scranton, Pa.—Gene 
Coleman; Seattle—Martin Trepp; Sioux Falls—Frank Harrington; Springfield, IIl.—C. C. Hall; 
South Bend—L. E. Dunkin; Spartanburg, $. C.—L. D. Bray; St. Louis—Jack Bernstein; Twin 
Falls—Freelancers; Waterville, Me.—Julian Radziewicz; Wilmington, Del.—William Frank; 
Worcester, Mass.—Sidney Dorfman; Youngstown—Stephen L. Ritz. 


FOREIGN CORRESPONDENTS—European Correspondent—George L. Glaser; Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
James Montagnes; Vancouver, B. C.—F. H. Fullerton. 



















Letterbox 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 


Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 


%& Nov. 25-27—Arkansas Automobile Deal- 
ers Assn., Arlington Hotel, Hot Springs. 


Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 


* * * 


Auto Shows 


Oct. 14-1I8—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 


Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 


Oct. 28-Nov. 5—Southern Automobile Ex- 
ea Merchandise Mart, Charlotte, 
N.C. 
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Deferred Billing Criticized 

It seems to me that quite a few 
of us dealers are doing a lot of 
yelling for something that would 
do us more harm than good. I 
am speaking of 30, 60 or 90-day 
billing of cars by the factory with- 
out interest. 

Simple economics teaches us that 
the price of the interest will have 
to be added to the factory price 
of the car, so we will save nothing 
in the long run. In addition, dealers 
will be in an even more susceptible 

position for over-ordering. 

Wouldn’t it be even better to 
swing the pendulum the other way 
and have the floor-planning finance 
companies require a 20 percent cash 
reduction in the invoice at the time 
the dealer takes delivery? 

I believe that we dealers would 
be a lot more prudent in our or- 
dering of new vehicles each 
month, if we had to look at our 
bank balance to determine 
whether we should order, rather 
than depending on a finance com- 
pany to pay the factory for us 
and charge it to us. 

What factory representative 
could or would push cars on a deal- 
er if he knew that the dealer did 
not have the cash to pay for them 
on arrival? Besides, I believe this 
factory pushing of cars on dealers 
is greatly exaggerated. In the 12 
years I have been here, no car has 
ever been shipped to this dealer- 
ship that was not ordered by us. 

Sure, we have been out-talked a 
few times, but if we had not out- 
talked our customers a few times 
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|. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

¥ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 
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Nov. I1-18—Philadelphia Auto Show, Phila- 
delphia. 


Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 














In the Ways of Renewal, 
Is Ruin Necessary ? 


A CHECK through reports of recent auto dealer conven- 
tions indicates a concern with the state of an industry 
undergoing a fundamental change. 

At one meeting, there is a call to watch closely changing 
business practices. At another, a resolution calling for quick 
NADA task-force action. 

Dealers at another meeting are urged to dedicate them- 
selves to a better world. At several sessions, there is a 
reminder that we must return to ways of profit if we are 
to continue. 

Perched as we are at the beginning of the aborning Walter 
P. Chrysler Expressway in Detroit, we at AUTOMOTIVE NEWS 
see something of the ways of renewal. Before long, about 
all that will be left in hundreds of acres of an urban-renewal 
area will be a Wayne State University clinic, the University 
Club and the new AUTOMOTIVE NEws building. 

The other day a doctor from the clinic asked: 

“Why is it that in the renewal of an area it is first neces- 
sary to tear everything down? Wouldn’t it be better to tear 
down and rebuild a block at a time? That way there would 
be something left to support business in the transitional 
period.” 

As it is, about everything will be torn down, and, as the 
corner druggist remarked: 

“This will be a ghost town for five years. There is no 
big rush to open a business like mine which is dependent 
on people nearby, for there won’t be any nearby people 
for years.” 

And so we wonder that, if in the rebuilding of auto indus- 
try practices, it is first necessary to tear down the present 
retail industry? Profit reports from auto dealers indicate 
that the industry is close to the point where they will have 
to get on the road to rebirth. 




















General 
June 5-9—SAE Summer Meeting, Chase- 
Park Plaza, St, Louis. 


%& June 28-30—International Truck, Trailer 
and Equipment Show, Brooks Hall, San 
Francisco. 








Aug. !1-12—National Auto Auction Assn. 
Convention, Bismarck Hotel, Chicago. 


Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 


Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York, 


Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 


The Big Stories 


35 Years Ago—1926 
A $10 million expansion program to bring the firm’s production fa- 
cilities to a peak capacity of one million cars a year was announced 
by Chevrolet . . . Advertising managers of the National Automobile 
Chamber of Commerce stressed the need for advertising the idea of 
two cars per family. 
20 Years Ago—1941 
The Seattle Automobile Dealers Assn. signed a contract with Auto- 
mobile Drivers and Demonstrators Union covering all its office work- 
ers. The unionization of the “white collar” workers was the first 
among auto dealers. 
10 Years Ago—1951 
Top 10 cars in registrations were Chevrolet, 377,792; Ford, 294,356; 
Plymouth, 170,272; Buick, 140,883; Pontiac, 118,067; Dodge, 94,035; 
Oldsmobile, 93,813; Mercury, 78,243; Studebaker, 66,110, and Chrysler, 
50,281. 





















"It was a tough choice ... Four other dealers wanted 
to sell me ... My girl wanted to get married..." 


"Wowla 1 Mempr...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 














































































also, we would have been unable 
to sell anything profitably. 

Don’t you sometimes tire of lis- 
tening to us dealers blame the fac- 
tory for our own inability to arch 
our backs?—W. C. Stover, Turner 
County Motor Co. (Chevrolet), 
Ashburn, Ga, 

* 


* ce 
‘Exposures’ Lauded 

As a subscriber of AUTOMOTIVE 
News for many, many years, I 
would like to compliment you and 
your staff on your excellent per- 
formance. 

Your paper’s exposure of the dis- 
count houses, referral selling, bait 
advertising, and many, many other 
distasteful parts of our vast auto- 
mobile business, is certainly in 
keeping with the highest traditions 
of your profession. Too often many 
of us recognize an outstanding per- 
formance but just never seem to 
take the time to compliment those 
men who are doing a fine job. In 
behalf of the dealers who fall into 
the category just mentioned, may 
I say, “thank you” and “well done.” 

I would also like to mention at 
this time how much the dealers 
of the State of Massachusetts ap- 
preciate some of the nice compli- 
ments you have seen fit to pay to 
our NADA vice-president from 
Massachusetts, Billy Mitchell. We, 
along with your publication, all 
agree that he is an exceptionally 
spunky, hard-hitting dealer, and he 
has certainly done, and is doing, 
an excellent job for the dealers 
throughout the country. 

As past president of the Massa- 
chusetts State Automobile Dealers 
Assn., I can well envision the time 
and effort required to do the type 
of job that he has continued to do. 
If ever a dealer deserved to be 
moved up in NADA, his past and 
present performance certainly qual- 
ify him. He is truly well deserving 
and I, along with many other deal- 
ers in the Eastern area, certainly 
hope that the opportunity for him 
to attain a higher officership will 
present itself in the near future.— 
JoHN J. DuGAN, president-treasurer, 
New Bedford Buick Co., Inc., New 
Bedford, Mass. 

* * * 
Discount-Security Plan 


Your article of May 1 (on uniform 
national price and lower dealer dis- 
count) is good and offers much to 
help correct the retail auto dealer’s 
problem; however, it is my humble 
opinion that our biggest evil is in- 

(Continued on Page 23, Col, 3) 








REPORT TO FORD DEALERS 


390 Cu. In. V-8 Engine Optional in Ford Sunliner. 


Here come the national open champs ! 


Here they come... the fabulous Thunderbird Convertible and its 
famous stablemate, the '61 Sunliner . . . America’s top-down 
favorites. This pair of popular performers are kicking off a summer 
series of ads in this week’s issue of Sports ///ustrated. This series, 
featuring the Thunderbird 390 V-8 engine, will be selling your 
prospects on the verve and vigor of America’s most popular 
convertibles. And it will be selling heritage, too... the heritage of 
experience that comes from building more V-8’s and more con- 
vertibles than any other maker. 


Sports ///ustrated'’s readers are made up of millions of fun-loving, 
sun-loving prospects. They’re convertible fans, too (they buy twice 
as many as the national average). And, they also crave (and demand) 


t 


responsive, precise performance from their cars. This is the 
audience that will be reading about your Nationai ‘‘Open’’ Champs 
during the busy convertible-buying season that’s coming up. We 
can tell 'em in print. . . you can tell ’em (and sell ’em) in person! 


New! ‘‘Tips On Top Performance’”’... from Ford... 
easy-to-follow golfing tips in an attractive 12-page 
booklet by champions Sam Snead and Mickey Wright, 
in co-operation with the editors of Sports Illus- 
trated magazine . . . with a special section titled 
‘‘Tips From Ford On Getting Top Performance From 
Your Car!’’ Available for the asking at country club 
pro shops across the nation—and in your dealership. 


FORD DIVISION backs you best 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Free Lubes and Bonds 


a junior college students 
pinned yellow cardboard stars 
to their coats and visited every 
home in Belleville, Ill., to tell resi- 
dents about Oliver Plymouth Co.’s 
“Yellow Star Campaign.” 

Each car owner was given a 
ticket for a free lubrication at 
the dealership and was told he 
would receive a $25 savings bond 
for submitting the name of a 
person who purchased a new or 
used car. Bond winners were 
photographed, and the pictures 
were used in newspaper ads. 

W. Ben Polk, Oliver general man- 
ager, said more than 2,000 persons 
used the lube tickets, and all but 
one of them ordered other service 
work done. On the sales side, Polk 
said, the promotion helped the firm 
to its highest delivery total in 27 
months. 

One of the $25 bonds went to a 
former Belleville resident who now 
lives in Bellaire, Mich. A subscriber 
to the Belleville newspaper, he read 
of the campaign and submitted the 
name of a prospect who purchased 
a Car. 

* * + 
‘Compact Carnival’ 

UBLIC SERVICE, a Rambler 

dealership in Binghamton, N. Y., 
boosted interest in compact cars 
by staging a “Compact Car Car- 
nival.” 

It stressed that more than 100 
cars were on hand for immediate 
delivery. Refreshments were served 
during the promotion and finance 
facilities were provided on the 
premises. 

To help pull traffic, the firm of- 
fered a 1954 four-door sedan as 
a door prize. Special gifts were 


awarded every hour. 
* * * 






Oasis Motors 
Looks Like One 
At Its Opening 


ASIS MOTORS (Studebaker) 

lived up to its name in staging 
a three-day grand opening in Tuc- 
son recently. 

With models dressed in Arabian 
costumes and a live camel in a 
corral, the dealership resembled a 
typical fertile spot in a desert. 

In addition there were free soft 
drinks, coffee and doughnuts, a 
Western-style band and live broad- 
casts from the showroom. 

When the Oasis show came to an 
end, the New Car Dealers Assn, of 
Pima County held a three-day 
Spring Selling Festival at the new 
El] Conquistador shopping center. 

An association official estimated 
that more than 100,000 persons vis- 
ited the auto display. 


* * * 


Dealer’s on the Ball 


ITH the coming of big-league 

baseball (Minnesota Twins) to 
this area, a Sioux Falls (S. D.) car 
dealer is cashing in on the enthus- 
iasm generated. 

Ray Quinn Co. (Plymouth) is of- 
fering a chance on a trip to see 
the Twins. To be eligible one must 
take a demonstration ride. 

Winner of the drawing will see 
the Twins play the New York 
Yankees June 24 and June 25. They 
will have the use of a 1961 Plym- 
outh, complete with chauffeur, 
while in the Twin Cities for the 
two games. 










+ * * 


‘Good Old Days’ 


oat CHEVROLET-OLDSMO- 
BILE, Hamilton, Ont., went 
into the grocery business to pull 
traffic during a “Good Old Days” 
promotion. 

The first 200 customers showing 
up at the dealership on the first 
day at 1 p.m. could buy bread at 
10 cents a loaf and butter at 39 
cents a pound. The first 200 cus- 
tomers lining up the second day 
at 9 a.m. could buy bacon at 29 
cents a pound and eggs at 29 cents 
a dozen. 

The dealership said it was bring- 
ing back the “good old days” on 
food prices to remind shoppers 





























they could also buy a new car at 
City Chevrolet at “old-fashioned 
prices.” 

The promotion, a heavy traffic 
puller, was launched with full-page 


newspaper ads. 
* + * 


Used-Car Supermarket 
|. Spee engtyy and Erie County 

Dodge dealers teamed up in 
staging a big Used Car Show at 
Memorial Auditorium in downtown 
Buffalo, taking over the exhibit 
floor of the structure for three 
days. 

A huge display of used cars was 
set up and admission was free. 
Finance men were stationed on the 
premises and there was no delay 
in arranging financing. 

Participating dealers were Brost 
Motors; Snider Sales Corp.; James 
R. Shaw Co.; Lou Bielli Dodge; 
Pankow Motors; Sorge Dodge, Inc.; 
Great Lakes Motors; Wilcox Mo- 


FIRESTONE WINS 38th STRAIGHT 


WORLD’S TOUGHEST 500-MILE TEST IS PART OF AN ANNUAL 425- 
MILLION-MILE RESEARCH PROGRAM THAT BUILDS BETTER TIRES FOR YOU 


tors; John L. Kruse; Delacy Mo- 
tors, Inc.; Butler Dodge, Inc., and 
Wassman Bros., Inc. 

* * * 


‘Buy It Today’ 
AY BRYANT CHEVROLET, 
Dayton, used a full-page news- 
paper ad to admonish readers: 
“Buy What You Need, What You 
Want, What You Can Afford, BUT, 
BUY IT TODAY.” 

Far down in its message the 
company noted with restraint, 
“We hope, of course, you'll buy a 
Ray Bryant Chevrolet or Corvair, 
but even if you buy from a com- 
petitor, we still urge you to buy 
your new car today!” 

The ad listed three reasons for 
Mr. and Mrs. Daytonian to “buy 
it today’”—no matter what that “it” 
might be: 

“1, You’ll ‘wake up’ a lazy Amer- 
ican economy. 

“2. You’ll get the ‘most for your 
money’ right now. 

“3. You'll help ‘lick’ unemploy- 
ment in Dayton—and the nation.” 

* * * 


An Ad Parlay 


ICHMOND MOTOR CoO. (Ford), 
Richmond, Va., discussed horse 
racing and the auto business in a 








Chevy Salesmen Bomb 


GM Technical Center 


FERNDALE, Mich. — Some 
salesmen will bomb even their 
cousins to get business, accord- 
ing to Irv Helm, sales manager 
of Floyd Foren Chevrolet here. 

The other day three of his 
salesmen, Don Montney, John 
Christiansen and Frank Dee, had 
some styrafoam baseballs printed 
with their names and that of 
Floyd Foren and hired a plane 
to drop them on the General Mo- 
tors Tech Center. 

Report from the Tech Center: 
Bombs on target. Most of them 
fell in the reflecting pond outside 
the Styling Building, and were 
fished out by security police. Girl 
secretaries report some were 
picked up and pinged against the 
windows by playful eggheads. 

Anyway, they got the message 
out at the Tech Center. 





~ 


full-page ad entitled, “What Makes 
Horse Racing?” 

“And what does horse racing 
have to do with buying cars?” the 
ad said. “Simply this: Why choose 
less than a winner... 

“Differences of opinion cause 








horse racing . . , Choose Richmond 


Motor and you pick yourself a win- 


ner every time.” 
* * * 


House and Car 

A PROMOTION linking new cars 
to new homes in Logansport, 

Ind., was termed a success by John- 

son Ford Sales. 

Theme of the promotion was, “Is 
there a recession? We don’t be- 
lieve it.” 

When a new model home was 
opened, Johnson displayed a new 
Falcon at the open house. On the 
first day, the dealership estimated, 
more than 5,000 persons saw the 
car. 

One car was sold for $2,300 and 
12 “hot prospects” were gained, the 
dealership said. 

* * * 


Atmos, ‘01 Ford Displayed 


E old and the new in automo- 
biles was displayed during 
Michigan Week (May 22-26) by 
Russ Dawson Ford, Highland Park, 
Mich. 

Dawson exhibited Ford Motor’s 
FX Atmos dream car and an elec- 
tric-powered, three-quarter-size 
model of the 1901 Ford. 


A. J. Foyt, 1961 winner at 139.131 m.p.h., says: 


pick Firestones.” 


“You've got plenty on your mind out there without 
having to worry about your tires. So you pick tires 
you know you can trust. And if you know tires, you 


INDIANAPOLIS (May 30, 1961) — They thundered a fierce half- 
thousand miles here today. And for the 38th straight time in this main 
event of American racing, the winner streaked to victory on Firestone tires. 


It’s no coincidence that racing’s winningest drivers buy Firestones. Miles 
of treacherous turns and sizzling straightaways have taught them Fire- 
stones stand up best under the worst beatings a track can offer. 


NEW ALL-ACTION TREAD DELIVERS UP TO 36% MORE MILEAGE 


Intensive speedway research has taught Firestone ways to build better, 
safer tires for you, like the famous Nylon 500, for example. Its new All- 
Action tread, Safety-Fortified nylon cord body and Firestone Rubber-X- 
101 combine to deliver up to 36% more mileage. Its new tread gives 
your car a firmer foothold at higher speeds. It helps start you faster and 
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1935 Kelly Petillo, 106.24 m.p.h. 
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1951 Lee Wallard, 126.244 m.p.h. 


1950 Johnnie Parsons 124.002 m.p.b. 






1927 George Souders, 97.54 m.p.h. 


-EVERY NEW FIRESTONE TIRE IS GUARANTEED 










1952 Troy Ruttman, 128.922 m.p.h. 


stop you more surely. Even eases steering. 


Get Nylon 500’s—and get all the benefits of 
Firestone speedway research, plus a 27-month 
guarantee against road hazards. Just charge 
them or buy on easy payday terms, if you wish, 
at your nearby Firestone Dealer or Store. 
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(1) Against defects in workmanship and materials for the 
life of the original tread. (2) Against normal road hazards 
(except repairable punctures) encountered in everyday 
passenger car use for the number of months specified. 
* Under these guarantees repairs are made without 
charge, replacements are prorated on tread wear and ; 
based on list prices current at time of adjustment. \ AS \, 


Firestone 


SPEEDWAY-PROVED FOR YOUR TURNPIKE SAFETY 
Copyright 1961, The Firestone Tire & Rubber Co. 
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tNo races during the war years. 





1953 Bill Vukovich, 128.74 m.p.h. 1954 Bill Vukovich, 130,840 m.p.h. 





1955 Bob Sweikert, 128.209 m.p.h. 














- 


we ws @ 


we 


a 


NF FF 


AUTOMOTIVE NEWS, JUNE 5, 1961 








TURNINGS ... 





Two New Approaches 


To Automatic Levelizing 


By Joseph M. Callahan 
Engineering Editor 
7 new automatic levelizing devices which keep a car’s 
body level with the ground regardless of load have been 
reported to AUTOMOTIVE NEwS since our recent roundup on 


these devices. 


Automatic levelizing was 
one of the better features of the 
recently expired air suspension. Al- 
though such a device may be de- 
sirable, it’s mandatory that it be 
inexpensive, 

Both devices under discussion are 
fairly cheap, although it’s possible 
that they won’t be cheap enough 
for what they provide American 
motorists, especially in this day and 
age when the auto makers are tak- 
ing a More conservative approach 
to new devices. 

All levelizing devices need some 
source of power to lift up the 





body to its design height, after 
being loaded. Both of these de- 
vices are interesting parasites. 
One of them taps the air in the 
spare tire for its power and the 
other uses the shock absorbers 
for its power source. 

M. W. Schwartz, of Commercial 
Cooling Co., New Castle, Pa., has 
patented a levelizing system called 
Powairide Control, which uses air 
from the spare tire to pump up 
two air bags to level a car. 

The device consists of an electric 
height control unit, a pair of small 
solenoid-actuated air valves, a 


door-operated switch, two air bags 


and air hose. 
* * * 


_" OPERATE this device, one 
merely opens a door and loads 
the vehicle. This causes the rear 
end to sag slightly, tilting a mer- 
cury switch which actuates the air 
supply valve. 


This allows air from the spare 
to inflate the air bags, returning 
the car to its former level position. 

At this point, the mercury 
switch breaks the electric circuit, 
causing the air valve to close. 
When the car door is then closed, 
all components are inoperative. 
For unloading, the same routine 
is followed in reverse, 


The spare tire should be inflated 
to 50 pounds pressure or more, An 
occasional pressure check is rec- 
ommended to maintain an ample 
volume in the spare, although the 
tire contains enough air to inflate 
the air bags many times while 
still retaining sufficient air to per- 
mit using it as a spare. 

If the spare tire is needed in an 
emergency, the air hose from the 
levelizing unit can be unscrewed 
and the tire removed. Any air in 
the air bags will remain. About 
three pounds of air is automatically 










Control Switch— 


The height-control switch of the Pow- 


airide unit. When the rear end of the 
car sags, the arm of the height-control 
switch, right, actuates the air supply 
valve. Left: Air bags in athe coil spring. 


retained in the air bags to prevent 


their collapse. 
* * * 


HE Powairide kit, which will 

work on any new or used car, 
station wagon or pickup, has been 
tested for more than five years 
and over 200,000 miles, according 
to Schwartz. 

It sells for $60 or $70 for cars 
having rear coil springs or leaf 
springs respectively, although 
Schwartz is also interested in sell- 
ing the patent or working on a 
licensing basis. 

Unlike some other levelizers, 








1956 Pat Flaherty, 128.49 m.p.h. 1957 Sam Hanks, 135.601 m.p.h. 





1958 Jimmy Bryan, 133.791 m.p.h. 


1958 Rodger Ward, 135.857 m.p.h. 


RACE AT INDIANAPOLIS 


1960 Jim Rathmann, 138.767 m.p.h. 
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this unit has no delay action me- 
chanism to prevent operation of 
the system during some period of 
extra deflection on the springs, 
such as a high-speed turn. 


Operation of the Powairide is sus- 
pended by closing the car door, 
thus effectively locking out opera- 
tion of the device while the car is 
moving. This also prevents air flow 
between the air bags. 

A spring deflection of %4-inch or 
more is required before the unit 
becomes operative, permitting a 
light load to be carried without ac- 
tuating the device. 

* 


a. * 

A SLIGHT advantage of this 

system is that the valves are 
non-mechanical and are installed in 
the trunk, away from the axle, 
thereby eliminating the excessive 
wear that comes from road vibra- 
tions, 

Like all levelizing devices, this 
unit promises an end to rear-end 
sagging or bottoming, better 
roadability and a much better 
and safer ride under loaded con- 
ditions. 

The other new levelizing unit is 
the Armstrong Ride Leveling De- 
vice which was developed by Arm- 
strong Patents Co., Ltd., of Eng- 
land, and is expected to retail for 

$25-$30. 

Key component of this system is 
a simple hydraulic jack with 3%- 
inches of travel which is built into 
the rear shackle of a leaf spring. 
This jack is capable of depressing 
the rear end of the spring up to 

* 
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Levelling Valves— 


A pair of solenoid-actuated air valves 
in the trunk of a test car. These valves 
control the flow of air from the spare tire 
to the air bags. 





* * 


1%-inches, automatically retrim- 
ming the car by stiffening up the 
spring as the load increases. 

A limitation of this system is that 
it is most compatible with lever- 
arm shock absorbers, although it 
might be feasible with the tele- 
scopic shocks used on U. §S. cars. 

* * * 


7 jacks are raised or lowered 
by high-pressure oil from an 
accumulator or reservoir which is 
recharged as necessary by the 
pumping action of the rear shock 
absorbers. 

Any hydraulic shock is basically 
an oil pump that dampens the 
bouncing of a spring by pumping 
oil through small holes, thereby 
developing a certain amount of re- 
sistance. 

Armstrong simply taps some of 
this high-pressure oil to build up 
pressure in the accumulator. The 
shortcoming of telescopic shocks 
for this system is that they de- 
velep lower hydraulic pressure. 


The advantage of the aecumu- 
lator is that it permits the storage 
of high-pressure oil and provides 
immediate response to load changes. 
If the accumulator were eliminated 
for reasons of economy, a loaded 
car reportedly would pump itself 
up to normal height in about %- 
mile of smooth road and sooner on 
a rough road. 

The “brain” or height-control 
valve for this levelizer can be de- 
veloped in several ways, although 
the simplest route would be to use 
ports in the shock absorber’s pump- 
ing cylinders. These ports would 
cause the oi] pressure to raise the 
car higher when heavily laden or 
to lower it when the load has been 
reduced. 


While the unit described works 
with a leaf spring, the same jacks 
could be used to operate an auxili- 
ary spring or to adjust one end of 
a coil spring or a torsion bar. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Los Angeles 


The new-car market in Los Ange- 
les County in March was a market 
going its own way. 

Standard Ford outsold standard 
Chevrolet, but Corvair outsold Fal- 
con. Cadillac and Volkswagen out- 
sold the standard Buick, Oldsmo- 
bile and Pontiac, while standard 
Pontiac eked out a slim five-unit 
edge over Tempest. Lincoln beat 
Buick. 

The month’s total of 21,187 cars 
compared with the previous 
month’s 19,837. 

By makes, March registrations 
were: Ford, 3,092 (including 1,006 
Thunderbirds); Chevrolet, 3,022 
(including 101 Corvettes); Corvair, 
2,686; Falcon, 2,311; Rambler, 1,108; 
Comet, 742; Cadillac, 727; Volks- 
wagen, 678; Oldsmobile, 554; Pon- 
tiac, 536; Tempest, 531; Valiant, 
477; Dodge, 476; Lincoln, 437; 
Buick, 385; Mercury, 382; Lancer, 





International, 308; GMC, 208; 


340; Plymouth, 320; Buick Special, 
Volkswagen, 118; Dodge, 92; Willys, 


312; F-85, 284; Renault, 253; Chrys- 
ler, 240; Studebaker, 236, and Fiat,| 73; White, 22; Mack, 11; Morris, 10; 
105. Studebaker, 9; Autocar, 5; Peter- 
Austin-Healey, 77; English Ford, | bilt, 5; Diveo, 3; Reo, 3; Diamond 
62; MG, 54; Volvo, 54; Mercedes-| T; 2; English Ford, 2; FWD, 2; 
Benz, 53; NSU, 51; Opel, 50; Hill- Kenworth, 2, and miscellaneous, 11. 
man, 49; Austin, 39; Morris, 39; —WILLIAM CarROLL 
Borgward, 37; Triumph, 36; Metro- eae Bc 
politan, 33; Imperial, 29; Jaguar, Charleston, S. C. 
ae er eons i i wa New-car registrations in Charles- 
BMW. 18. Satan 30: Wathen i4,| ton, S. C, in April totalled 383, 
Peugeot 11: Liovd 10: DeSoto 7: while the new-truck count was 49. 
P Sa ra ae s oes By makes, car registrations 
anhard, 6; Auto Union, 5; Datsun, were: Ford. 106: Chevrolet. 86: 
FF spa, 5; Totus, 4; Toyopet, 4;| Pontiac, 26; Oldsmobile, 20; Plym- 
Vartburg, 4; Citroen, 3; Rover, 35! outh, 20; Rambler, 20; Buick, 18; 
auxhall, 3; Alfa Romeo, 2; Bent- Volkswagen, 17; Comet, 16; English 
ley, 2; Fiat-Abarth, 2, and miscel- Ford, 14; Mercury, 9; Renault, 7; 
laneous, 11. Cadillac, 4; Austin, 2; Chrysler, 2: 
New-truck registrations total- | Dodge, 2; Morris, 2; Studebaker, 2; 
led 3,028, compared with 2,316 a | DeSoto, 1; Lincoln, 1, and miscel- 
month earlier. laneous, 8. 
By makes, truck registrations New - truck registrations were: 
were: Ford, 1,098; Chevrolet, 1,044;| Ford, 18; Chevrolet, 12; Interna- 
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tional, 9; GMC, 8; Mack, 1, and 


miscellaneous, 1. 
+ * * 


Sioux Falls, S. D. 


Minnehaha County (Sioux Falls), 
S. D., showed a decrease in the sale 
of new cars during April but trucks 
remained steady. 

There were 231 new cars licensed 
during the month, compared with 
264 in March. During April of 1960 
there were 333 new cars sold. 

Truck sales in April this year 
were 48, compared with 49 for 
March. Truck sales for April, 
1960, were 64. 

Cars licensed in Minnehaha 
County during April were: Chevro- 
let, 73; Ford, 36; Rambler, 16; Olds- 
mobile, 15; Pontiac, 14; Buick, 13; 


Dodge, 12; Plymouth, 11; Chrysler, | 


9; Volkswagen, 7; Cadillac, 7; Stu- 
debaker, 3; Comet, 2; Valiant, 2, 
and Mercury, 1. 

* * * 


Albuquerque 


New-car registrations for April| 


in Bernalillo County (Albuquerque) 


totalled 480, an increase from 438) 


in March. 

By makes, registrations were: 
Chevrolet, 83; Ford, 73; Rambler, 
41; Volkswagen, 41; Falcon, 37; 
Pontiac, 23; Corvair, 21; Dodge, 21; 





BMC 





CONTINENTAL CARS DIST. INC.: General Offices and Parts Depot with Show- 
room and Service area, located in St. Louis, Missouri. Distributor for BMC 
in Kansas, Kentucky, Missouri, Nebraska and Tennessee. 


TOP QUALITY MEANS TOP SALES! 


There are more of these BMC sports cars on 
U.S. highways than those of all other makers combined. 








AUSTIN HEALEY 


\ 
“a ve ee § \ 





my 





$6,000,000.00. 


units annually. 


future bright. 


SPRITE 





Brighten Your Future with a BMC Franchise 
Distributors in the United States for products of The British Motor Corporation, Ltd.— 


S. H. ARNOLT, INC., 2130 North Lincoln Ave., Chicago 14, Illinois » BRITISH MOTOR CAR DISTRIBUTORS, LTD., 
1200 Van Ness Ave., San Francisco 9, California * CONTINENTAL CARS DISTRIBUTORS, INC., 5615 Pershing 
Ave., St. Louis 12, Missouri * CRANDALL-HICKS COMPANY, 226 Worcester Turnpike, Wellesley Hills, Massa- 
chusetts » FALVEY MOTOR SALES CO., 22600 Woodward Avenue, Detroit 20, Michigan » HAMBRO AUTOMO- 
TIVE CORPORATION, 5009 Xerxes Avenue South, Minneapolis, Minnesota + J. S. INSKIP, INC., 304 East 64th 
Street, New York 21, N.Y. » OVERSEAS MOTORS CORPORATION, 2824 White Settlement Road, Fort Worth, Texas 


ROYSTON DISTRIBUTORS, INC., 
Honolulu, Hawaii * SHIP and SHORE MOTORS, 701 South Flagler Drive, West Palm Beach, Florida 





1601 Vine Street, Philadelphia, Pennsylvania * SHELLY MOTORS, 1017 Kapiolani, 


PAST... 
PRESENT... 
FUTURE! 


BMC —“The Most Valuable 
Franchise in the Automotive 
Industry.” These words were 
quoted to me when I signed 


BMC franchise a good 


many years ago. How true 
they were. 


Today, more than ever, we 
and our fine Dealer organi- 
zation all realize these were 
wisely spoken words. Here 
in the heart of the Midwest 
BMC quality has set the 
standard for the motoring 
industry with the MG, Austin Healey and Sprite, pro- 
duced by the British Motor Corporation, the world’s 
largest sports car manufacturer. 


BMC offers a 12 month unlimited mileage warranty 
backed by a network of nearly 650 Dealers and 
Distributors in North America. Hambro Automotive 
Corporation, sole importers in the U.S.A. for BMC 
sports cars and sedans, maintain Service Schools at 
regular intervals for Distributor and Dealer person- 
nel. Hambro maintains two parts depots on both the 
East and West coast with inventories in excess of 


BMC, England’s largest automobile manufacturer, 
will shortly complete a $150,000,000.00 expansion pro- 
gram, giving them production capacity of 1,000,000 


We are confident that BMC products will keep our 


B. CHRISTOPHER PRATT 
President 

CONTINENTAL CARS DIST. INC, 
5615 Pershing Avenue 

St. Louis 12, Missouri 














Cadillac, 16; Mercury, 15; Buick, 
13; Oldsmobile, 13; Studebaker, 13; 
Comet, 12; Plymouth, 11; Lincoln, 


|5; Valiant, 4; Chrysler, 3; Willys, 


3; Tempest, 2; F-85, 1, and miscel- 
laneous, 29. 

New - truck registrations were: 
Ford, 40; Chevrolet, 30; Studebaker, 
5; International, 4, and Dodge, 4. 

—V. N. CoNNER 
* * * 
Buffalo 

There has been a sharp increase 
in used-car business in the Buffalo 
area in recent weeks. The overall 
price picture in used cars is firm. 

Late models have been in es- 
pecially good demand. A few 
months ago many dealers in the 
Buffalo area had a 45-day supply 
of used cars on hand, This has 
now been reduced to a 22-to-25- 
day supply in many instances. 

Dealers express surprise at the 
pickup in demand for late model 
used cars in view of the fact that 
compact sales continue to rise. 

Banks and finance companies re- 
port that after a winter season dur- 
ing which they had a rough time 
making collections, the picture is 
improving. 

“Collections in the cold months 
were more difficult than usual be- 
cause of the economic situation 
then,” reported one large auto fi- 
nance office. 

“They’re very satisfactory now 
— a little better than last year 
at this time, in fact. We’ve had 
@ parallel situation with repos- 
sessions, too.” 

A large Buffalo bank reported 
that its volume of auto loans has 
picked up rather sharply with im- 
provement in the weather. 

—GeorGE E. Toes 
* * * 
Vermont 

Automobile sales in Vermont 
during April dropped substantially 
below the volume of a year ago, 
but were slightly higher than those 
in March, it was reported by the 
State Motor Vehicle Department. 

The trend was indicated in re- 
ceipts from the auto purchase and 
use tax, which amounted to some 
$87,521 in April, bringing the total 
receipts for the fiscal year up to 
$803,972. 

The April receipts compared with 
the $94,384 collected a year ago and 
$85,964 netted by the state in 
March. 

—Guy LANGLEY 
* * a 


Milwaukee 

New-car sales in Milwaukee 
County in April totalled 3,343, com- 
pared with 3,123 in March and 
4,738 in April a year ago. 

By makes, April registrations 
were: Chevrolet, 913; Ford, 504; 
Rambler, 273; Oldsmobile, 197; Pon- 
tiac, 187; Falcon, 179; Buick, 174; 
Dodge, 124; Cadillac, 92; Plymouth, 
87; Comet, 66; Corvair, 57; Tem- 
pest, 54; Mercury, 48; Valiant, 47; 
Chrysler, 42; Special, 36; Lancer, 
29; F-85, 28; Studebaker, 24; Lin- 
coln, 13; Imperial, 8; Willys, 2, and 
miscellaneous, 159. 

* * * 
St. Petersburg, Fla. 

For the four-week period from 
April 3 through April 28, 630 new 
American cars, 104 new imports 
and 47 new trucks were sold in St. 
Petersburg, Fla. 

New American cars by makes 
were: Ford, 83; Chevrolet, 80; 
Rambler, 69; Falcon, 51; Plym- 
outh, 43; Comet, 42; Corvair, 35; 
Cadillac, 31; Dodge, 31; Buick, 
30; Oldsmobile, 29; Pontiac, 26; 
Valiant, 21; Mercury, 18; Tem- 
pest, 15; Studebaker, 8; Chrysler, 
7; Lincoln, 7; Imperial, 2, and 
miscellaneous, 2, 

Imports were: Metropolitan, 27; 
Volkswagen, 24; English Ford, 15; 
Fiat, 11; Simca, 8; Renault, 7, and 
miscellaneous, 12, 

New trucks registered as follows: 
Chevrolet, 16; Ford, 15; Interna- 
tional, 9; GMC, 4, and miscellane- 
ous, 3. 

—E,. C. Basu 


* * 


K 
Toledo 

New-car registrations in Toledo 
and Lucas County totalled 1,298 in 
April, compared with 1,639 in 
March and 1,933 in April, 1960. 

By makes, registrations were: 
Chevrolet, 379; Ford, 315; Pontiac, 
81; Oldsmobile, 73; Plymouth, 67; 
Buick, 61; Comet, 57; Rambler, 57; 
Dodge, 52; Mercury, 47; Cadillac, 
26; Chrysler, 20; Studebaker, 7; 
Lincoln, 4; Imperial, 2, and miscel- 
laneous, 48. 

New-truck sales totalleqd 141 
April. 


in 


ee 





SOMETHING MISSING ... 


. . . (like California without the Billion-Dollar Valley of the Bees). You may be playing the right tune, but 
it’s not getting across to California's huge inland market without The Bees. They're the only papers effective 
in covering a 27-county market whose disposable income is $4 billion. Worth looking into. And so are the 3 


types of discounts offered by The Bees. 
Data Source: Sales Management’s 1961 Copyrighted Survey 





McCLATCHY NEWSPAPERS 


NATIONAL REPRESENTATIVES . . . O’MARA & ORMSBEE 


*The Bees give national advertisers discounts on bulk . . . frequency 


... or standard pages. Check O’Mara & Ormsbee for details. 
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Capsule Reports ... 


Auto News in Brief 


FORT VALLEY, Ga.—Blue Bird 
Body Co., manufacturer of school 
bus bodies, will build a new plant 
this year in Mt. Pleasant, Ia. 

The company also has a plant in 
Brantford, Ont. Blue Bird Body is 
operated by A. L. Luce and his 
sons, Albert jr, George E. and 
Joseph P. It wag established here 
in 1927. 


Maker Views Toy Highway 
As Ideal Auto Sales Aid 


NEW HAVEN, Conn.—A minia-| 


ture, remote-controlled highway 
system made by A. C. Gilbert Co., 
toy manufacturer, could be an ideal 
auto sales aid, according to Harvey 
E. Rath, sales vice-president. 

He said dealers could use the 
American Flyer Autorama as a 
window display to show a manu- 
facturer’s new models driving along 
the highway. Literature on the 
manufacturer’s new lines also 
could be included in the packaging 





of the Autorama for sale to the 
public, he said. 
* 


| Taber Pontiac Marks 


Biggest Service Month 

| ATLANTA.—Taber Pontiac re- 
ported that March was its “big- 
gest service month ever.” Officials 
| attributed this to steady plug- 
ging, advertising and direct-mail 
campaigns. 

A Tempest, turned over on its 
side in Taber’s showroom, at- 
tracted much favorable attention. 
Customers expressed interest in 
the car’s mechanical components. 

* * * 


|New AEA Catalog Covers 


Electrical, Carburetor Parts 
DETROIT. — The Automotive 


new 1961 AEA Combined Electrical 

Parts and Fuel Systems Catalog. 
According to J. Howard Reed, 

executive secretary, the 1961 AEA 





| Electric Assn, has announced the 





catalog contains electrical and car- 
buretor parts listings for all of the 
United States cars, including all 
compacts, plus some foreign import 


cars. Catalogs are being distributed | 
throughout the United States, Can-| 
ada and Mexico by the AEA Cen-| 
tral Warehouse and Service Dis-| 


tributors. 
* * * 


Wellman Plans Expansion 
Of San Francisco Depot 


SAN FRANCISCO, — Expansion | 


of warehouse and distribution facil- 


ities here is announced by S. K. 


Wellman Co., Bedford, O. 

The firm manufactures all-metal 
brake linings, brake blocks, clutch 
plates and facings. On June 1, 
Wellman will occupy a new 21,000- 
square-foot building at 508 S. Air- 
port Blvd., South San Francisco. 
The new: plant will be approxi- 


mately twice the size of present| 


quarters. 
* * * 


69 New Members Set 


ASIA Monthly Mark 


CHICAGO. — Automotive Service 
Industry Assn. set a monthly record 
in February when 69 companies 
were elected to full membership. 
Included in the total were 50 whole- 


Shulman, Inc., Philadelphia, are freight forwarders, with offices in major 
cities. “These Volumex*Van Truck Bodies are a tremendous value and : 
we are pleased,” says Shulman. They bought two new Fruehauf alumi- 
num bodies, and then repeated their order twice. 











FLAmMM- 

More than half of the world’s 
population is in Asia, yet Los 
Angeles County in 1950 had four 
times as many autos as there 
were in all the Far East. 








salers, 15 manufacturers, three 
warehouse distributors and one re- 
builder. 

More than 200 companies have 
been elected to membership since 
the first edition of the association’s 
membership directory was released 





Fruehauf VolumexVan Truck Bodies 
Are Trailer-Strong! 


The Industry’s Only Truck Body Built to the Strength of a Trailer! 


The new 1961 Fruehauf Volume xVan Truck Bodies are now 
joining fleets all across America. And they are ready to help you 


earn more, too! Here is the industry’s first and only truck body with 
the rugged dependability and low maintenance cost of truck-trailers. 
Feature-for-feature the new Fruehauf aluminum Volume;Van 
Truck Body incorporates all of the durability, all of the longer-life 
features of the Fruehauf Volume;;Van Trailer, at a cost so low 


you’ll find it hard to 


Your choice of weight-saving aluminum beaded panel or ex- 
terior post design, ready for mounting on your chassis. Available in 
a wide variety of doors, options and lengths to fit your particular 


believe! 


hauling needs. See them now at your local Fruehauf Branch—or 
contact Fruehauf Trailer Company, Detroit 32, Michigan. 


The Yardstick of 
Quality in the 
Trucking Industry! 






os 


WRUEHAUF 
TRUCK BODIES — 





10952 Harper Avenue « Detroit 32, Michigan 


: 

' FRUEHAUF TRAILER COMPANY 
! 

. 


Please send me complete information on your Trailer- 


Strong 1961 VolumexxVan Truck Body. 


Name 
Company __ -- A ee 
Address 


Re City 


(please print) 














only a year ago. These firms will 
be listed in a supplement to the 
directory to be published in July. 


* * * 
Champion Contest Links 


Entire Marketing Chain 


TOLEDO. — Champion Spark 
Plug Co. has developed a merchan- 
dising contest that will directly 
tie in the consumer, dealer and 
salesman, 

The grand prize is an executive 
airliner and crew for two weeks of 
flights anywhere in North America, 
plus $5,000 tax-paid spending mon- 
ey. The winner may invite 11 of 
his friends or relatives on the trips. 
In addition, the company is offering 
1,159 prizes such as cars, boats, ra- 
dios, movie cameras, bicycles, camp 
stoves and picnic coolers to con- 
testants of its $1 million “Trip of 
a Lifetime” Contest. 

* * * 


Employes, Friends Honor 


Veteran Wholesaler Sanel 


CONCORD, N. H. — Nearly 500 
Concord residents turned out to 
honor Edward Sanel, founder and 
president of Sane] Auto Parts and 
Sanel Industrial, at a dinner dance. 
He was cited for more than 30 
years’ service as a business and 
civic leader. 

Sanel received a plaque from his 
employes and a check for $5,000 to 
be used for his favorite charities. 
The check was presented by Gov. 
Wesley Powell and was made up of 
contributions from employes, busi- 
ness associates and friends. 

* * * 


U. S. Seeks to Block 


Aluminum Mergers 
WASHINGTON. — The Depart- 
ment of Justice has brought ac- 
tions against Aluminum Co, of 
America and Kaiser Aluminum & 
Chemical Co. to bar their expan- 
sion, by acquisition, into the alu- 
minum architectural product field. 
The department filed two civil 


| and antitrust complaints in District 


Court in St. Louis. It charged that 
Alcoa’s acquisition of Cupples 
Products Corp., St. Louis, and 
Kaiser’s proposed acquisition of 
Kawneer Co., Niles, Mich., violate 
antimerger provisions of the Clay- 
ton Act. 
* ok * 


5 Distributors Named 


CHICAGO.—Metal Box & Cabinet 
Corp. has appointed the following 
distributors: Larry Anderson Tool 
Sales, 4700 N. Odell, Chicago; Franz 
J. Schmidt, 1211 Elmwood, Wil- 
mette, Ill.; West-Rock Sales, 13 E. 
Hickory St., Spring Valley, N. Y.; 
Rae-Mar Tools, Inc., 5047 Turney 
Rd., Garfield Heights, O., and Ern- 
est V. Azzi, 7830 Broadway, Denver. 

. - & 


Body Panel Catalog 


CLEVELAND.—Catalog C-800, a 
compilation of more than 700 Scho- 
field auto body repair panels, is 
now being distributed by Schofield 
Mfg. Co., 1140 E. 222nd St., Cleve- 
land 17, O. 


Imports Are Ruled Out 


For U. S. Mail Carriers 


WINSTON-SALEM, N, C.—Only 
vehicles manufactured in the 
United States can be used to carry 
U. S. mail, postal authorities have 
ruled. 

In a directive pertaining to a 
case involving a mail carrier, Act- 
ing Postmaster Charles R. Igsett, 
said, “According to law, we can 
contract only with people who will 
agree to use American-made cars.” 

* ES ok 


Grand Automotive Moves 


CHICAGO. — Grand Automotive 
Products, Inc., has moved to new, 
larger quarters at 5310 W. 66th St., 
Chicago 38. The company makes 
dual exhaust and muffler items, 
Lakes pipes and accessories. 

* * * 
Deal Split Three Ways 


MIDDLETOWN, O.—City com- 
missioners here made a three-way 
contract award totalling $7,958 in 
replacing five police cruisers. They 
bought two Fords, two Chevrolets 
and one Dodge. 

* Ed * 


Nusbaum Sells Out 


KALAMAZOO, Mich.—Dean Nus- 
baum has sold Nusbaum Motor 
Supply Co. to Auto Parts Distribu- 
tors, Inc., 134 N, Edwards. 
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Meticulously engineered for quick, easy installation by dealer's mechanic... 25°, more capacity 


for super-quick whole car cooling... whisper quiet operation ... truly a new concept in auto 


mobile air conditioning for all motordom that can be installed by dealers. 





SPECIAL FRIGIKING SPECIAL FRIGIKING 
FACTORY-AIR IDEAL FOR COMPACTS FACTORY-AIR FOR CORVAIR 
The FrigiKing GCorvair Special’ has a 


The FrigiKing compact special fits.neatly and gives you 
the built in factory quality you desire. designed compressor, cooling case and a packaged 
condenser. Undisputedly the best! 


IS EASIER TO SELL... YOU'LL SELL MORE! 
ER INQUIRIES INVITED 


specially 


RIGIKAR CORPORATION . 
RY HINES BLVD. MALLAS 20, TEXAS 





Discover the difference! 


Dealers have solved their 
problems of air 


conditioning cars in stock 





and made extra profits with 





aA PICT Tg 
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CS FRIGIKING’S ADVANTAGES TO DEALERS 


There are a good many reasons. FrigiKing is easy to install in customers’ 
cars after their selection is made from cars dealers have in stock. Too, 
there is good profit in air conditioning with a unit that can be installed 
by dealer mechanics, yet gives customers a factory quality job. There- 


fore, sell car air conditioning as an accessory item. 


ae] 


\ eee! 


FrigiKang means GREATER SALES VOLUME... 
Because dealers can air condition any AVAILABLE FOR YOUR 


new car in stock or customer's present 


car as per availability list. adc) a OPN 


ee, 
ee a 7” 

Frigthing means DEALERS GET FAST “iy Ria 
DELIVERY... 
Over 300 distributors and warehouses 
nationwide permit immediate service for Te CLT eS PCs 
dealer requirements . . . 24-hour emer- 
gency shipments via economical air 

Chevrolet, 1953-61 Mercury, 1953-61 


freight. 
Chrysler, 1955-61 Oldsmobile, 1953-61 


FrigthKing means Quick, EASY, DEALER onan pense esl 
INSTALLATION ... ete TY ee oath ee 


Frigifiing means WARRANTY FOR 12-MONTHS ee Mee CLK E a 
OR 12,000 MILES, PARTS AND jggiauneeehel TD 
LABOR... DeSoto, 1955-61 Studebaker, 1956-61 


ieee Dodge, 1955-61 i t; 1961 
Another FrigiKing first last year. viel oe é 
Edsel, 1958-60 Thunderbird, '56-61 


Frigiking means 3200 SALES AND SERVICE Cee VTC Oe 
OUTLETS NATIONWIDE Ford, 1953-61 Willys, 1961 


Cadillac, 1952-61 Lincoln, 1955-61 


DEALER INQUIRIES INVITED - WRITE, CALL, OR WIRE 


FRIGIKAR CORPORATION WARRANTY 
10858 HARRY HINES BLVD., DALLAS 20, TEXAS So confident are we of the qual- 


FLEETWOOD 7-6361 P.O. BOX 13345 ity and reliable operation of the 
new 1961 FRIGIKING that the 


Please check: a written warranty to the dealer 
[-] Have district representative call. has been extended to one (1) 
C Send literature on U-2 [J SPECIAL FACTORY-AIR FOR Compacts en talenioueae 
([] SPECIAL FACTORY-AIR FOR Corvairs [| Marketing aids brochure. BERT... MITCHELL 
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The Man Behind the Wheel .. . 
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Sales Testing the Comet $-22 


Eprror’s Note: This is another 
in a series of articles exploring 
the sales features of American 
cars. 


pounds of sound deadening insula- 
tion in the S-22. 

Although the owner’s manual 
provides no cautions about break- 
ing-in procedures, a note of con- 
fidence in itself, I kept the speeds 
down mostly below 60 until the 
500-mile mark and watched the 
needle-type heat indicator, which 
Obediently stayed in the center. 

After that, cruising speeds of 70 
were easy, quiet and efficient with 
a high type of roadability and se- 
curity. A trial drive will convince 
the most skeptical that the front 
and rear suspension is an engineer- 
ing achievement in the compara- 
tively short wheelbase. 

The long leaf springs in the rear, 
long a fixture in all Ford products, 
provide sturdy security and com- 
fort. Extra shock absorbers and 


* * ok 
By L. H. Houck 
Travelling Correspondent 

NE of the newest interiors 

under the smartest roof is 
the Comet S-22 with foam-rubber 
bucket seats and dripping all over 
with Thunderbird styling —a com- 
bination that "has popped every- 
thing from bubble gum to contact 
lenses since introduced in dealer 
showrooms. 

If interest in this plush com- 
pact has astounded the manufac- 
turers, it has been but a minor 
upheaval compared with public 
interest. 


ditions. This emphasizes that the 
Comet S-22 is built with no com- 
promises for quality and perform- 
ance. 

For example, throttle pressure 
control of the hydraulic fluid sys- 
tem in the automatic transmis- 
sion is used as in big car auto- 
matics, 

Two slipper-type pumps deliver 
fluid pressure to the transmission 
control system which has all the 
governors, check valves and parts 
needed—not a watered down ver- 

sion. 

The S-22 test car had special 
sports-type tires with a narrower 
white sidewall ring and new full- 
disk wheel covers. The steering 
wheel is a four-spoke special 
sports-car design with vinyl-cover- 
ed grips. 




















Driving this stylish new compact 
soon proved that the man-in-the- 
street, the kids-in-the-street and 
the girls-on-the-corner are inter- 
ested in it, making the claim of 
appeal to all ages come true with 
a bang. 

While the styling and the ap- 
pointments, from the luxurious car- 
pets to the bucket seats with four 
inches of foam-rubber contour pad- 
ding and a chrome-lidded map or 
package compartment between 
front seats, add up to a startling 
amount of style and comfort, the 
S-22 is, underneath the glitter, a 
competent automobile that is able 


to cope with all conditions. 
* * * 


Luxurious Interior 

HE Automotive News test car 

was delivered in Kansas City 
and was one of the 1,200 introduc- 
tory models with white exteriors 
and all-red interiors produced in 
company plants at Lorain, O.; San 
Jose, Calif., and Kansas City. 

This one, of course, came from 
the Kansas City plant and was so 
new its odometer sported only 22 
miles—a coincidence, in view of its 
S-22 tag. 

It was equipped with auto- 
matic transmission, the 170- 
cubic-inch optional engine, heat- 
er, defroster, pushbutton radio, 
tinted windshield, electric wind- 
shield wipers and washers, pad- 
ded visors and dash and backup 
lights. 

While the accent and publicity 
has been on the bucket seats which 
seem to be taking the public by 
storm, the foam padded rear seat 
ig styled to blend with the front 
seats with upholstery pleats that 
make a most pleasing design. 

The S-22 door panels are pleated 
vinyl with bright-finish inserts and 
molding. The styling carries out 
the luxury theme throughout with 
tapered front arm rests and rear 
arm rests that include ash trays. 
Courtesy door lights are standard. 

* * * 

ae S-22 has plenty of pep, cor- 

ners well without power steer- 
ing, is agile in traffic and so well 
soundproofed that the luxurious in- 
terior is further enhanced by ex- 
ceptionally quiet operation. The 
makers said they put 50 more 


Car Tested: 
761 COMET S-22 


Model: S-22 two-door sedan 
with foam-contoured bucket 
seats. White with red interior. 

Engine: 170-cubic-inch, 101- 
horsepower OHV 6. Torque, 156 
pounds-feet at 2,400 revolutions 
per minute. Bore and stroke, 3.50 
by 2.94 inches. Compression 


ratio, 8.7 to 1. Uses regular gas. 
Transmission: Automatic, two 


speeds forward, one reverse. 
Transmission lever on steering 
wheel. Quadrant pattern, PRN- 
DL. 

Dimensions and _ quantities: 
Wheelbase, 114 inches; overall 
length, 194.8 inches; overall 
height and width, 54.5 and 70.4 
inches. Fuel tank, 14 gallons; 
brake lining area, 114.3 square 
inches; luggage capacity, 28.5 
cubic feet; turning circle, curb- 
to-curb, 39.9 feet. 

Tires: 6.00 by 13, four-ply. 
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HE Comet is one of the out- 

standing automobile success 
stories. Produced at only one plant 
when it was introduced last year, 
it is now assembled in three plants 
in answer to public demand. 

The new S-22 shows that the 
public is interested in quality and 
luxury in compact cars and not 
austerity. The Comet line pro- 
vides an answer to almost all 
compact line desires—two en- 
gines, four models besides the 
S-22, manual or automatic trans- 
missions. 

Test driving the S-22 was a re- 
vealing and satisfying experience 
which developed new concepts of 
the compact field and the positive 
feeling that here is a needed new 
car fitted into the space between 
the standard and the compact—a 
car with everything, even luxury 
and economy of operation. 


In the L 


coil springs in front with ball joints 
combine to make the S-22’s ride 
as luxurious as the interior. 

* - * 
No Compromises 


HE automatic transmission uses 

a torque converter and planetary 
gear system and is engineered to 
the 170-cubic-inch engine—an im- 
portant feature. 

This means a beefed up but 
lighter case, heavy front servo 
piston and additional clutch plates. 
These features contribute to long 
life and provide extra value to the 
owner in a transmission that will 
do the job efficiently under all con- 

* * * 












line competition. In most all cases, 
a prospect decides on the make 
and model car he desires and then, 
regardless of whether an energetic 
salesman sold him the idea or the 
selling was due to factory advertis- 
ing, the individual shops around 
and we dealers bid against one an- 
other until no profit is left. 

The hottest car on the market 
today is being sold at a ridicu- 
lously Iow net profit per unit re- 
tailed. 

Salesmen have no incentive to go 
out and sell their particular car 
due to the possibility of losing out 
on the delivery to a competitor who 
is cutting prices. 

For some time, I have been try- 
ing to arouse some interest in a 
plan that would straighten out our 
retailing problems by putting com- 
petition back where it belongs and 
also make it worthwhile for sales- 
men to go out and do a selling job 
as it should be done. 


The manufacturer should cut our 
discount to 15 percent on all cars 
including compacts. As you say, 
Enai R we don’t need more. Then, at the 

ngine Koom— end of each month, let our district 

The Comet S-22 test car was equipped | managers check our deliveries and, 
with the optional 170-cubic-inch, 101-| for every car delivered by a dealer 
horsepower engine. It was found to have| in his own territory or zone of in- 
plenty of pep and to be agile in traffic. | fluence as outlined in our franchise, 

* * oui dhaiajeniensgpsiitamnianiiaiindagintiieiianinants 


Inside the S-22— 


Bucket seats and carpets add to the 
plush interior of the new Comet S-22. 


The console between the seats has a hing- 
ed chrome lid, and the four-spoke steering 
wheel has vinyl-covered grips. 

a ee 








Comet S-22 Passes Test— 


With bucket seats and a fashionable interior, the Comet S-22 is ‘“‘a beautiful car, 
one that would be welcome in any driveway,” according to L. H. Houck, who sales 
tested the car for Automotive News. He also praised the performance of the optional 
170-cubic-inch engine. 


(Continued from Page 14) 








Fuel Injector for Studebaker Diesels— 


The fuel injector system in Studebaker diesel trucks consists of one unit injector for 
each cylinder and a low-pressure fuel transfer pump. Fuel passes from the tank 
(lower right) along the lower feed line, through filters and the transfer pump to the 
four unit injectors at the top of the diagram. Unused fuel returns to the tank through 
the upper line. Each injector times, measures, pressurizes and atomizes the fuel. Stu- 
debaker diesels use a Series 53 engine made by Detroit Diesel Engine Division of 


General Motors. 


* * * * 


Diesel Trucks, Tractors 
Join Studebaker Lineup 


SOUTH BEND. Studebaker- 
Packard has begun production of 
medium-duty trucks and tractors 
with diesel engines. 

The vehicles are rated at 19,500 
and 23,000 pounds gross vehicle 
weight and 35,000 and 41,000 pounds 
gross combination weight. Four 
wheelbases are offered, ranging 
from 131 to 195 inches. 

The power plants are Series 53 
four-cylinder, two-cycle engines 
manufactured by Detroit Diesel 


_- Engine Division of General Mo- 
tors. 

Studebaker said the decision to 
use the Series 53 engine in its die- 
sel trucks was based upon its fav- 
orable weight, size and speed char- 
acteristics, plus readily available 
service and parts facilities through- 
out the country. 

The engine produces 130 horse- 
power at 2,800 revolutions per min- 
ute and delivers 271 pounds-feet of 
torque at 1,500 RPM. Displacement 
is 212.3 cubic inches; compression 
ratio is 17 to 1, and bore and stroke 
are 3% by 4% inches. 

Studebaker said its new models 
have heavy-duty construction to in- 
sure full diesel truck capacity. 

The 19,500-pound GVW unit has 
front and rear-axle ratings of 5,000 
and 15,000 pounds, respectively. The 
23,000-pound GVW model is rated 
at 7,000 pounds on the front axle 
and 16,000 pounds on the rear axle. 

Transmissions are direct four- 
speed, with direct five speed or 
overdrive synchromesh available 
as options. Electrical systems are 
equipped with a 30-ampere gen- 
erator and a 140-ampere battery. 
Vacuum brakes are standard, 
and air brakes are optional. 

Other options include power 
steering, radio, heater, hill holder, 
windshield washer and tinted glass. 

All models are offered with a 
chassis and cab or chassis and 
cowl, Nine solid colors and eight 
two-tone combinations (upper color 
is parchment white) are available 
on cabs. 
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pay the dealer an added 10 percent. 

What would this plan accom- 
plish ? 

It would limit a dealer’s dis- 
count to 15 percent outside his 
own territory. No deals lost due 
to someone selling at or near cost. 


It would educate the buyer to the 
fact that he can get just as good 
a deal in his own home town plus 
the advantage of local service. 

It would limit the low overhead 
operator from pirating sales na- 
tionwide. 

It would encourage all dealers 
to promote a good aggressive sell- 
ing organization, as a better cali- 
ber of men would be attracted to 
car selling as a vocation. 


It would cause every dealer to 
look at his own territory and de- 
velop it to the utmost. 


It would reward the efforts of 
every dealer who does a good job 
of servicing their products both 
before and after delivery. 


It would give the factories better 
representation in every point where 
they have a franchised dealer. 


It would attract new money to 
the car business and applicants 
would be clamoring for franchises 
in the many open points. 

It would put some worth into the 
scrap of paper which, as we now]! 
see it, is our least valued instru- 
ment, our franchise. 

It would not close territories as 
anyone could purchase a car 
where he wished. 

It would eliminate the need for 
all the giveaway promotions now 
being sponsored by factories which 
give dealers a free trip to Bermuda 
or to other vacation resorts. In 
order to win such a free trip, a 
dealer gives away his merchandise 
and sacrifices profits for X num- 
ber of unit deliveries. Without 
such factory giveaway promotions, 
I, for one, would be able to show 
a profit in my operations sufficient 
and adequate to send myself and 
perhaps all my employes to Ber- 
muda or elsewhere for a free vaca- 
tion. — Rosert F. KrumpuHo.uz, vice- 
president, Pickup Motor Co., 
(Dodge-Lark) 1527 Northampton 
St., Holyoke, Mass. 
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On the Road— 


Studebaker’s new medium-duty diesel 
trucks and tractors are rated at 19,500 
and 23,000 pounds gross vehicle weight 
and 35,000 and 41,000 pounds gross com- 
bination weight, Four wheelbases are of- 
fered, ranging from 131 to 195 inches. 
The engines are produced by Detroit Die- 
sel Engine Division of General Motors. 
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Heavy-Duty Sales, 
Service Promoted 


By Truck Makers 


2 Ford Courses 


Train Salesmen 


ORE than 11,000 dealer sales- 

men have been graduated from 
truck-sales workshops introduced 
four years ago by Ford Motor Co. 
at the request of the National Ford 
Dealer Council. 

The program is arranged in 
two phases. The first is a basic 
course covering fundamentals of 
truck merchandising, and the 
second is an advanced course 
which stresses the more technical 
aspects of heavy-duty trucks. 

The company said a survey of 
the achievements of 33 graduates 
and those of 294 nongraduates 
showed that the increase in sales 
productivity of workshop grads 
was more than double that of the 
nongrads. 

A spokesman said the results of 
other sales studies “have indicated 
that not only does the workshop 
training increase a salesman’s 
truck-selling productivity but also 
his car-selling productivity.” 

The basic course, a 44-hour pro- 
ject, is divided into eight sessions 
and covers the following: 

ok Es * 


ESSION 1, Job and Product In- 

formation; 2, Product Selling; 
3, Prospecting; 4, Vocational] Sell- 
ing; 5, Vocational Application; 6, 
Used Trucks; 7, Closing the Deal; 
8, Customer Service. 

The 32-hour advanced course, 
which is open to the basic work- 


shop graduate or one who has a | 


background of several years of 
truck selling, covers the follow- 
ing: 


Session 1, Market, Product and/| 


Truck Selection; 2, Truck Selection 
and Major Components; 3, Other 
Components, Pricing and Finance 
Features; 4, Truck Selection and 
Problems. 

The Ford spokesman said several 
important points are covered in 
both the basic and advanced 
courses. 

“First, a salesman, in addition to 
accumulating the knowledge nec- 
essary for selling trucks, should 
also learn to draw on the experi- 


ence and know-how of special| 


equipment manufacturers and their 
representatives,” he said. 

“Second, a salesman should have 
no fear of trucks, this being dem- 
onstrated to them in practical 

(Continued on Page 28, Col. 5) 





Top Trucks 


New-truck registrations for three months, 
plus 31 states for April: 


1961 1960 
Pos. Make Pos. 
1— 75,960 Chevrolet 87,504— 1 
2— 74,955 Ford 77,950— 2 
38— 25,468 In’t 30,911— 3 
4— 18,052 GMC 20,277— 4 
5— 10,167 Dodge 11,966— 5 
6— 17,853 Willys 8,247— 6 
I— 3,183 White 4,270— 7 
8— 2,477 Mack 3,399— 8 
9— 1,443 Studebaker 798—10 
10— 504 Diamond T 820— 9 
11— 257 Brockway 342—11 

8,744 Misc. 12,566 

Total All Makes 
229,063 259,050 








Shop Expansion 


Pushed by Chevy 


RUCK manufacturers know 

that to invade the heavy-duty 
truck market with any success, 
they first must provide adequate 
service facilities. 

In many areas this means that 
service must be provided at a 
time when the trucks are not 
working. Many times this calls 
for night service. 

Heavy-duty truck service de- 
mands adequate facilities, with 
doors and aisles wide enough to 
accommodate the largest jobs and 
with sufficient parking space ad- 
jacent to the service shop for cus- 
tomer parking. 

During weather that will allow 
working outdoors there must be 
facilities for servicing the larger 
jobs, particularly tractors and trail- 
ers. 

With its eye on expanding its 
truck line into the heavy-duty field, 
Chevrolet is laying the groundwork 
for the task. 

The first step was to survey the 
points of heaviest heavy-duty truck 
concentration, and then to go about 
providing the best service facilities 
possible in these markets. 

The Chevrolet survey shows that 
the heavy-duty truck population is 
concentrated in slightly more than 
500 cities in the nation. 

* * * 
ao instead of arbitrarily select- 
ing heavy-duty dealers in those 
(Continued on Page 26, Col, 1) 


Home Base for Westfall— 
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This is the Kansas City headquarters of Westfall GMC Truck, Inc., one of GMC's 


top dealers. 





Ausco Tests Retarder . . 





Fighting Brake Problem 


By Martin L, Whitmyer 
Staff Writer 

T. JOSEPH, Mich.—Tucked away 

here a short distance inland 
from Lake Michigan is a family- 
owned multimillion-dollar company 
that does approximately 90 percent 
of its business in the automotive 
field and currently is working on a 
project that could overcome many 
of the braking problems that con- 
front the trucking industry. 

Auto Specialties Mfg. Co., real- 
izing that the industry long ago 
passed the point where the heat 
problem in braking heavy duty 
trucks could be licked by mere 
modifications of existing brakes, 
has designed, developed and 
‘thoroughly tested” a truck 
brake-retarder combination unit 
incorporating an emergency 
brake. 

Primarily designed for trucks of 
gross vehicle weight over 26,000 
pounds, the Ausco brake was tested 
in Arizona by the company and a 


Truckin’ 


by Jack Weed 


Thorough Checkout 


MC TRUCK & COACH has in- 

stituted a unique quality con- 
trol program that should please 
dealers and buyers, according to 
Reliability Director Sheldon G. Lit- 
tle. 

Light, medium and heavy duty 
trucks are put through their paces 
on an electrically driven chassis 
dynamometer that simulates road 
travel and gauges vehicle perform- 
ance under actual driving condi- 
tions. 

While many truck dealers, es- 
pecially in the Far West, use 
chassis dynamometers to check 
trucks out for horsepower and 
other reactions, this is believed 
to be the first time that a chassis 
dynamometer has been put to 
this use in the quality control 


program of any truck manufac- | 


turer. 

According to Little, brake tests 
are so comprehensive that they can 
hardly be duplicated by convention- 
al road test methods. Gauges check 
full braking power, adjustment, 
drag, balance and pull, 

Besides the brake tests, 21 other 
performance characteristics includ- 


ing engine efficiency and drive| 


train operation are being checked 
on a sizable proportion of the light 





jobs, as well as practically all me- 
dium and heavy-duty models, be- 


fore shipment. 
* 
Ace vehicle undergoes a 30- 
minute checkup, which also in- 
cludes a stiff under-chassis inspec- 
tion. Two men handle each test so 
that one is always free to observe 
the vehicle’s performance and 
watch the gauges while the other 
man remains in the cab. 

Front assemblies are checked at 
road speeds for bearings, wheel 
and tire runout and bounce and 
steering performance. 

Rear wheels of the vehicle 
| being tested spin the rollers of 
| the dynamometer which have 
been set to place a controlled 
load on the power train. This en- 
ables checking under full or par- 
tial load conditions. 
| Many dealers, especially those 
| dealing in heavy-duty equipment, 
| use dynamometers to check work 
done in the service department, to 
check the horsepower output of the 
engine and to locate out-of-balance 

(Continued on Page 32, Col, 2) 
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major truck manufacturer. That 
manufacturer now plans to install 
the equipment on various truck 
fleets throughout the United States, 
and if the sampling is successful, 
Ausco hopes to put the brake into 
production, 

The Ausco brake is an oil cooled 
multiple disc unit which is used 
both for service braking and re- 
tarding. The brake, located at the 
rear Wheels with no additional 
loading on the driveline, is com- 
pletely sealed and full of cooling 
oil which is in contact with the 
friction surfaces at all times. 


The heat generated during brak- 
ing and retarding is rejected to the 
engine radiator through a separate 
brake cooling system. 

The maximum continuous horse- 
power that can be absorbed by the 
brakes in descending grades is 
limited only by the capacity of the 
particular vehicle’s cooling system, 
according to D. A. Gotsch, truck 
brake project engineer. If the 
power requirements for descending 
a grade at a desired speed exceed 
the radiator dissipation rate, then 
the grade must be negotiated at a 
reduced speed, or the service brakes 
can be utilized for snubbing as re- 
quired to maintain reasonable ra- 
diator water temperature, Gotsch 
said. 

In addition to the fact that the 
retarder alone can bring a ve- 
hicle to a complete stop without 
the use of the service brakes, the 
two Ausco units, according to 
Gotsch, are from 100 to 200 
pounds lighter than the two drum 
brakes it replaces, and automa- 

(Continued on Page 28, Col. 1) 


Workshop Slated 
For Truck Show 


HE International Truck, Trailer 
and Equipment Show to be 

held June 28-30 in Brooks Hall, 
San Francisco, is being planned as 
a “giant workshop in truck trans- 
portation maintenance, safety and 
operations procedures,” according 
to Scribner Birlenbach, president 
of Transcon Lines and chairman of 
the first Truck, Trailer and Equip- 
ment Show to be sponsored by the 
California Trucking Assns., Inc. 

During the show the annual 
two-day meeting of the Safety 
Congress and the Maintenance 
Institute will be held, performing 
its regular function of acting as 
a gathering point for the newest 
ideas in reducing maintenance 
costs, accident frequency and op- 
erating costs in relation to acci- 
dent prevention and other fac- 
tors. 

Prominent specialists in each 
field will head up the panel discus- 
sions. Highlight of the meetings 


(Continued on Page 29, Col. 1) 
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Westfall Scores 
As GMC Dealer 


K. C. Operation Tops 
National Average 


oo WESTFALL, general 
manager of Westfall GMC 
Truck, Inc., Kansas City, GMC’s 
largest independent dealership, had 
no intention of entering the truck 
business in the first place. In addi- 
tion, he did not want to get into 
his present Kansas City operation. 

But he has been so successful 
doing the things he was forced 
into and didn’t want to do that, 
in the last 10 years, he has sold 
over 6,000 trucks from his two 
dealerships. Both last year and 
in 1959, he rang up over $8 mil- 
lion in sales. 

Back in 1946, Westfall was in the 
real estate business and happy in 
it. But he owned the building that 
housed Clay County Motors in Ex- 
celsior Springs, Mo., just outside 
Kansas City when the company got 
into financial difficulty and West- 

fall had to take it over. At that 
time, the dealership handled Cad- 
illac, Pontiac, Oldsmobile and GMC 
trucks. 

He made such a good record 
selling trucks in that dealership 
that GMC prevailed on him and 
his organization to take over the 
GMC branch in Kansas City on 
May 1, 1951. He didn’t want to take 
on the added responsibility of the 
larger deal but gave in to the plead- 
ing of his organization and his 
banker. 

* * * 

OR a man who had no intention 

of getting into the automobile 

business in the first place and 
fought taking on an exclusive truck 
dealership, Westfall has made quite 
a record. He has never been under 
the GMC national average, starting 
with his first year in the “big 
time.” 

His first year saw him sell 8.7 
percent of his market. This year, 
he took 17.6 percent of the Kansas 
City market with 953 units sold 
and captured 22.2 percent of the 
local truck market with his Ex- 
celsior Springs dealership. 

Hard work, the proper attitude 
toward both the business and his 
customers and the loyalty of his 
organization are recognized as 
the key to the success of both 
operations. 

A great deal of credit for the at- 
titude toward both company and 
customer must be given to Jane 

Bryan, the petite and comely walk- 
(Continued on Page 34, Col. 1) 
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She Sells 'Em— 


R. C. Woodhouse, left, sales manager 
for GMC Truck & Coach Division, and Wil- 
liam Westfall, general manager of West- 
fall GMC Truck, Inc., Kansas City, pose 
with Jane Bryan, sales manager for West- 
fall, on the observance of Westfall's 10th 
business anniversary. 
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Newton Transportation specifies Spicer transmissions, clutches, universal joints and 
propeller shafts on all new over-the-road trucks it purchases. Why? Because Spicer 
components have proved to be cost-cutters in both operation and maintenance. And 


replacement parts are available everywhere. 


FOR TRUCK DEALERS THIS MEANS... 


that you can help your customers save dollars— 
and plenty of them—by recommending Spicer 
components when they buy new trucks. 

Tear this page out—and show it to your cus- 
tomers. Let the facts and the experience of 
Newton Transportation Company speak for 
themselves. Here’s proof—and only one example 


MANALI (2) peasy 


Trin 


Jats an 


Ed Newton, owner and president, hears from driver 
Charles Whisnant that Spicer Model 8125 12-speed 
transmission in this Kenworth shows no wear after 


80,000 miles. 


among thousands—that Spicer components cut 
operating costs as no others can. 

Want names of other fleets that specify Spicer 
and save? We'll be glad to send them to you. 
And, if you want to know what Spicer compo- 
nents are available, write the truck manufacturer 
or Dana Corporation, Toledo 1, Ohio. 


Neil Pennell, maintenance chief, tells mechanic that 
some Spicer joints have logged over 300,000 miles 


for Newton, with no signs of wear. 





“SPICER 


COMPONENTS 


REDUCED 
OUR COSTS 18%!” 


Neil Pennell, maintenance chief at Newton Transportation 
Company, Lenoir, North Carolina, tells why his firm speci- 
fies Spicer equipment on all over-the-highway trucks in its 
fleet. Says Mr. Pennell... 

“Spicer components saved us 18% in labor and parts 
costs due to fewer road failures and fewer maintenance trips. 
We found that Spicer components last longer than other 
makes, are simpler in construction, are easier to install, and 





are easily and quickly available in all the states we cover. 

“Our preventive maintenance program,” says Neil 
Pennell, “is based on driver education, lubrication and in- 
spection at regular intervals, and parts replacements. At 
4,500 miles crankcase oil is changed. At 10,000 miles 
clutches get a full inspection. We see that shanks of pins fit 
securely in flywheel rims, that heads are square with friction 
faces, that release and pilot bearings are in good condition, 
that friction faces are clean and smooth. 

“Based on our experience, our recommendation to any- 
one in the over-the-road hauling business is: Specify Spicer! 
You'll save!” 

Newton Transportation, founded in 1945 by Ed Newton, 
owner and president, hauls furniture to points in Ohio, 
Indiana, Illinois, Kentucky, New Jersey, New York, Penn- 
sylvania, West Virginia, Maryland and Washington, D. C. 
Newton trucks take in stride the 8 to 10% grades in the 
Smokies and the Blue Ridge range. Makes of trucks that are 
Spicer-equipped are International, Kenworth and White. 


SPECIFY 
SPICER! 





CoRPORATION 
Toledo 1, Ohio 





The Newton fleet has standardized on Spicer 14” 2- 
plate clutches because of their exceptional durability. 
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Dealers Recruited for Boom in Heavy-Duty Service . . . 





Chevy Spurs Shop Expansion 


(Continued from Page 24) 


areas, Chevrolet is practically al- 
lowing the dealers to select them- 
selves. 

The company knows from ex- 
perience that if a dealer isn’t in- 
terested in the truck business 
and the increased profits, the 
service he would provide would 
not, in most cases, meet the 
needs and desires of truck opera- 
tors. 

So the next step is to find dealers 
genuinely interested in the greater 
profit potential that truck service 
provides, and then work with them 
to make certain that each has the 
required facilities for his particular 
area. 

Chevrolet dealers are not unfa- 
miliar with the basic requirements 
of truck service because Chevrolet 
has been a leader in the light and 
lower-medium truck field for years. 

Many Chevrolet dealers already 
realize that trucks are bought to 
make money for their owners, and 
that for the owner to make money 
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from his trucks, they have to stay 
on the job, 

And as a result, especially in the 
heavy-duty truck field, operators 
will pay for good service to dealers 
who can keep their trucks rolling 
with the least loss of operating 


time. 
* * +. 


$6% Billion for Service 


. according to Chevrolet 
research, nine million truck 
owners spend an estimated $6% 
billion yearly for truck service. 
This is more money than all Amer- 
ican families spend annually for 
household appliances and nearly as 
much as all Americans spend for 
furniture and home furnishings. 

Chevrolet believes truck oper- 
ators will spend double or more 
the cost of a new truck during 
its life to keep it rolling. 

The firm also knows that this is 
a tremendous service market, one 
that is growing rapidly and will 


continue to grow as long as the 
population of the country increases. 


Nearly 10% cents of every dollar | 


earned in the truck business go ; 


into maintenance. This is more 
money than truckers spend for 
taxes, licenses and insurance com- 
bined. 

During the last 18 months, Chev- 
rolet has had 10 heavy-duty truck 
representatives calling on dealers 
to assist in the technical aspects of 
commercial-vehicle operation. 

And in the intensive zone service- 
representative training program 
that started with one-third of the 
entire zone service managers being 
brought to Detroit for three-week 
training, heavy-duty truck-service 
requirements will .be thoroughly 
covered. 

+. * * 

EN these men get back to 
their areas, they will be quali- 
fied to give professional aid to any 
dealer who wishes to stepup his 
operations to meet the heavy-duty 

truck demands. 
A number of dealers who al- 


For three out of four service jobs, you have to get under a car. 
That means using a Hoist . . . getting the car up so that vital 





bate os 


Six-Seat Pickup— 


The Dodge D-200 is a %-ton truck with 
special 144-inch wheelbase and 61-foot 
box. Designed for utility companies, con- 
struction and farm use, the six-seat cab 
is available on Dodge models from D-100 
through D-700 (one-half to 2% tons, 5,100 
to 25,000 gross vehicle weight). Four- 
wheel-drive is optional. 


ready have done something about 
improving their facilities have 
been surprised at the results. 

One dealer in a medium-size 
New England city said: “Adding 
new service facilities seemed at 
first somewhat of a gamble for our 
operation. We found out in a hurry 
that it paid off. Before setting up 





underside parts are visible and accessible. For safety’s sake and 


Up to 39% more 
undercar accessibility es 


easy swiveling arms. . 


Philadelphia 18, Penna. 


TRUCK 


TWO-POST, 


trouble free driving, a car should be checked . . . periodically 
. from below! 


For service profits, a car should be raised on a Globe FS-10 
(single post) or FS-27 (2-post) ‘““Frame-Kontact’’ Hoist. These 
Hoists have superiorities unmatched by present-day lifts . . . 
. long-sleeved pick-up pads that reach 
to any chassis support area . . . full rotating, 3-position pads that 
will handle any car or any make or model. 


For complete data on Globe ‘‘Frame-Kontact” Hoists, write 
to Globe Hoist Company, East Mermaid Lane at Queen Street, 





new facilities, our average monthly 
truck-customer labor was $2,800. 
Today it is more than $7,500 per 
month,” 

A Texas dealer found that the 
proper facilities not only paid off in 
repair tickets written but in the 
sale of truck parts. 

“We put up a new building in 
order to start getting our share of 
the truck-service market,” he said. 
“Since we began here in Eastern 
Texas, our average customer labor 


*|}on commercial units has jumped 


from $2,000 per month to $8,500 per 
month. Also, commercial parts 
sales have increased from $6,000 
per month to $36,000 per month.” 

Many dealers overlook entirely 
the potential in parts sales if they 
provide the proper incentive for 
fleets and other truck-service peo- 
ple to buy from them, A Florida 
dealer who gives coupons with 
truck-parts sales has service men 
come from as far as 30 miles away 
to buy from him. 

The coupon deal is not the only 
attraction; it is the “frosting on 
the cake,” he maintains. He said 
he has a well-balanced stock of 
parts, has built a reputation in 
his area of always having the 
parts when needed and his parts 
room is open during the hours 
when many other suppliers are 
closed. 

Therefore, he is the source of 
many parts needed for competitive 
trucks, because in the heavy-duty 
field, practically all trucks use the 
same power-line components in 
various combinations. 

As an aid to both the interested 
dealers and the zone personnel who 
will discuss the heavy-duty truck 
potential with dealers, Chevrolet 
has brought out a Heavy-Duty 
Truck Service Profit-Planning 
Guide. 

This manual] outlines everything 
from the potential of heavy-duty 
service to the facilities needed to 
meet this potential. Among the 
subjects covered in detail, in addi- 
tion to the profit potential, are 
manpower requirements, promo- 
tional plans, space requirements 
and how to convert shops not laid 
out for heavy-duty work, tools and 
equipment and parts inventory. 

* * * 


Trends Aid Dealers 


eas trends in heavy-duty 
truck service are going to aid 
greatly the dealer whose facilities 
are not adequate to handle heavy- 
duty service work. 

For instance, many heavy-duty 
dealers use only one heavy-duty 
twin-post fixed hoist and depend 
upon mobile “one-ender” hydrau- 
lic lifts for most of their hoisting 
requirements. This igs due, of 
course, to the lack of low skirt- 
ing on most trucks and the avail- 
ability of the power train to easy 
access with a creeper. Some are 
advocating pits for much of the 
under-chassis work. 

There also is a trend toward 
using as much mobile testing and 
lubrication equipment as _ possible, 
since dealers believe that it cuts 
costs and saves the time of me- 
chanics who can go to the truck 
rather than having the truck 
moved to a particular stall for each 
operation. 

Therefore, sufficient adjacent 
yard space is considered essential. 
Even in the northern states, much 
of the maintenance and smaller re- 
pairs can be done outside the shop 
most of the year. This makes it 
much more convenient for the 
large tractor-trailer combinations. 

Drive-through stalls also are con- 
sidered a good investment, elimi- 
nating the necessity of maneuver- 
ing in close quarters with the larg- 
er jobs. 

Shops with normal height ceil- 
ings can be adapted to van-bodied 
jobs by building a “penthouse” on 
the roof over the hoist. 


Steps Urged to Halt Decline 


Of Common-Carriage System 


WASHINGTON.—Observing that 
every form of transportation can 
show dwindling revenues and ris- 
ing deficits, Senator Warren G. 
Magnuson, Washington Democrat, 
has called for “some ground rules 
so that the whole common-carrier 
system can thrive with the growth 
of the country.” 

Expanding technology poses “as 
much a threat to freedom as would 
a default in arms,’ Magnuson, 
chairman of the Senate Commerce 
Committee, told the National De- 
fense Transportation Assn. 











GMC DEALERS 





HAVE BACKING 


PEOPLE 


Company men with spe- 
cialized training and 
experience in every 
phase of truck retailing 
go right out into the field 
to work closely with GMC 
Dealers to help them 
take advantage of their 
full sales opportunity. 
And this, you can be 
sure, contributes to a 
better profit picture. 


THE BIG 

PAYOFF IS HERE 
WITH GMC, THE 
TRUCK TRIUMPHS 
OF THE 60’s 





PRODUCT 


A GMC Dealer's greatest 
selling advantage is a 
great product. And these 
Dealers enjoy the advan- 
tage of a full range of 
trucks—from 4%-ton to 
60-ton—that provide the 
flexibility and options 
needed to completely 
meet the requirements 
of every application and 
market. 


GMC 


GENERAL MOTORS 
CORPORATION 


TRUCKS 


ve 
OF THE 60s [RICKY 





——— | 


OMOTION 


GMC Dealers are backed up 
with hard-selling advertising 
in mass magazines and spe- 
cial trade publications .. . 
with award-winning direct 
mail to their own select pros- 
pects and signed with their 
dealership name . . . with 
training films, catalogs, timely 
bulletins. Result: Many sales 
can be traced directly to these 
efforts. 





lf you are interested in selling the 
Truck Triumphs of the 60’s, a 
limited number of profitable fran- 
chises are still available. Write to 
General Sales Manager, GMC 
Truck & Coach Division, Pontiac, 
Michigan, for information. 
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Multiple Disc Unit Is Oil-Cooled.. . 


Seeking to Solve Brake Problem 


tom, the Cessna T-37 jet trainer| the company recently returned to 
and the Northrup M-156 Freedom| work a second shift that had been 


(Continued from Page 24) 


tically adjusts itself, thereby 
eliminating the need for brake 
adjustments or maintenance of 
any kind throughout the life of 
the lining. Controlled tests indi- 
cate lining mileage of 300,000 
miles, Gotsch said. 

As an example of the savings on 
the use of service brakes, Gotsch 
pointed out that a rig in the fleet 
that hauls Ausco products across 
Michigan used its service brakes 
only three times in the better-than- 
200-mile trip from St, Joseph to 
Detroit. 

Although the oil-cooled disc 
brake currently is the No. 1 project 
at Ausco, the company also is 
working on a disc brake for ground 
support equipment for the federal 
government. About 2 percent of its 
brake business is now with the 
military. 

Ausco also supplies disc brakes 
for four planes in the military class 
—the North American F-100 Super 
Sabre, the McDonnell F-4H Phan- 





Fighter. 

In the industrial field, the firm 
supplies disc brakes for tractors 
to the following firms: Barber- 
Green Co.; J. I. Case Co.; Cock- 
shutt Farm Equipment, Ltd.; 
Deere & Co.; Galion Iron Works 
& Mfg. Co.; Huber-Warco Co.; 
Hyster Co.; International Har- 
vester Co.; LeRoi Division of 
Westinghouse Air Brake Co.; 
Massey-Ferguson, Inc.; Massey- 
Ferguson, Ltd.; Minneapolis-Mo- 
line, and Oliver Corp. 

Ausco also is a producer of mal- 
leable castings, hydraulic and me- 
chanical automotive jacks, pearlitic 
malleable castings and steel cast- 
ings, with approximately 98 percent 
of its castings going to the auto 
industry, Ford Motor Co., Chrysler 

Corp., Eaton Mfg. Co., and Dana 
Corp. are its biggest buyers in the 
casting field. 

Its aftermarket business igs up 
about 8 percent over a year ago and 


furloughed. 

One of the first companies in the 
mechanical jack field, Ausco today 
is a major supplier of original 
equipment jacks to Chrysler, Ford, 
General Motors and Studebaker in 
the car-truck field, and Mack and 
White among the exclusive truck 
producers. 

Ausco was founded in 1909 to pro- 
duce bow-separating top holders 
for touring cars, added a foundry 
operation in 1916 and in 1921 start- 
ed to manufacture the automobile 
jack. 

The foundry operations became 
one of the first malleable iron mass 
production plants to serve the au- 
tomotive industry. 

The growth of the company 
and its expansion into new fields 
necessarily went hand in hand 
with plant expansion, and today 
the firm operates three large 
plants in St. Joseph, Benton Har- 
bor and Hartford, Mich., all lo- 











The nation-wide Gar Wood - St. Paul network of 
outstanding truck equipment experts is helping 
many truck dealers like Elmer Conway make 
sales, repeat sales—and build a substantial, highly 
satisfied clientele. Says Conway: “We rely on our 
Gar Wood - St. Paul Distributor for specs, sales help, 
and service —right down the line.” 


It takes a specialist in truck equipment, with 
the knowledge, experience, and know-how, to 
specify exactly the right equipment for your cus- 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan e« 





Superior-Cadillac Coaches 


Given 12-12 Warranty 

LIMA, O.— Effective immedi- 
ately, all models of the Superior- 
Cadillac funeral coach and ambu- 
lance line will carry a parts war- 
ranty of 12 months of 12,000 
miles, whichever comes first. 

The warranty also covers re- 
lated labor in replacing any part 
found to have a defect in work- 
manship or materials during the 
warranty period. 





cated within a 25-mile span of 
Lake Michigan. It also operates 
a plant in Windsor, Ont., where 
malleable iron castings and me- 
chanical jacks for the auto 
industry are produced. The Wind- 
sor plant also distributes hy- 
draulic jacks throughout Canada, 


There’s reason for the company's 
three U. S. plants being located at 
their present spots. The St. Joseph 
and Riverside plants, with their 
foundries, are close to an inex- 
haustible supply of molding sand, 
while the Hartford plant is in the 
heart of a skilled labor market, 








says Mr. Elmer Conway, President, Beam-Mack Inc. 


Rochester, N. Y. 





Elmer Conway, Beam-Mack Inc., Rochester, N. Y. (right) greets Joseph 


Gagliano of Mike & Joe Equipment Co., Gar Wood-St. Paul Distributor. 


tomer—equipment custom-tailored to his specific 
application in his specific locality. Truck dealers 
across the country have found the service of their 
Gar Wood - St.-Paul Distributors invaluable—before, 


during, and even after the sale. 


Your Gar Wood-St. Paul Distributor can 
furnish you with both the finest service, and 
the most advanced line of truck equipment, in 
the industry. He’s headquartered in your area. 


Call him soon. 


Richmond, California 


Plants in Wayne and Ypsilanti, Mich. e Findlay, Ohio ¢ Mattoon, Ill. e Richmond, Calif. e Exeter, Penna. 








Gar Wood - St. Paul 
Hi- Lifts 





Gar Wood - St. Paul 
Frate-Gates 


Gar Wood 
Winches 


Gar Wood - St. Paul 
Hoists & Bodies 





vital to a firm turning out preci- 
sion machined parts. 

The St. Joseph plant just kind of 
grew. About 1,500 persons are em- 
ployed in the malleable foundry, 
the machine shop and the labora- 
tory and office. Up to 200 tons of 
malleable castings are turned out 
each day—some 15,000 molds are 
completed, each containing one to 
24 castings depending on the size 
and shape. 

A highlight of the St. Joseph 
plant is the modern laboratory, 
which boasts a million-volt X-ray 
for checking castings. No longer 
are crankshafts and other cast- 
ings tested by the hit-or-miss 
method of sawing them in half. 
The probing X-ray turns up gas 
pockets which might otherwise 
bring costly failures. 


Strict foundry control analysis 
during the heat — before pouring 
operations—brings quick correction 
of any variation which might make 
for poor castings. 

The Benton Harbor plant, which 
formerly produced crankshafts and 
tank track, artillery and mortar 
shells for military requirements 
during World War II, now is de- 
voted to experimental work in both 
ferrous and nonferrous metals and 
new production methods, and also 
handles surplus production require- 
ments for the St. Joseph foundry. 

The Hartford plant, which is 

devoted exclusively to the pro- 
duction of disc brakes and 
clutches for the farm and indus- 
trial tractor industry, aircraft 
brakes and heavy duty automo- 
tive disc brakes, is the company’s 
pride and joy. 

Completely conveyorized, every- 
thing is designed for employe com- 
fort and efficiency. All parts are 
kept at platform level so they slide 
off, instead of being lifted. Women 
handle 130 pound baskets of parts 
with ease. 

The creed at the plant being 
“Let the machine do the work,” the 
late James W. Tiscornia, founder 
and president, once said “We are 
sure that we have fewer people on 
material handling here than in any 
plant of its size in the country.” 

President and general manager 
of the firm today is Waldo V. Tis- 
cornia, brother of the founder. 

Other officers and directors in- 
clude Lester C, Tiscornia, executive 
vice-president; Stephen H. Paul, 
vice-president and general sales 
manager; Arnold O. Schulz, sec- 
retary-treasurer; Walter B. Laetz, 
vice-president and director of man- 
ufacturing; Millard B. Lucker, en- 
gineering vice-president, and Paul 
Berndt, comptroller vice-president. 

R. M. Foote is president and gen- 
eral manager of Ausco’s Canadian 
affiliate, Auto Specialties Mfg. Co., 
of Canada, Ltd., succeeding the late 
W. H. Cantelon, who died while in 
St. Joseph to attend the funeral of 
Mr. Tiscornia last December. Other 
officers are L. C, Tiscornia and 
S. H. Paul, vice-presidents, and 
R, J. Nunn, secretary-treasurer. 





Two Ford Courses 
Train Salesmen 


(Continued from Page 24) 


terms by the end of the training 
course.” 
* 7” * 


Value to Dealers Cited 


Y WORKING with its dealer 

body and its recommendations, 
he added, the company “has de- 
veloped a truck-training program 
that truly relieves dealer manage- 
ment of the time-consuming and 
costly training of salesmen in the 
fundamentals of truck selling.” 

In connection with the truck 
program, 15 Ford dealers and 
salesmen, all members of the 
Pittsburgh District Super Duty 
Truck Club, were guests of Ford 
Motor in Dearborn last month. 
They met with John F. McLean 

jr., Ford Division truck-marketing 
manager, and his staff. They dis- 
cussed aspects of heavy-duty truck 
merchandising and effect of the 
growth of truck transportation on 
the national economy. 


75 Tractors Ordered 


CLEVELAND.—An order for 75 
White diesel tractors has been 
Placed by Associated Transport 
with White Truck Division of 
White Motor Co. The transaction 
was handled by White’s metropoli- 
tan regional office in New York. 
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Panels in San Francisco . 
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Workshop Approach 
To Mark Truck Show 


(Continued from Page 24) 


will be a panel discussion on “The 
Importance of Fuels in Fleet Lon- 
gevity.” Don Collins, supervisor, 
truck and bus sales, Standard Oil 
Co., and Charles Painter, automo- 
tive and industrial engineer of Mo- 
bil Oil Co., will participate, 

Henry Kockritz, of Lear, Inc., 
will head up another panel on the 
“Third Braking System.” 

* kK ca 


URING the show, the semi- 

annual meeting of the Cali- 
fornia Trucking Associations’ board 
of directors will be held. The West- 
ern Highway Institute board of 
directors also will meet. 

Regina Roman has been named 
queen of the show and will act as 
official] show hostess. 

A feature of the show will be a 
display and demonstration of the 
“flying car” (the Bertelsen Aero- 
mobile 200) at Aquatic Park in 
San Francisco at 12:30 p.m. on 
opening day. 

Main focus of attention at the 
show will be the over 100 exhibits 
of truck equipment. There are still 
some booths available, according 
to Birlenbach. 

New exhibits announced for the 
week included a display of the 
Frantz “miracle” oil filter, which, 
according to its sponsors, complete- 
ly eliminates the need for changing 
oil in many truck and automobile 
applications. E. Dexter Derby, who 
will present the filter is also exhib- 
iting a device known as the Repair 
’n Air, which is an emergency punc- 
ture seal that inflates flats in- 
stantly. 


* * 

MC Truck and Coach Division 

has announced that it will ex- 
hibit four new GMC Truck models 
particularly suited to West Coast 
hauling operations. 

Also on exhibit will be the prod- 
ucts of foreign manufacturers, in- 
cluding a display of German diesel 
engines and trucks and Japanese 
trucks. 

Kenworth will have two trucks 
on display, both designs empha- 
sizing lightweight construction 
and utilizing aluminum exten- 
sively in wheels, frames, trans- 
mission cases and other major 
components, 

A display of diesel engine ex- 
hibits will include that of the De- 
troit Diesel Engine Division, which 
will feature its truck engine line 
including series 53 and 71 “in-line” 
and “V” models ranging from 97 to 
290 horsepower. 

Hendrickson will exhibit its sus- 
pension series featuring three mod- 
els of the basic parallelogram de- 
sign which maintains perfect axle 
geometry while allowing maximum 
flexibility. 

Peterbilt will display its new 
model 281 with a new conventional 
cab, designed for bottom dump or 
aggregate doubles, and its models 
351 and 282. 

Par Sales Co. will display a new 
truck tire hydraulic tool. The Uni- 
son-Action seat will be presented 
by American Metal Products Co. 

* * * 
= lineup of exhibitors follows: 

Allison Division, American 
Brakeblok Division, American Met- 
al Products, American Steel Found- 
ries, Amermac, Inc., Analysts, Inc., 
Arctic Traveler, Armstrong Rubber 
Co., Berg Mfg. Co., Briskin Mfg. 
Co., Buessing Pacific Corp. 
Cadillac Co., Cambria Spring Co., 
Coronado Mfg. Co., Clessie L. Cum- 
mins Division, Cummins Engine 
Co., Dana Corp., Dexter Derby En- 
terprises, Detroit Diesel Engine Di- 
vision, Detroit Products Co., Dia- 
mond Beall Sales Co., Dodge Divi- 
sion, Dorsey Trailers, Du-el Prod- 
ucts Co, 

Faber Laboratories of Los 
Angeles, Federal-Mogul Service 
Division, Firestone Steel Products 
Co., Ford Motor Co., Hyman 
Freedman Co., Fuller Transmis- 





Fords for Chicago Police 


CHICAGO. — Litsinger Motor Co. 
(Ford) has been the successful 
bidder on 200 cars for the Chicago 
police department, according to 
Fred G. Litsinger, president. 





sion Division, Fruehauf Trailer 
Co., GMC Truck & Coach Divi- 
sion, Garrison Manufacturing Co., 
Group Insurance Administration, 
Hendrickson Mfg. Co., Hesik Co., 
Highway Trailer Industries, Hol- 
land Pacific Hitch Co., Hooper 
Body and Equipment Co., Hydro- 
Aire Co., Inertia-Matic, Inc. 
International Harvester Co., Isuzu 
Motor Co., Reynold C. Johnson Co. 


GMC Is Sole Bus Bidder 


ST. PETERSBURG, Fla.— GMC 
Truck and Coach Division was the 
only bidder on supplying this city 
with five 45-passenger diesel buses 
for the Municipal Transit System. 
Four other manufacturers were 
asked to bid, but did not. GMC’s 
quotation was $24,732.46 for each 
bus, with air conditioning optional 
at $4,286.36 additional, 








(Volkswagen), Kenworth Motor 
Truck Co., Kresky Signs, Inc., Ky- 
sor Heater Co. Lear Inc., Dean 
Lewis Associates, Lipe-Rollway 
Corp., MGM Brakes, Inc., Macchi 
& Co., Malsbary Mfg. Co., Maxi- 


brake, Inc., Maxwell Dynamometer| © 


Co., Motor Rim & Wheel Service 
of California, Murphy’s, Inc. 
* * * 


VERLAND ANCHOR LOK, 

INC., Pacific Telephone, Pacific 
Wheel & Rim Service & Reynolds 
Mfg. Co., Page & Page Co., Par 
Sales Co., Patterson Parts, Inc., 
Per-Lux Weather Light, Inc., Peter- 
Bilt Motors Co., Pike Trailer Co., 
Poured Rubber Products, Inc,, 
Power Brake Equipment Co., Pre- 
cision Engineering Co. of Sacra- 


mento, Rockwell-Standard Trans- = 


mission and Axle Division. 

Sealco Air Brakes, Inc., Speed- 
ometer Service & Instrument Co., 
Stanray Corp., Sumner Industries, 
Sun Glas Fan Division, Thermo- 
King Corp. Trailmobile, Inc., 
Transicold Corp., United Motors 
Service Division, U. S. Porcelain 
Division, Utility Trailer Mfg. Co. 

Weidner Sales Co., S. K. Wellman 
Co., Western Piping and Engineer- 
ing Co., Westling Co., Westport 
Machine Works, Wheel Industries, 
White Motor Co., Woodward Gov- 
ernor Co., Wilco Co. 





White Opens Truck Center— 


Another White Shopping Center has been completed in Chicago by White Motor Co. 
Designed for the convenience of truck operators, it offers, under one roof, latest 
facilities for new and used-truck sales, maintenance, repair and rebuilding service for 
trucks and equipment, and huge inventories of parts and accessories. Sixty trucks 
can be serviced at once in the service section, above, of the new center. Service 
facilities include a chassis dynamometer; two lubrication areas, with twin and triple- 
post lifts to handle vehicles with wheelbases of 84 to 246 inches, and a machine 
shop and unit repair for gasoline and diesel engines and unit rebuilding. 











WORLD'S LARGEST PRODUCER 


Ola 
WHEELS, 


AUTOMOTIVE 
HUBS AND DRUMS 


KELSEY-HAYES 


HOME 


AUTOMOTIVE, AVIATION AND AGR 


CULTURAL PARTS. HAND TOOLS FOR INDUSTRY AND 


TO MEET 
THE CHALLENGE 
OF THE FUTURE 








Over one-million square feet of floor space 
(bigger than twenty-three football fields). 
That's the size of Kelsey-Hayes’ new corporate 
headquarters and automotive wheel 
manufacturing facilities at Romulus, Michigan. 


With centralized control and all facets 

from development through production 

under one roof, the new Kelsey-Hayes 

plant is equipped with the best. . . with 
everything it takes to meet the challenge 

of finest in wheels for the great new cars 

of the future. Kelsey-Hayes Co., Romulus, Mich. 


GCOMBPYANING 


OPERATIONAL PLANTS: Detroit, Jackson and 
Romulus, Michigan; Los Angeles, California; 
Philadelphia, Pa.; Springfield, Ohio; New Hartford 
and Utica, N. Y.; Davenport, Iowa; Rockford, 
Illinois; Windsor and Woodstock, Ontario, Canada. 
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on Performers in IV and Motion Pictures... 


FAMILY OF FINE CARS 















FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 241 OF A SERIES 


Tune in your favorite TV program. Notice the car that 
shares performance honors with the members of the 
cast. Chances are good it’s a spanking new ’61 Ford. 
A sleek new Mercury. A luxurious Lincoln Continental. 
Or another Ford Motor Company product. 


Take in a movie at a neighborhood theater. Is it a 
modern-to-the-minute film, packed with action, color 
and excitement? Again, it may be a smart new car that 
helps keep the plot moving at a lively pace. 


Ford Motor Company cars and trucks can be seen 
today in some of the top-rated television programs and 
in many of the outstanding motion pictures released 
each year. The frequent appearance of our products 
in these popular media is the result of our continuing 
Studio-TV Car Program and the cooperation of the 
television and motion picture industries. 


How does this special promotion benefit you as a dealer? 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY ®@ Ford e Faicone 
Thunderbird e Comete Mercury e Lincoln Continental e English Ford Line e 

Ford Truckse industrial Engines e Farm and Industrial Tractors and Equipment e 
Special Mititary Vehicles e Aeronutronic— Products for the Space Agee 

Ford Motor Credit Companye The American Road Insurance Companye 


e The Studio-TV Car Program takes advantage of the 
vast motion picture and television audience to focus 
attention on every member of the Ford Family of 
Fine Cars. 


e The association of our products with TV and motion 
picture stars can favorably influence numerous 
automobile buyers. 


e Millions of people see our products in action, 
dramatically proving the superior performance, 
quality, dependability and utility of the entire Ford 
Family of Fine Cars. 


Next time you watch television or go to the movies, 

notice how often you see Falcons, Fords, Thunderbirds, 

Comets, Mercurys and Lincoln Continentals. And 

remember: your best customers ...your best prospects 
. . are seeing them, too. 


Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


ii ~ tase 


cae 
, 
\ 


diene 


stab - 








Sird 


MOTOR COMPANY 





Here are just a few TV and motion 
picture productions that spotlight 
the Ford Family of Fine Cars: 


TELEVISION 


“77 Sunset Strip"—ABC-TV 
“The Real McCoys’’—ABC-TV 
“Harrigan and Son"’—ABC-TV 
“The. Detectives'"—ABC-TV 
“Guestward Ho''"—ABC-TV 
“Donna Reed Show''—ABC-TV 
“Law and Mr. Jones"—ABC-TV 
“Thriller’—NBC-TV 
“Happy’’—NBC-TV 

“Peter Loves Mary’’—NBC-TV 
“One Happy Family’—NBC-TV 
“Manhunt’’—NBC-TV 

“The Tom Ewell Show''—CBS-TV 
“Dennis the Menace''—CBS-TV 
“Andy Griffith Show''—CBS-TV 
“June Allyson DuPont Show'"’—CBS-TV 
“Twilight Zone''—CBS-TV 

“Perry Mason'’—CBS-TV 
“Checkmate"’—CBS-TV 

“GE Theater'’—CBS-TV 


MOTION PICTURES 


“The Colonel of Bunker Hill” 
“You Can't Run Fast” . 
“When the Clock Strikes”’ 
“West Side Story” 

“A Majority of One”’ 

“The Couch” 

“The Tiger Against Us” 
“Everything’s Ducky’”’ 

“The Arena” 

“Moon Pilot” 

“Absent Minded Professor’ 
“Eichmann Story” 

“Grass is Greener”’ 

“A Public Affair’’ 

“The Flight That Disappeared” 


Our cars and trucks can also be 
seen in the syndicated TV produc- 
tions: ‘Blue Angels," ‘‘Tightrope,”’ 
“Johnny Midnight,” ‘Coronado 9," 
and many others. 


The American Road, Dearborn, Michigan 
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Production Milestone— 


J. F. McLean jr., Ford truck marketing 
manager, drives a 1919 Ford truck during 
ceremonies marking the three millionth 
vehicle produced by the Ford Kansas City 
assembly plant. The plant started produc- 
tion 49 years ago. The milestone vehicle, 
produced on May 10, was a Ford F-100 
pickup truck. 
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(Continued from Page 24) 


assemblies that may set up severe 
vibrations or cause undue wear to 
power train parts. 

oo * J 


Need Skilled Men 


_ GARDNER, staff engineer 
of the Regular Common Car- 
rier Conference of the American 
Trucking Assns., Inc. recently 
made a survey of 72 regular com- 
mon carrier companies represent- 
ing 356 truck maintenance shops, 
441 foremen, 2,964 experienced me- 
chanics and 492 apprentice me- 
chanics. 

He delved into sources of em- 
ployment, in-service programs, 
other training programs, manufac- 
turers training aids, service travel- 
ler aids and schools being used by 
trucking concerns and compiled an 
estimate of the industry’s greatest 
need. 

Of the 71 carriers replying, 49 
reported a shortage of experienced 
mechanics and in reply to a ques- 
tion in relation to the industry’s 








greatest needs, found a serious 
need for properly trained mechan- 
ics, particularly in the diesel en- 
gine field, and for an orderly pro- 
gram for evaluating mechanics now 
employed or about to be hired. 
Throughout the survey, accord- 
ing to Gardner, there ran replies 
indicating the great need for 
more mechanics in the truck end 
of the business with self reliance, 


Detroit Bakery Leases 
62 Trucks from Ryder 


DETROIT.—Delivery of 62 leased 
trucks has been announced by 
Bryon C,. Schram, Farm Crest Bak- 
eries president, and Arthur B. 
Stanley, Detroit branch manager 
for Ryder. 

The Ford trucks will be serviced 
at Ryder’s new East Side Service 
Center, which the truck rental] firm 
constructed to maintain the Farm 
Crest fleet, Stanley said. 








pride in work and supervisory 
ability. 

Not infrequently, it was suggest- 
ed that there should be a method 
of licensing mechanics for the pur- 
pose of separating them into vari- 
ous grades of skill. Connected with 
this was the suggestion that train- 
ing programs and incentive sys- 
tems should be studied. 

It is felt by Gardner and many 
operators that millions of dollars 
are being poured into poor fuel 
mileage, high oil consumption, ex- 
cessive tire wear, road breakdowns 
and generally unsatisfactory opera- 
tions which might be saved by a 
well-planned and executed mechan- 
ics training and availability pro- 


gram. 
* * * 


AGREE with Bob that it is not 

logical nor reasonable to expect 
the Common Carriers to initiate a 
program of sufficient breadth and 
depth to solve the maintenance 
needs of the over-road truckers. 

But I do feel that hundreds of 
truck dealer service stations are 
passing up a large and continued 
source of additional] profit to their 
operations by not furnishing the 
type of service to haul-for-hire 
boys and to heavy-duty truck users 
generally that will make possible 
an effective cut in the great waste 





Years of shock loads prove it . . . all dump bodies are not alike! 
They don’t have Heil’s interlaced subframe to prevent sagging floors... 
Heil’s full box-section braces for extra strength . . . or Heil’s tough, heavy-duty 
(yet easy acting) hardware. Heil’s leadership in design, production 
and sales of dump bodies and hoists pays off for you in years of low-cost 


trouble-free operation. Your Heil distributor has the full story .. . 
how Heil delivers better performance, longer life. 











THE HEIL co. 
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DUMP BODIES and HOISTS 











in fuel and operating efficiency that 
is apparent from just this one sur- 
vey. 

I am quite sure the same com- 
parative results would be found 
in any survey of an equal num- 
ber of fleet operators. In con- 
struction and other similar heavy 
duty operations, we might find 
the situation even more drastic, 

More attention must be given by 
truck makers and dealers toward 
conserving and utilizing vocational 
school manpower. These students 
have a desire to work on automo- 
tive vehicles, display talent in their 
school work and are at an age 
when they can be taught proper 
job attitudes and the rewards that 
come from doing efficient no come- 
back work. 

The vocational schools have 
given these boys the theory and 
basic fundamentals. A correction 
could easily be made in the atti- 
tudes that these boys are getting 
in far too many schools that they 
are practically journeyman me- 
chanics when they graduate, and 
a bridge can be found to bring 
them from their school] gradua- 
tions to the point where they can 
be considered professional mechan- 
ics. 

* * * 


Proper Attitude 


= MOTOR, Indianapolis, 
seems to have found one such 
bridge, as outlined in last month’s 
Service Section, Allen Odell, serv- 
ice manager for Westfall GMC, 
Kansas City, tells of another in this 
issue. 

To build these bridges, the prop- 
er attitude and willingness to re- 
ward conscientious effort must 
stem from the top of the dealership 
or the trucking operator. 

I firmly believe that the truck 
dealer with the proper approach 
to the service needs of his own- 
ers and the other truckers in his 
area can develop a cure for much 
of the problem that exists. It will 
take modern tools, especially a 
dynamometer to test the work 
that is done in the shop. 

It will take training of service 
managers and shop foremen to 
produce the proper attitude toward 
the service they can provide for the 
truckers. It will take training to 
assure the dealer that his mechan- 
ics always know the best and latest 
procedures to do the work needed. 

Licensing mechanics is not the 
answer to our basic problem. If it 
was, Canada, which does license 
mechanics, would have the finest 
shop forces on the continent. 


Instead of that, I am told that 
Canada is very short of good li- 
censed mechanics, even to the ex- 
tent that a great deal of “bootleg 
service work” is being done by so- 
called unlicensed mechanics, as 
there aren’t enough licensed men 
to take care of the needs of the 
country in many areas. 

ok * * 

HE United States is not short of 

men who have worked on re- 
pairing cars and trucks, but we are 
very short of skilled mechanics 
with the proper attitude toward 
their work, who rebel against turn- 
ing out shoddy or “get by” work. 

The most hopeful indication 
that something of that nature 
might be starting is the final 
realization by some top factory 
brass that they must help their 
dealers, upon whom they must 
depend for product sales, to be- 
come better sources of automo- 
tive service and thus become 
more profitable operations that 
will breed satisfied customers 

instead of complaints. 

Art Neusse and the officers of 
the Truck Body and Equipment 
Assn. are starting to whoop it up 
for their next annual convention 
and exhibition. It will be held Oct. 
2-4 in the Sherman Hotel, Chicago. 


TBEA has gotten out a colored 
gum label to use on letters and 
other mailing pieces announcing 
the dates of the show and the 
meeting place. These labels or 
stickers are available to any firm 
who will use them on their mail 
free of charge. They come in boxes 
of 250 labels to the package. 


Navy Orders 63 Jeeps 

TOLEDO.—A contract for 63 
Jeep vehicles valued at $94,597 has 
been awarded Willys Motors, Inc., 
on competitive bidding by the Ord- 
nance Tank Automotive Command, 
Detroit, on behalf of the United 
States Navy. 
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Some common questions about Aluminum... 


and the answers you can use 
on your showroom floor 


The advantages of aluminum in automobiles are well recognized by car dealers. 
However, to help you explain these advantages to your customers and prospects, 
here are some interesting facts about aluminum, presented in conversational 


Q. 
A. 


Q. 
A. 


Doesn’t using aluminum in cars reduce 
their weight? 


Definitely. That’s one of the main reasons for 

using aluminum. Parts made of aluminum weigh 

much less than if they were made of steel or Q 
cast iron. 9 


Is it a good idea to reduce weight this way? 


Yes. There are several advantages to holding A. 
down the weight of cars. And this holds true for 
all cars—‘‘big’”’ or ‘‘small.”’ 


First, less weight means less work for the engine 
and all other working parts, because there is Q 
less mass to get started, keep moving, and stop. e 


Second, this means faster acceleration, and 
easier, quicker stopping. A. 
Third, with less weight to move around, your 

gas mileage is improved. 

Fourth, with less weight to stop, brakes and 

tires last longer. 


As you can see, reducing weight is not only 
important from the standpoint of operating Q. 
economy, but also makes your car safer. 


Is aluminum really strong enough to be A. 
used in automobiles? 


Absolutely. There is nothing new about using 
aluminum where a metal of great strength is 
required. Just stop and think of the great jet 
airplanes in use today. Aluminum is frequently 
called the aircraft metal, because it is used for 
aircraft engines, wings, wheels and air frames 
that carry tremendous loads. 


Some of the newest bridges in this country are 
made of aluminum, and many of the big cargo Q. 
trailers you see traveling down the highways 
are aluminum, too. One of our leading railroads 
has just had 1200 gondola and hopper cars 
made of aluminum—and this includes the A. 


largest hopper car ever built. 


Major functional applications of aluminum in the 1961 cars ... 

Air cleaner Engine bearings Starter solenoid sleeve 

Air conditioning evaporator Engine pistons Stator vanes, variable pitch 
or fins Fuel pump bodies Tachometer bodies 

Air suspension components Generator & starter Timing chain covers 

Brake drums end plates Transmission adapter plate 

Brake master cylinder body Horn coils Transmission bell housings 

Brake pistons Horn trumpets Transmission case 

Carburetor bodies Oil filter bases Transmission extensions 

Clutch housing Oil filter bodies Transmission stators & 

Convertible header rails Oil pump body turbines 

Convertible side rails Power brake housing Transmission valve bodies 

Distributor cap inserts Rocker arm covers Turn signal lever 

Distributor housings Rocker arm supports Water outlet connection 

Engines Spark plug tubes Water pump cover 


Major interior and exterior decorative applications of aluminum 

in the 1961 cars... 

Air intake screen a door and/or Roof side rail mouldings 
eze! 


Ash tray covers Roof trim 

Block letters Heater hole cover Roof trim rear quarter 
Body side mouldings Hood moulding Script 

Body side trim Hood panel trim Sill plates 

Bumper closure Instrument panel overlays Seat back trim 

Bumper trim License plate frames Seat skirts and/or trim 
Door kick panels Light switch bezels in lamp door er 
Door panel trim Parking lamp door ransmission selector plate 
Door window frames Pillar post trim = rear 
Emblems Radio case Windshield garnish 

Grille Rear deck trim moulding, front 

Grille trim Rear panel trim Windshield garnish 

Grille surround moulding Roof bows moulding, rear 


Reynolds is the leading supplier and the leading 
promoter of aluminum for automobiles. Reynolds 
consistently promotes the automobile industry 
in television, radio, magazines, and other media. 
Remember: the fine ’61 cars were introduced to 
America on Reynolds coast-to-coast telecast of 
the National Automobile Show. 


The M-113, one of the Army’s latest combat 
vehicles, uses armor plate of aluminum. So you 
can see, there is no question about the strength 
of modern aluminum alloys. 


There is a lot of talk about the new alu- 
minum engines. Are they used only in 
lower priced cars? 


No. The Rolls-Royce, considered by many to 
be the world’s most luxurious car, has an alu- 
minum engine, as do many of the other fine 
European cars. 


Are all the new American-produced alu- 
minum engines the same design? 


No. They range from air cooled six cylinder 
engines to six and eight cylinder water cooled 
engines with varying horsepower. Aluminum 
engines are standard equipment in four 1961 
cars and are available as an option on four 
other makes. 


What are chief advantages of aluminum 
engines? 


There are two key advantages—both related 
to the lighter weight of aluminum. Since the 
car is lighter, greater gasoline economy is pos- 
sible. (An aluminum engined car finished first 
in the recent Mobilgas Economy Run.) Also, 
since the engine is lighter, the ratio of horse- 
power to weight is improved, thus facilitating 


“peppy” performance. Aluminum’s fast trans- 


fer of heat helps engines reach operating temper- 
atures quickly to save on gas and engine wear. 


I’ve heard the majority of 1961 cars have 
aluminum grilles. How will they hold up 
being exposed to all kinds of weather? 


Aluminum is the ideal material for grilles be- 
cause it is absolutely rust proof. Here are a few 


Remember... 


The aluminums used in 


the 1961 cars provide... 


b greater efficiency—because there is 

less weight for tires and engine to 
move and less weight for tires and 
brakes to stop. 


more economy—with less weight to 
move, less gas is required to move it. 
Brakes and tires last longer, too. 


better performance—lower weight 
means faster starts, quicker stops, 
better maneuverability. 


lasting beauty—grilles and trim made 
of aluminum will resist all kinds of 
weather. 





style, that you can use as interest-stimulators, and to answer common questions. 


interesting examples: Did you know the cap on 
the tip of the Washington Monument is 
aluminum, and it has been up there exposed 
to all kinds of weather since the day that 
monument was: built? 


Did you know there are marker buoys in the 
Gulf of Mexico, exposed to ocean storms and 
salt water, that haven’t been removed from the 
water in over eight years? Some of the finest 
yachts are now being made of aluminum. And 
the Navy uses a lot of aluminum in its new 
atomic submarines, and aircraft carriers. 


Even the bumpers on many huge cross-country 
buses have been aluminum for the past 15 years. 


Q. Are aluminum trim parts hard to clean? 


A. No. Aluminum is very easy to clean. Just use 
water and any mild, non-abrasive soap or de- 
tergent such as those found around the home 
or recommended for washing automotive fin- 
ishes. Or you can use any of numerous non- 
abrasive aluminum cleaners. 


To apply cleaners, use a soft cloth or sponge 
for smooth surfaces, and a medium bristled 
brush for embossed or patterned surfaces. Fol- 
low the cleaning with a thorough rinsing of the 
surface with clear water and dry with a chamois 
or cloth. After cleaning, a coat of non-abrasive 
liquid or paste wax, such as those recommended 
for the care of automotive finishes, will help 
protect the surface and make later cleaning 
easier. 


In cases where aluminum has received improper 
maintenance or where unusually severe atmos- 
pheric or service conditions are encountered, 
aluminum cleaners or polishes will help restore 
the original brightness and luster of the un- 
painted aluminum. 


Going up...for you! 
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Watch Reynolds TV show “Harrigan & Son,’’ Fridays—ABC-TV 
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Truck Dealer’s Story... 


Reluctant But Successful 


(Continued from Page 24) 





that one good check on a prospec- 

tive mechanic is to examine his 

credit reports. This, he says, gives 

him a very good line on what kind 

of a man the applicant may be. 
os + * 


7 MAINTAIN a high degree of 
service for the customer, a well- 
supervised and complete parts 
stock is needed. The Westfall parts 
department under Ervin O’Dell, 
brother of the service manager, is 
kept 90 percent active all of the 
time. 

With a parts volume exceeding 
$1 million, he is able to turn his 
stock approximately every 60 days. 
It takes at least two years to de- 
velop a good parts man, according 
to O’Dell. Here again, attitude and 
aptitude are very important. 

Two parts counters, one for the 
shop and one for the over-counter 
sales, are operated on two shifts. 
Only one man is needed for the 
third shift. It is extremely im- 
portant to have separate counters 


ing encyclopedia of product infor- 
mation and operating data. She 
Serves as sales manager. 

Because the two dealerships are 
so close to each other and their 
truck sales and service are under 
the same top management, their 
business functions are interrelated, 
although financially they are con- 
sidered two separate companies. 

oe + 


A Distinct Advantage 


Bo having a dealership in a 
small town where labor is less 
costly and acreage not so expen- 
sive gives both dealerships a dis- 
tinct advantage. One big advantage 
is the “wreck yard” in Excelsior 
Springs where all trucks taken in 
trade that are not fit for resale 
are torn down and the good parts 
salvaged. 

Westfall’s salvage business is a 
big one. He accumulates the junk- 
ers on a 20-acre piece of land out- 
side the city and sells the scrap 















for the shop and the over-counter 

trade. 

Mechanics don’t like to wait for 
parts while a counterman is wait- 
ing on an over-counter purchaser 
as it wastes time and holds up 
rush jobs. In addition, buyers from 
fleets and outside firms don’t like 
to have to wait while the parts 
man waits on some shop mechanic. 

Westfall also operates a truck- 
equipment company and a truck- 
leasing company. The equipment 
company handles, among other 
things, cement mixers and refuse 
packers. 

* & +” 
Leasing Operation 
A LARGE part of Westfall’s busi- 


ness is in new-truck leasing} phone but nobody’s phoned me 
under a company named Rapid-| for days.” 


ways, Inc. This company leases 


beverage trucks and tire distribu-| those honoring him were Richard 
tor trucks to companies in 49 states| G Woodhouse general sales man- 
under a lease-purchase agreement.| ager: Harold Croass, Kansas City 

Another area for leasing is in | zone manager; Larry Bowles, Kan- 











accuracy, eliminate the things that 
cause losses and play up the things 
that are profitable. 

But this was not always true. In 
the early days of his Kansas City 
experience, he placed too much 
confidence in too many “gypsy” 
truckers and found himself with 
so many repossessions that a busi- 
ness friend, who saw his financial 
statement, told him that “you’re 
broke and don’t know it.” But he 
worked out of that mess and has 
been going strong ever since. 

Today, he has a three-part ap- 
proach to truck sales. First, take 
a look at the mathematical 
Bareey chances for the person buying the 


“Of course I try to sell by | truck to be successful with it in 


his business. Second, look at the 
moral character of the buyer. 
Third, determine how badly you 
want to move the equipment. | 
It is fundamental in his organ- 
ization to sell the right kind of a 
truck for the work it is supposed 


the construction industry but | sa, City heavy-duty-truck man-| to do. If a customer disagrees with 


strikes in that industry in the | ager; Les Elbe, Kansas City zone 


the recommendation and buys a 


Kansas City area have hurt this | service manager; R. T. Jennings,|™odel of his own choice, such is 
business. Normally, this segment | GM@c merchandising manager, and|0ted on the invoice for later dis- 
of the business plays a big part in |B W. Crandell, director of public|CUSSion, should trouble develop. 


Westfall’s annual volume. relations. 


GMC officials went to Kansas 


Thus, good management, hard 
a work and inculcating the entire 


* 
City to help Westfall and his or- WESTFALL'S key people call him | organization with the proper atti- 


ganization celebrate their tenth 


anniversary in that city. Among! dict a turn of events with uncanny 


metal for around $30 a ton. The 
good assemblies are sold to those 
who need them and often he uses a 
salvaged part to save a tradein that 
comes in with one bad assembly. 
The salvage yard is also a very 
welcome source of good rubber to 
replace worn tires on the tradeins. 

While Westfall sold approxi- 
mately 1,000 new trucks last year, 
he also sold 1,500 used trucks and 
junked around 300. He buys used 
trucks from many parts of the 
country and retails them out of 
his own outlets. Very few are 
wholesaled. 

The used-truck operation is di- 
rected by James Adams, who keeps 
his bag packed for quick trips to 
any part of the country to ap- 
praise trucks on a deal. Adams is 
helped on the lot by one or more 
of the 10 new-truck salesmen who 
take regular turns of one day a 
week on the used-truck lot. 

* * a 
'W trucks are sold by these 

men and E. G. Westfall, a 
brother of William, who handles 
special accounts. Miss Bryan also 

does more than her share of retail 
selling as well as handling most 
of the fleet business. 

While house sales represent a 
good share of the new business 
sold, the salesmen, who are young 
and energetic, are paid a salary 
and percentage of the profit in each 
deal they sell. Each salesman has 
assigned accounts. 

Two junior salesmen in train- 
ing spend two days a week sell- 
ing parts and the balance of the 

week calling on accounts. 

A service shop with modern 
maintenance equipment and meth- 

ods is under the direction of Allen 
O’Dell, service manager. This shop 
accounted for over $400,000 in cus- 
tomer labor sales last year. The 
shop has 50 service stalls and 38 
line mechanics are worked in three 
shifts to provide 24-hour service. 

O’Dell has the same trouble as 
other operators in getting experi- 

enced and reliable mechanics with 
the proper attitude toward their 
job. He says that, when he has to 
hire an extra man, he has to inter- 
view approximately 50 men to find 
one whom he feels will fit into his 
organization. 
* 

















* ok 
Train Mechanics 


i FACT, the problem of trying 
to hire good mechanics has be- 
come so acute that the dealership 
now tries to train its own men. 
With the junkyard as a base, young 
men who want to get into truck 
service are first put to work on 
teardown of the used trucks that 
have parts worth salvaging, then 
are moved to the lube department 
and gradually developed until they 
gain the status of journeymen me- 
chanics. 

While O’Dell runs a union shop 
in Kansas City and pays his men 
straight hourly wages, he has no 
trouble with either the union or 
the men because he is able to keep 
the mechanics busy from 46 to 48 
hours every week. 

Mechanics get a vacation with 
pay, have life insurance and Blue 
Cross with extra medical bene- 
fits with the company paying one- 
half of the premiums. 

O’Dell says that he has found 


a business genius who can pre-| tude has built a sound business. 


—JACK WEED 


THE NEW EATON 


MOST SENSATIONAL ADVANCE IN 
DOLLAR-MAKING TRUCK PERFORMANCE 
Re 





QUICK, EFFORTLESS AXLE SHIFTING! ( 


You’ve got to drive it—to really 
believe it! Here’s an exclusive 
Eaton 3-Speed Tandem Axle that 
is a revolutionary new approach 
to obtaining 15 gear speeds with 
only a 5-Speed transmission—an important 
big step forward in modern truck design! 


Truckers can now, more than ever before, 
“turn” the engine to its maximum efficiency 
—keep it there effortlessly—at any road 
speed—on the hills—in traffic or out! No 
other gear combination can maintain as high 
an average speed with such ease—as can this 
amazing new Eaton 3-Speed Tandem Axle. 


Fifteen advantageous gear ratios with just 
5 manual shifts—3 control switch positions. 
A flip of the finger—a tap of the foot—and 


NEW EATON TANDEM SUSPENSION — 50” springs 
with variable rate design give smooth ride in unloaded 
condition — rubber encased parts at all pivot points 
reduce shock — requires no lubrication. 


your engine is again at maximum efficiency 
—making you more dollars through quicker, 
full-load trips—less wear on engine and 
power transmission parts—longer truck life 
—all with less driver effort than ever before 
possible! 


You can’t afford to be without all the facts 
on the dramatic new Eaton 3-Speed Tan- 
dem Axle. There’s a new, illustrated, fact- 
packed brochure waiting for you. 
Write us direct for it—today. 


* * * 


Eaton Tandem Axles are also available in 2-Speed, 

Single Reduction, and Double Reduction types. 

Fast service if needed—85% of the parts in Eaton \ 
3-Speed Tandem Axles are interchangeable with 

the famous Eaton 2-Speed single axle. 
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Refrigerated for Food Deliveries— 


This refrigerated trailer, operated by the L. C. L. Transit Co., Green Bay, Wis., is 
typical of the units now being used in low-temperature food hauling from shipper to 
distributor. These units are built by Fruehauf in both aluminum and stainless steel. 
The L. C. L. units haul refrigerated food throughout the Midwest. 





Across the Nation ... 





Truck News in Brief 


WASHINGTON.—Cost of the 
average freight claim paid last year 
dropped by $3.25, or about 14.3 per- 
cent, according to a survey by the 
National Freight Claim Council of 
the American Trucking Assns. 

The ratio of freight claims paid 
to gross revenues, however, rose 
from 1.059 percent to 1.284 per- 
cent, the council reported. The 
survey covered operations of 123 
motor carrier firms of all sizes, 
with freight routes extending into 
many states. 

* * 


Detroit Diesel Plans Exhibit 


At West Coast Truck Show 


SAN FRANCISCO.—T ruck die- 
sels to be displayed by the Detroit 
Diesel Engine Division at the Inter- 
national Truck, Trailer and Equip- 
ment Show here starting June 28 
will include Series 53 and 71 mod- 
els ranging from 130 to 290 horse- 
power. 

“In-line” and “V” models meet 
the requirements of light and 


GEAR SHIFT PATTERN CHART 


1500 F 


GEAR SPEEDS 
WITH ONLY A 
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SPEED 
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*with 5C73 Fuller Transmission made espe- 
cially for the Eaton 3-Speed Tandem Axle to 
attain proper gear splits. (Other transmis- 
sions are available with compatible ratios). 
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ENGINE — DIESEL 


3-SPEED AXLE RATIOS — 4.87—5.76 —6.65 
TIRES —10.00 x 20 
TOTAL REDUCTION —48.7 to 1 


Study the chart above and see how the Eaton 3-Speed Gear Splits shown 
can improve your truck performance. Many other ratios available. 
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... Your partner in progress through research... 
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TRANSMISSION — FULLER 5C73 —7.33—4.43—2.62—1.593—1.0 








and trailer mechanical refrigeration 
equipment, announced completion 
of a major sales and service expan- 
sion and modernization program at 
its headquarters here. 

A feature of the company’s serv- 
ice policy is its growing fleet of 
“mobile shops.” These are radio- 
dispatched trucks equipped to han- 
dle on-the-road service and main- 
tenance of any Arctic Traveler unit 
in the company’s sales area, The 
“mobile shops” also make it possi- 
ble to service equipment at the cus- 
tomer’s plant. 

e 












heavy-duty trucks ranging from 
25,000 gross vehicle weight to 85,000 
gross combination weight will be 
shown along with “cutaway” engine 
exhibits. . 

* BS 


Spec Sheets Available 


For New Daybrook Hoist 


BOWLING GREEN, O.—Specifi- 
cation sheets for the new Daybrook 
Series 7AF truck conversion hy- 
draulic hoist are available from 
Equipment Division, Young Spring 
& Wire Corp., Bowling Green, O. 

The company said the Series 7AF 
hoist is self-contained and design- 
ed for easy, low-cost conversion of 
flat bed trucks to dump bodies, Ca- 
pacities range from 13,100 to 25,400 
pounds. 


* * 


Bartels Joins College Staff 


ANGOLA, Ind.—Carl Bartels, re- 
tired traffic manager of Bowser Co., 
Inc., Fort Wayne, Ind., has been 
named an instructor in the Depart- 
ment of Motor Transportation Ad- 
ministration at Tri-State College 


here. 
* * * 


Mack Appoints Davis 
FORT WORTH. — Garner L. 
Davis has been appointed manager 
of the Fort Worth and Dallas 


branches for Mack Trucks, Inc, 
* * * 


* * * 
U. S. Refrigeration Expands 


Sales, Service Programs 
JAMAICA, LONG ISLAND, N. Y. 

—U. S. Refrigeration Corp., a dis- 

tributor of Arctic Traveler truck 


Brockway for Hargrove 


ORLANDO, Fla.—Billy H. Har- 
grove has been granted a Brock- 
way truck franchise. The new com- 
pany has been named Brockway 
Sales & Service Co. and is located 


in 3410 N. Orange Blossom. 
* 2 & 


Wall Chart Helps Select 


Proper Brake Linings 


CHICAGO.—A wall chart pub- 
lished by Gatke Corp. illustrates 
the proper procedure for determin- 
ing the proper replacement brake 
linings to use. 

The chart shows seven key meas- 
urements which determine the cor- 
rect lining. Copies are available 
from the firm at 228 N. LaSalle St., 
Chicago 1, IIl. 

* 8 ® 


Colorado Kenworth Named 


Jacobs Brake Distributor 


DENVER. — Colorado Kenworth 
Co., Denver and Omaha division of 
Kenworth Motor Truck Co., has 
been named exclusive distributor of 
the newly developed Jacobs engine 
brake in several Rocky Mountain 
and High Plains states. 

The Jacobs engine brake con- 
verts a truck’s diesel engine into 
a power-absorbing air pump on 
downhill grades, according to Lars 
O. Prestrud, general manager of 
Colorado Kenworth. 

ok * * 


New U.S. Loan Rate 


Seen Helping Truckers 


WASHINGTON.—H undreds of 
small trucking companies, which 
in 1960 suffered their worst year 
since 1944, will be revitalized by 
their ability to borrow from the 
Small Business Administration in 
low-employment areas at a new 
rate of 4 percent, according to a 
trucking industry spokesman. 

The former interest rate, still in 
force in non-distressed areas, was 
5% percent. The trucking industry 
reaction to the SBA announcement 
came from George H. Minnick, 
comptroller of the American Truck- 
ing Assns. 





* * x 
International Opens 


Office on West Coast 


SAN LEANDRO, Calif.—The 
Motor Truck Division, International 
Harvester Co., has opened a truck 
sales and service branch here at 
14315 Washington Ave., with J. W. 
Larned as manager. 

The new sales and service center 
brings to four the number of Inter- 
national truck branches serving the 
San Francisco Bay area. Others 
are located in Oakland, San Fran- 
cisco and San Jose. 

kK es * 


Kenworth Names Qutlets 


In Ohio and Alabama 


SEATTLE.— Two new distribu- 
tors in Ohio and Alabama have 
been named by Kenworth Motor 
Truck Co. 

They are Hissong Truck Sales 
& Service, West Richfield, O., a 
community between Cleveland and 
Akron, and H. C. Blackwell jr., 
located in Adamsville, Ala. five 
miles west of Birmingham. Each 
new authorized distributor will 
offer complete Kenworth truck 
sales and service in the respective 
states. 



















a ee 
4 


"Wp én ‘ Ve 









tity. Fore 
Me See 





“As | see it, the Gardner Report proves 


Single-minded attention to one job has won TV GUIDE 

the largest circulation in weekly magazine history... ( 
and has created a vigorous, important automotive ad- 
vertising medium. 


TV GUIDE covers television in depth for the selective 
viewer. Its editorial attraction, and its editorial reason 
for being, is television. It pictures, previews, programs 
and reports the subject which is America’s most im- 
portant leisure-time activity. And it does its job more 





; TV Guide has the authoritative editorial atmosphere we want.” 


effectively, more efficiently than any other informa- 
tion source.* 


Nationally, TV GUuIDE reaches your prospects effi- 
ciently and economically. With circulation concentrated 
in the metropolitan areas where most, cars are sold, it 
goes home to more car-owning families—and delivers 
far more of them per dollar—than any other weekly or 
biweekly magazine. With its 60 regional editions, each 
available individually, you can go hammer-and-tongs 


for those specific markets that most need support. 


The volatile atmosphere of television in print is building 
sales for more and more thoughtful advertisers. 
Advertising in TV GUIDE to date 

shows a 53% increase over the same 

period last year. 


Best-selling weekly magazinein America 


*“TV GuIDE: A Stupy IN DeptuH,” by Dr. Burleigh B. Gardner and staff, of Social Research, Inc. 
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By Martin L. Whitmyer 
Staff Writer 

Volkswagen distributors and 
dealers in the United States expect 
to invest about $6 million in adver- 
tising over the next 18 months, an 
increase of $1 million over expendi- 
tures in the same period of 1959-60. 

The 15 distributors and 550 deal- 
ers in the U. S. will contribute an 
average of $25 to $30 per car in ad 
funds through 1962. 

Factory ad expenditures will run 
from $3.5 million to $4 million, 
bringing the total VW ad support 
to close to $10 million over the 
next 18 months. 

* * * 
Spring Drive in L. A. 

The Los Angeles & Orange Coun- 
ty (Calif.) Dodge Dealers Assn. is 
currently using newspapers, radio 
and television to back up its 
“Spring Saving Time” campaign. 

Set to run through mid-June, the 


co 
ns 


W Dealers Budget $6 Million... 


Auto Advertising 








promotion will cost approximately 
$30,000 for commissionable media. 
as a + 


It Pays to Advertise 

The nation’s leading advertisers 
fared better in the recent recession 
than the average company, accord- 
ing to Norman E. Cash, president 
of the Television Bureau of Adver- 
tising. 

Whereas the average company 
had no change in net profits, 1960 
vs. 1959 according to a survey of 
more than 3,400 businesses con- 
ducted by the First National City 
Bank of New York, the average 
company reporting from the list of 
the top 100 advertisers had a profit 
increase of 4.1 percent in 1960 over 
1959, Cash said. 

Among these top advertisers, 
those spending more than 50 per- 
cent of their advertising budgets 
in television had a profit increase 
of 8.9 percent. Those who put 25 
to 50 percent of their budgets in 





television had a profit increase of| count is reported to be substantial- 


5.2 percent, while those who placed 
from zero to 25 percent in televis- 
ion had a profit decline of 2.2 per- 


cent. 
* 


* * 
Rambler Tops Ad Mark 


Rambler advertising was print- 
ed in a total of 305 million copies 
of newspapers in April, making 
it the second-biggest ad month in 
Rambler history, according to 
E. B. Brogan, Rambler advertis- 
ing manager. 

The record month was October, 
1960, when the new 1961 Ram- 
blers were announced and when 
American Motors ran special ads 
announcing the extension of the 
warranty on new Ramblers to 12 
months or 12,000 miles. 

* * * 


Case Appoints GMM&B 


J. I. Case Co, Racine (Wis.) 
manufacturer of agricultural, util- 
ity and industrial tractors and as- 
sociated equipment, has awarded 
its entire advertising account to 
Geyer, Morey, Madden & Ballard. 

The agency’s Western Division 
previously handled the company’s 
agricultural advertising and will 
now serve the industrial and utility 
divisions, from its office in Racine. 

Billing on the combined Case ac- 


from the beginning of time... 
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ly in excess of $1,000,000. 
* * * 


West-Holiday Name Change 


Nelson Roberts & Associates, 
Inc., will become the new name of 
West-Holiday Co., Inc., newspaper 
publishers representatives, effective 
June 1. 

The name change is the sixth for 
the firm, in its 50-year history of 
newspaper representation, Person- 
nel of the firm remains unchanged. 

* * * 


Chicago Market Surveyed 


A study of the Chicago market 
and its newspapers, entitled Market 
Power: Chicago, has been publish- 
ed by the Chicago Tribune Adver- 
tising Department. 

The 56-page booklet contains a 
breakdown of figures covering the 
following newspaper-reading cate- 
gories: 

Households, “true” housewives, 
women, men, adults, purchasing 
households by items purchased and 
advertising choice. 

All categories except advertising 
choice include figures on the fol- 
lowing: 

Annual household income, house- 
hold location, household tenure, 
household size, occupation of 
household head, education of house- 


NOTHING HAS 


THE 


IMPORTANCE OF A 


PROPER FRAME! 





As it was with the prehistoric dinosaur, the frame—or skeleton—is a vital part of modern pas- 
senger cars and trucks—is, in fact, the backbone of the vehicle. And, when all of the factors of 
rigidity, durability and load support are considered, the separate frame provides many important 
advantages over the unitized concept. 

The separate frame benefits both car manufacturer and car owner. It’s safe, absorbs road 
shocks with less noise transfer, offers more resistance to stresses and strains. The separate frame 
allows for flexibility as well as quick design changes—and it permits body repairs and replacements 
at lower cost. 

The separate frame is not a static unchanging structure. Through the years its design has been 
constantly revised to meet new requirements for passenger comfort and safety. It will continue 
to be adapted to new driving and styling trends as they occur in the future. 

For over 50 years Parish has been a leading producer of frames for passenger cars. We will 
be happy to place our extensive facilities and product know-how at your disposal in connection 
with any automotive frame or structural problems you may have. 


PARISH 


PRESSED STEEL 





DIVISION OF DANA CORPORATION e 


READING, PENNSYLVANIA 


hold head, age of household head, 
race and nativity of household 
head, newspaper combinations 
read. 

* * oo 


Sales Unit for Bren/Weld 


Bren/Weld Corp., 5114 Third 
Ave., Brooklyn, N. Y., hag announc- 
ed the formation of Bren/Weld 
Sales, Inc., to handle all sales, pro- 
motion and advertising of the 
firm’s line of welding equipment. 

Ingram Carner is president of 
the new corporation and Nathan 
N. Zell has been retained as sales 
development consultant, Walter J. 
Zifamerman Associates, Inc., has 
been appointed advertising agency. 

te * * 


Another Award for Dodge 


Dodge News Magazine has re- 
ceived its third major award of the 
year. 

The International Council of In- 
dustrial Editors, representing near- 
ly 4,000 magazines in the United 
States, Canada, Hawaii, Britain 
and West Germany, named Dodge 
News a second place winner in its 
annual “Achievement for Manage- 
ment” competition. 

The award was based on the pub- 
lication’s success in “winning cus- 
tomers and customer support’ for 
Dodge dealers. Dodge News topped 
all automobile dealer publications. 

Kk * cd 


Silver Anvil to Allstate 


Allstate Insurance Cos., has 
been awarded the “Oscar” of the 
public relations industry, the Sil- 
ver Anvil Award, for “outstand- 
ing public relations performance 
in the fields of banking, finance 
and insurance.” 

The award was presented to 
Allstate by the American Public 
Relations Assn. for developing 
and publicizing the “Teenage 
Pattern” study. This documented 
for the first time the relationship 
between car usage and academic 
performance among high school 
students. 

* * * 


C-E Add International Unit 


Creation of an international ad- 
vertising department by Campbell- 
Ewald Co. has been announced by 
Thomas B. Adams, president. 

The operation will be based in 
the agency’s New York office under 
the direction of Monte Johnson, 
formerly of Robert Otto & Co. and 
a 14-year specialist in overseas 
marketing. 

* * 


‘Open Doors’ Newsletter 


A new publication, Open Doors, 
a newsletter of creative sales ideas, 
has been announced by American 
Marketing Services, Inc., Boston. 
The idea letter will be published on 
a monthly schedule. 

Sample copies are available on 
request to American Marketing 
Services, Inc., 610 Newbury &t., 


Boston 15, Mass. 
* * * 


ASM Selects Agency 

The American Society for Met- 
als has named Clark & Bobertz, 
Inc., Detroit and Cleveland, as its 
public relations agency for the 
43rd National Metal Congress 
and Exposition in Detroit Oct. 
23-27. 


* * * 


MAB Film Available 


Ideas Inside, a film dealing with 
the values and profitable use of 
magazine advertising at the point 
of sale, has been released by the 
Magazine Advertising Bureau of 
the Magazine Publishers Assn. 

Promotion of the film has al- 
ready begun and will continue 
through the fall of this year. Prints 
and further information are avail- 
able through Magazine Advertising 
Bureau, 444 Madison Ave., New 
York 22, N. ¥. 

ok * * 


Personnel Changes 


E. McCord Mulock jr., from ac- 
count director to management 
service director for the Buick ac- 
count at McCann-Erickson’s De- 
troit office... Charles P, Flynn 
from account executive to account 
director on the Buick group, and 
C. Gilbert Sellman, with McCann 
since 1957, to the Buick account 
executive ... Robert J. Sinclair to 
director of advertising and sales 
promotion for Saab Motors, Inc., 
New York . . . Thomas O. Scripps 
from manager of the Los Angeles 
public relations office of Ford 
Motor Co, to public relations man- 
ager of the company’s Motorcraft 
Division. 


| 
| 





~ 





Some of your best 

customers 

are vacationgoers... 

and their favorite 
“go” guide is 


The New York Times* 





“No wonder resort and travel 
advertisers use over twice 
as much advertising in The Times 
as in any other U.S. newspaper... 
more than in all magazines combined. 
Consider this: 85 out of every 
100 pleasure travelers in the U.S. 
go by car. Consider your best 
prospects sold on you when you 
sell through The New York Times. 
It’s first in New York 


in automotive advertising. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Nov. 
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Dec. 
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Jan. 
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"60 61 
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"60 «+61 
April 


"60 61 
March 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

* * * 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of May 23. 


BUICK—’56 Super 2-dr. Riviera, $300* 
(ps); Special 4-dr., $250*. 
’55 Special 4-dr., $455*, 
CADILLAC—’61 (60) Special 4-dr, hard- 


top, $4,600* (ps). 

’58 (62) 2-dr, hardtop, $1,760* (ps). 

"55 (62) 4-dr., $670* (ps); Coupe de 
Ville, $640* (ps). 

"50 (62) 2-dr. hardtop, $360*. 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,435* (ps); Corvair Monza (6) 2-dr., 
$1,925. 

’60 Impala (8) conv., $2,000* (ps); Cor- 
vair (6) 4-dr., $1,390*, 

’59 Impala (8) sport coupe, $1,555; sport 
sedan, $1,375*; Biscayne (6) 2-dr., 
$800. 

’58 Delray (8) 4-dr., $810*; Bel Air (6) 
sport coupe, $775. 

’57 Bel Air (8) sport sedan, $1,015*; 4- 
dr., $790*; Two-ten (8) 4-dr., $915*, 
$740*; station wagon 2-dr., $725*. 

’55 Two-ten (8) 4-dr., $550*; Two-ten 
(6) 4-dr., $275, 

’54 Two-ten 2-dr., $185*; station wagon 
4-dr., $135. 

OCHRYSLER—’59 Windsor 2-dr. 
$1,845* (ps). 

’57 NY 2-dr, hardtop, $795* (ps). 

’53 Windsor 4-dr., $125* (ps). 
COMET—’60 Comet 4-dr., $1,575*. 
DeSOTO—’58 Firedome 4-dr., $875* (ps). 

’57 Firesweep 2-dr. hardtop, $475* (ps). 
DODGE—’60 Dart (8) Pioneer station 

wagon 4-dr., $1,780* (ps). 

’57 Custom Royal (8) 4-dr., $655* (ps); 
Royal (8) 4-dr., $575* (ps). 


hardtop, 


EDSEL—’59 Ranger 2-dr. hardtop, $740*. 
FORD—’61 Falcon (6) 2-dr., $1,810*. 
760 Galaxie (8) starliner, $1,690* (ps); 
Fairlane 500 (8) 4-dr., $1,320* (ps), 
$1,295* (ps); Fairlane (8) 2-dr., $1,- 
270. 
59 Galaxie (8) conv., $1,520* (ps); 2- 
dr., $1,305*; Fairlane 500 (8) 4-dr., 
$1,450* (ps); 4-dr. Victoria, $1,400* 


(ps); 2-dr., $1,140* (ps); Ranch Wag- 
on (8) 2-dr., $1,055*; Custom 300 (6) 
2-dr., $600*. 

’5S8 Fairlane 500 (8) 4-dr., $735*; Custom 
300 (6) 2-dr., $540. 

’57 Custom 300 (8) 4-dr., $450. 

’56 Thunderbird (8) conv., $1,580* (ps); 
Fairlane (8) 2-dr., $600; conv., $480*; 
Custom (8) 2-dr., $390*; Ranch Wagon 
(8) 2-dr., $305. 

’55 Fairlane (8) 2-dr., $250. 

IMPERIAL—’ 57 Crown 2-dr. hardtop, $1,- 
250* (ps). 

MERCURY—’61 Meteor 800 4-dr. hardtop, 
$1,825* (ps). 


59 Montclair 4-dr., $1,350* (ps); Park 
Lane 2-dr. hardtop, $1,340* (ps). 
’58 Monterey 2-dr., $725* (ps); 4-dr., 
$700* (ps); 4-dr, hardtop, $670* (ps). 
"57 Monterey 4-dr., $515*. 
OLDSMOBILE — ’60 (88) 4-dr., $2,360* 


(ps). 

"58 (88) 4-dr., $1,130* (ps). 

’57 (88) Super conv., $1,005* (ps); (98) 

4-dr., $800* (ps). 

’56 (88) 2-dr, Holiday, $375*. 

’55 (88) Super 2-dr., $540*; 

$330* (ps). 
PACKARD—’55 Patrician 4-dr., $370* (ps). 
PLYMOUTH—’59 Suburban (8) Sport 4- 
dr., $1,450* (ps); Belvedere (8) 4-dr. 
hardtop, $975*. 

’58 Belvedere (8) 2-dr., $675*. 

PONTIAC—’60 Ventura sport coupe, 
375* (ps); Catalina 2-dr., $1,850*. 

’59 Catalina 4-dr., $1,380*. 

’57 Star Chief 2-dr. Catalina, $560* (ps). 

’56 Chieftain 2-dr, Catalina, $310*. 

’54 Chieftain 2-dr., $165*; 4-dr., $130. 
RAMBLER—’60 Custom (6) 4-dr., $1,300; 

American (6) 4-dr., $1,060. 

*59 American (6) station wagon, $930*. 
STUDEBAKER—’59 Lark (6) 4-dr., $800. 
MISCELLANEOUS—’59 Ford (6) %-ton 

truck, $495. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of May 23, Action 
good, Market strong. Clean cars in strong 
demand. Sold 284 cars from 301 consign- 
ments. 

BUICK—’60 LeSabre 4-dr., $1,615*. 
’59 Invicta Estate Wagon, $1,605* (ps); 
Electra 4-dr. hardtop, $1,435* (ps); 

LeSabre 2-dr. hardtop, $1,355*. 


(88) 4-dr., 


$2,- 


’57 Century 4-dr, Riviera, $750* (ps); 
2-dr. Riviera, $525* (ps); RM 4-dr. 
Riviera, $610* (ps); Super conv., $525* 
(ps). 

’56 Special 2-dr, Riviera, $295*; RM 4- 
dr., $250*. 


55 Century 4-dr, Riviera, $295* (ps); 


Super 2-dr, Riviera, $280* (ps), $100* 
(ps). 
’54 Century 4-dr., $140, 


53 Super 4-dr., $155*; Special 2-dr., 
$110, $100*. 
OCADILLAC—’60 (62) conv., $3,810* (ps). 


"59 de Ville 4-dr, hardtop, $3,050* (ps), 


$2,735* (ps); (62) 2-dr, hardtop, $2,- 
750* (ps); 4-dr. hardtop, $2,570* (ps); 
(60) Special 4-dr, hardtop, $2,750* 
(ps). 


’58 (62) 4-dr. hardtop, $1,810* (ps). 

"56 (62) 4-dr., $725* (ps). 

’55 (62) conv., $700* (ps); 
top, $500* (ps). 

"52 (75) 4-dr., $125* (ps). 
CHEVROLET—’ 61 Corvette (8) conv., $3,- 
500. 

"60 Impala 


2-dr, hard- 





(8) sport coupe, $1,880*; 
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Kingswood (8) 4-dr., $1,850*; Bel Air 
(8) 4-dr., $1,630*, $1,520*, $1,505", 
$1,500*, $1,490*, $1,485*, $1,480*, $1,- 
360; Corvair (6) 4-dr., $1,360*, $1,- 
300*, $1,280*, $1,270*. 

’59 Impala (8) conv., $1,510* (ps), $1,- 
310; Nomad (8) 4-dr., $1,450* (ps); 
Parkwood (6) 4-dr., $1,175, $1,150, 
$1,145, $1,095*, $1,075; Bel Air (8) 4- 
dr., $1,170*, $1,160* (ps), 2 at §$1,- 
155*, $1,150*, $1,125*, 3 at $1,120", 
$1,080*, $1,075*, $1,040*; 2-dr., $970*; 
Bel Air (6) 4-dr., $1,130*, $1,085*, $1,- 
075*, 2 at $1,025, $1,020, $1,015, $995, 
$975, $965, $960; Biscayne (6) 2-dr., 
$920*, $910, $510. 

‘58 Impala (8) conv., 2 at $1,175* (ps); 
Brookwood (6) 4-dr., $685; Delray (8) 
2-dr., $280*, $220, 


Detroit 7, Michigan. 
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’57 Two-ten (8) station wagon, $720*; 
Two-ten (6) 2-dr,, $690; 4-dr., $680*, 
$525". 

’56 Bel Air (6) 4-dr., $570*, $260*; Two- 
ten (6) 4-dr., $490, $400; 2-dr., $115*. 

’55 Bel Air (8) 4-dr., $485*; Bel Air (6) 


sport coupe, $105; Two-ten (6) 4-dr., 
$365, $300, $275, $200*, 
’53 Two-ten 2-dr., $105*, 
CHRYSLER—'59 NY 4-dr. hardtop, §$1,- 
750* (ps); 2-dr, hardtop, $1,725* (ps). 
‘58 NY 4-dr, hardtop, $1,050* (ps); Sa- 
atoga 4-dr, hardtop, $1,049* (ps). 
’55 Windsor 4-dr., $230*, 
COMET—’60 Comet 4-dr., $1,470*. 
DeSOTO—’57 Fireflite 4-dr. hardtop, $525* 
(ps); Firedome 4-dr., $450* (ps), 
$425* (ps). 
DODGE—’61 Lancer (6) 2-dr. hardtop, 
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Frequency Rates: Listing (maximum: three lines of type) —$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For display Rates contact Want Ad 


$1,775. 
’57 Coronet (8) 4-dr. hardtop, $425* 
(ps); 2-dr. hardtop, $425*; 4-dr., 
$295". 


’55 Coronet (8) 4-dr., $135*; 2-dr., $100; 
Custom Royal (8) 4-dr., $130* (ps). 


54 Royal (8) 2-dr., $195*, 
’53 Coronet (8) 4-dr., $100*, 
EDSEL—’58 Citation conv., $660* (ps); 


Corsair 4-dr. hardtop, $555* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,680* (ps). 
’60 Thunderbird (8) 2-dr, hardtop, $2,- 
610* (ps); Fairlane (8) 4-dr., $1,510*, 


$1,390*; Fairlane 500 (8) 2-dr., $1,- 
350* (ps); 4-dr., $1,340*, $1,320*, $1,- 
210°. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
175* (ps); Galaxie (8) 2-dr. Victoria, 
$1,340* (ps); Country Sedan (8) 4-dr., 
$1,050*, $980*; Fairlane (8) 4-dr., 
$975*, $930, $915, $840* (ps); 2-dr., 
$900; Custom 300 (8) 2-dr., $880*; 4- 
dr., $825, 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
875* (ps), $1,800* (ps); Fairlane 500 
(8) conv., $1,020* (ps), $900* (ps); 
4-dr, Victoria, $625* (ps); Country 
Sedan (8) 4-dr., $980* (ps), $550; 
Custom 300 (8) 2-dr., $550; DelRio 


(8) 2-dr., $515*. 

’57 Ranch Wagon (8) 2-dr., $630* (ps); 
Fairlane 500 (8) conv., $515* (ps); 
Custom (8) 2-dr., $205*. 

56 Ranch Wagon (8) 2-dr., $355*; Cus- 
tom (8) 2-dr., $350; Country Sedan 
(8) 4-dr., $275*, $230* (ps). 

’55 Fairlane (8) 2-dr, Victoria, $270*; 
2-dr., $135*; 4-dr., $125*; Custom (8) 
2-dr., $195, 

’54 Custom (8) 4-dr., $165*, 2 at $100*; 
Main (8) 2-dr., $140, 

’53 Crest (8) conv., $100*. 
HUDSON—’55 Hornet 4-dr., $270*. 
IMPERIAL—’59 Crown 4-dr. hardtop, $2,- 

140* (ps); Imperial 4-dr, hardtop, $2,- 
040* (ps). 

’58 Imperial 4-dr. hardtop, $1,505* (ps). 

’57 Imperial 2-dr, hardtop, $1,020* (ps); 
4-dr., $755* (ps). 

LINCOLN—’59 Capri 4-dr. hardtop, $1,- 
935* (ps); 2-dr. hardtop, $1,895* (ps). 

’58 Premiere 2-dr, hardtop, $1,410* (ps). 

’57 Capri 4-dr., $930* (ps); Premiere 2- 
dr. hardtop, $810* (ps). 

’56 Premiere 4-dr., $275* (ps). 

’53 Capri 2-dr. hardtop, $125* (ps). 

MERCURY—'57 Montclair 2-dr. hardtop, 
$590* (ps), $420* (ps); 4-dr, hardtop, 
$450* (ps), $410*. 

‘56 Monterey station wagon, $580*. 

’55 Monterey 2-dr. hardtop, $250*. 

’54 Montclair 4-dr, hardtop, $130*, 


(Continued on Page 41, Col, 1) 
















ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782! 

SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 








L UC A D, the Dealers’ Directory 
to Leading Auto Auctions. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





“FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947, 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








MICHIGAN 


State Fair 


Auto Auction, Inc. 
OF GREATER DETROIT 
@ Open Daily 9-5, 








SALE Mon. 9 am-11 pm 
EVERY for Auction 
TUESDAY Reservations. 
NOON @ Checks & Titles 
Guaranteed. 


@ Auto Auction Report Weekly. 


®@ Big Jackpot Cash Prize at 
Every Sale 


®@ Michigan's Fastest Dual Lane Sale. 


19745 Ralston, Detroit 3, Michigan 
(Near Woodward & State Fair Aves.) 


TO 9-4660 
NOW! 


SPECIAL TRUCK LANE 
EVERY TUESDAY, 11 A.M. 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 





NEW JERSEY 


N-A-D-E 
Pm a 
OVER 


600 CARS|... 


EVERY WEEK LANES 


ar eee 








Minutes from New York City 






EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
Insured By 


AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection.. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 











OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 








IT 
TAKES 


FouR- 
oF -A- 
KinD 


TO BEAT A 
FULL HOUSE 


More and more clean cars . . . a higher 
and higher percentage sold .. . has drawn 
@ larger and larger ‘full house” of active 
buyers every Friday at the Manheim Auto 
Auction. 

We have to have ‘‘four-of-a-kind” to beat 
it... so now there are 


Four ACTION-PACKED LANES 

at the largest auto auction in the world 
The winner? Our customers, of course. Be- 
cause now you can see more cars — sell 
more cars — collect your money and get 
home earlier than ever before! 


SALE EVERY FRIDAY AT 10 A. M. 


Guaranteed Titles © Auction Checks Issued 
® Ladies’ TV Lounge 
Restaurant Featuring Lancaster County 
Home Cooking 


Manheim Auto Auction, Inc. 


ON ROUTE 72 e MANHEIM, PA. 
MOhawk 5-2401 
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OLDSMOBILE — ’'59 (88) 4-dr. Holiday, 

$1,510* (ps). 

’58 (88) 4-dr. Holiday, $905* (ps); conv., 
$900* (ps). 

’57 (98) 4-dr, Holiday, $825* (ps); (88) 
Super 4-dr. Holiday, $525* (ps). 

56 (88) 4-dr. Holiday, $400*, $350* 
(ps); 4-dr., $385* (ps). 

’55 (98) conv., $470* (ps); (88) 2-dr. 
Holiday, $325*, $105* (ps); 4-dr., 
$125". 


PACKARD—'55 Clipper 2-dr., $170*. 
PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 


110*; Savoy (8) 2-dr., $450*. 

*59 Suburban (8) 4-dr., $830* (ps); Sub- 
urban (6) 2-dr., $540; Belvedere (8) 
4-dr., $805*. ~ 

’5S Belvedere (8) conv., $850* (ps); Sub- 
urban (8) 2-dr., $580* (ps); Sport 4- 
dr., $505*; Plaza (8) 2-dr., $455. 

’57 Belvedere (8) 4-dr., $510*, $275*; 
Savoy (8) 4-dr., $340*; Savoy (6) 4- 


dr., $205*; Plaza (8) 4-dr., $315, $275. 
’55 Belvedere (8) 4-dr., $275*. 


PONTIAC—’60 Bonneville conv., $2,400* 
(ps). 
’59 Catalina Safari 4-dr., $1,650* (ps); 


4-dr., $1,510* (ps), 

’58 Star Chief 4-dr., $1,250* (ps); Chief- 
tain 4-dr, Catalina, $860* (ps). 

’57 Chieftain Safari 4-dr., $630* (ps); 
2-dr. hardtop, $375*; 2-dr., $310*. 

’56 Chieftain 2-dr, Catalina, $435, 

’55 Star Chief 2-dr. Catalina, $185* (ps); 
Chieftain Safari 4-dr., $160, 


RAMBLER—’60 American (6) 2-dr., $1,- 
05%. 
59 American (6) station wagon 2-dr., 
$775*. 


’57 Super (6) 4-dr., $500. 
MISCELLANEOUS—’59 Chevrolet 
ton El Camino pickup, $1,075, 
’57 Dodge (8) %-ton panel, $225, 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of May 24. 


(8) %- 


BUICK—’59 LeSabre 2-dr. hardtop, $1,- 
770* (ps). 

’58 Special 4-dr., $975* (ps). 

’57 RM 4-dr. Riviera, $630*. 
CADILLAC—’58 Eldorado conv., $2,200*. 
CHEVROLET—’61 Corvair 900 (6) 2-dr., 

$2,050*, 

’60 Impala (8) conv., $2,125* (ps), $2,- 
040; sport coupe, $1,975*, $1,840*; 
sport sedan, $1,925* (ps); Bel Air (8) 
sport coupe, $1,750*; Corvair 700 (6) 
4-dr., $1,170. 

’*59 Impala (8) conv., $1,740* (ps), $1,- 
700*; sport sedan, $1,550*, $1,515*; 
4-dr., $1,525*; Impala (6) 4-dr., $1,- 
400*; Parkwood (6) 4-dr., $1,440*; 
Brookwood (8) 2-dr., $1,420*; Brook- 
wood (6) 4-dr., $1,075; Bel Air (6) 
2-dr., $1,250*, $1,175; 4-dr., $1,150*; 
Bel Air (8) 2-dr., 2 at $1,175*; Bis- 
cayne (8) 4-dr., $1,110*. 

’5S Impala (8) conv., $1,225*; sport 


coupe, $1,160* (ps). 


"57 Two-ten (8) station wagon 4-dr., 
$990*, $790*; 4-dr., $660*; Two-ten 
(6) 2-dr., $615; Bel Air (8) station 


wagon 4-dr., $980*; sport sedan, $875* 
(ps); sport coupe, $725*; One-fifty (6) 
4-dr., $680; 2-dr., $550. 
’56 Two-ten (6) station wagon 
(9 pass.), $580*. 
CHRYSLER ’56 Windsor 4-dr., 


4-dr. 


$530* 


(ps). 
COMET—’60 Comet station wagon, $1,660, 


$1,600*. 
DODGE—’61 Lancer (6) 2-dr., $1,615, 
759 Royal (8) 4-dr., $1,285* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hard- 


top, $3,450*, $3,350* (ps); Galaxie (8) 


2-dr., $2,400*. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
700* (ps); Galaxie (8) conv., 3 at 
$2,100*, $2,075* (ps), $2,005* (ps), $1,- 
990* (ps), $1,985* (ps), $1,950* (ps); 
4-dr., $1,750* (ps), $1,600*, $1,510*; 
4-dr, Victoria, $1,620* (ps), $1,590*; 


Country Sedan (8) 4-dr., $1,750* (ps), 
$1,700*; Fairlane 500 (8) 4-dr., $1,- 
525* (ps); Ranch Wagon (8) 2-dr., 
$1,465; Falcon (6) 2-dr., $1,4550*, $1,- 
250; 4-dr., $1,370, $1,240. 

759 Thunderbird (8) 2-dr. hardtop, §$2,- 
125*(ps); Galaxie (8) conv., $1,595* 
(ps); 2-dr., $1,475*; Ranch Wagon (8) 
4-dr., $1,430*; 2-dr., $1,100*; Fairlane 


(8) 4-dr., $1,130*; Custom 300 (8) 
2-dr., $1,025, $1,010*. 
’58 Thunderbird (8) 2-dr, hardtop, $1,- 


Fairlane 500 (8) 2-dr, Vic- 
2-dr., 2 at $775*, $615*. 
(8) conv., $790, $700; 
4-dr, Victoria, $685*, $660*; Country 
Sedan (8) 4-dr., $690*, $600; Custom 
300 (6) 2-dr., $500*; 4-dr., $400. 


950* (ps); 
toria, $875*; 
’57 Fairlane 500 


’56 Fairlane 500 (8) conv., $525; Cus- 
tom (8) 2-dr.,.$420*. 
MERCURY—’60 Monterey 2-dr., $1,460. 


’57 Monterey 2-dr. hardtop, $450*. 
’55 Monterey station wagon 4-dr., $425*; 


4-dr., $375*, 

’53 Monterey 2-dr. hardtop, $200*. 

NASH—’55 Ambassador (8) 2-dr. hard- 
top, $115*, 

OLDSMOBILE—’61 F-85 4-dr., $1,950*. 

759 (88) 4-dr. Holiday, $1,700* (ps). 

58 (88) 2-dr. Holiday $1,060*. 

’57 (88) 2-dr., $710*, 

PLYMOUTH—’59 Fury (8) 2-dr. hard- 
top, $1,200* (ps); Belvedere (8) 2-dr. 
hardtop, $1,065*; 4-dr, hardtop, $1,- 
000* (ps); Belvedere (6) 4-dr., $850. 

’58 Belvedere (8) conv., $900* (ps). 

’57 Belvedere (8) 4-dr, hardtop, $415* 
(ps); Savoy (8) 4-dr., $315*. 

’55 Belvedere (8) 2-dr., $160; Plaza (6) 
suburban 2-dr., $125*. 

PONTIAC—’60 Bonneville conv., $2,700*; 
Safari 4-dr., $2,300; Ventura’ sport 
coupe, $2,350* (ps); Star Chief 4-dr., 
$2,050* (ps); Catalina 2-dr., $2,050*; 
sport coupe, $2,050* (ps); 4-dr., $1,- 
820*. 

’59 Catalina conv., $1,810* (ps); Safari | 
4-dr., $1,750*; 4-dr., $1,700*, $1,450* 
(ps), $1,390*. 

’56 Chieftain 2-dr. Catalina, $360* (ps). 

RAMBLER—’60 Deluxe (6) 4-dr., $1,- 
430*. 

759 Deluxe (6) 4-dr., $900. 

’57 Custom (6) 4-dr., $600, 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of May 23. 


BUICK—’60 LeSabre Estate Wagon, $2,- 
790* (ps). 
’59 LeSabre conv., $1,945* (ps); 4-dr. 





hardtop, $1,700* (ps), $1,555*; In- 
victa conv., $1,805* (ps). 

’58 Super 2-dr, Riviera, $1,240* (ps). 

’57 RM 4-dr. Riviera, $950* (ps); Spe- 
cial 2-dr. Riviera, $900* (ps). 

’56 Super 4-dr. Riviera, $550*; Special 
4-dr. Riviera, $475*; 2-dr. Riviera, 
$465*; Century 2-dr. Riviera, $415* 
(ps). 

’55 Special 2-dr. Riviera, $445*, $435*, 


$270*; 4-dr., $210*; Century 4-dr. Rivi- 
era, $435*; Super 2-dr. Riviera, $435* 
(ps), $430* (ps); 4-dr., $355* (ps); 
RM 2-dr. Riviera, $275* (ps). 

CADILLAC — ’60 Eldorado conv., 
(ps); de Ville 2-dr. hardtop, $4,300* 
(ps), $4,175* (ps), $4,000* (ps); (62) 
2-dr. hardtop, $4,025* (ps), $3,835* 
(ps); 4-dr., $3,785* (ps). 

'59 de Ville 2-dr. hardtop, $3,620* (ps); 
4-dr. hardtop, $3,555* (ps), $3,455* 
(ps), $3,435* (ps), $3,285* (ps); (62) 
4-dr., $3,320* (ps), $3,150* (ps). 

58 (60) Special 4-dr. hardtop, $2,395* 
(ps), $2,300* (ps), $2,160* (ps); (62) 
Sedan de Ville, $2,390* (ps), $2,150* 
(ps); Coupe de Ville, $2,285* (ps), $2,- 
175* (ps); 2-dr. hardtop, $2,270* (ps); 
conv., $2,240* (ps), $2,130* (ps), $2,- 
085* (ps); 4-dr., $1,975* (ps). 

’57T (62) Sedan de Ville, $1,725* (ps); 
4-dr., $1,650* (ps). 

56 (62) Sedan de Ville, $1,230* (ps), 
$1,090* (ps); 2-dr. hardtop, $985* (ps); 
((ps); Coupe de Ville, $900* (ps); 4- 
dr., $865* (ps); (60) Special 4-dr., $1,- 


$4,440* 


CHEVROLET — ’'61 Parkwood 


095* (ps). 

’55 (62) Coupe de Ville, $985; 2-dr. hard- 
top, $950, $660; 4-dr., $685. 

(8) 4-dr., 
$2,705* (ps); Impala (8) sport sedan, 
$2,585* (ps); Corvair Monza (6) 2-dr., 
$2,185*, $2,180*, $2,160*; Corvair 700 
(6) station wagon, $2,150*. 

’60 Corvette (8) conv., $2,485; Impala 
(8) sport coupe, $2,400, $2,275, $2,220* 
(ps), $2,035*; conv., $2,300* (ps); 
Parkwood (8) 4-dr., $2,255* (ps), $2,- 
175* (ps); Bel Air (8) sport sedan, $1,- 


775*; Corvair 700 (6) 4-dr., $1,585*; 
2-dr., $1,565*; Corvair 500 (6) 4-dr., 
$1,285. 

’59 Impala (8) sport coupe, $1,800, $1,- 
780* (ps), $1,775, $1,700, $1,685, $1,- 
620*; 4-dr., $1,590* (ps); conv., $1,- 


585* (ps); Impala (6) sport sedan, $1,- 
450; Parkwood (8) 4-dr., $1,765* (ps); 
Parkwood (6) 4-dr., $1,625; Brook- 
wood (6) 4-dr., $1,560* (ps); Brook- 
wood (8) 2-dr., $1,425* (ps); Bel Air 
(8) 4-dr., 2 at $1,375*, $1,359* (ps), 
$1,295* (ps); Biscayne (6) 4-dr., $1,- 
160*; 2-dr., $1,125; Biscayne (8) 2-dr., 
$1,095. 


"58 Corvette (8) conv., $2,085*; Impala 
(8) sport coupe, $1,410* (ps), $1,340* 
(ps), $1,175*; Delray (6) 2-dr., $825; 
Biscayne (6) 2-dr., $815. 

’57 Bel Air (8) sport coupe, $1,000*; 
conv., $985* (ps); Two-ten (8) station 


wagon, $810*; Two-ten (6) 2-dr., $700*, 
$525; One-fifty 4-dr., $635, $625. 

’56 Bel Air (6) station wagon (9 pass.), 
$790*; 4-dr., $520; Bel Air (8) sport 
sedan, $695*; 2-dr., $625*; Two-ten (8) 
station wagon (9 pass.), $685* (ps); 
(6 pass.), $475*; 2-dr., $600*; Two-ten 
(6) station wagon, $675*; One-fifty (6) 
4-dr., $495*; 2-dr., $470. 

’55 Nomad (8) 2-dr., $835*; 
sport coupe, $790, $565*, $545; conv., 
$685, $635*; Bel Air (6) sport coupe, 
$575; Two-ten (6) station wagon, 


Bel Air (8) 








Model Breakdown 
Of Auction Averages 














May, April, Mar., 
1961 1961 1961 
$2,438 $2,494 $2,561 
1,900 1,935 1,909 
1,465 1,367 1,355 
989 960 963 
649 654 634 
427 433 444 
314 323 323 
220 210 206 
Overall _ 
Average $1,050 $1,047 $1,049 
$585* (ps), $395; 2-dr., $380; 4-dr., 
$350*; Two-ten (8) station wagon 


$525*, $485*; One-fifty (6) station 
wagon, $550; utility sedan, $400*, 
CHRYSLER — ’60 Windsor 4-dr., $2,675* 
(ps). 
’56 Windsor Town & Country, $805* (ps), 
$685* (ps); NY 2-dr, hardtop, $690* 


(ps). 
’55 (300) 2-dr. hardtop, $585* (ps). 
COMET—’60 Comet 2-dr., 2 at $1,550. 


DeSOTO—’58 Fireflite 4-dr. hardtop, $1,- 
235* (ps). 

’57 Adventurer 2-dr. hardtop, $1,030* 
(ps); Fireflite 4-dr, hardtop, $730*; 
Firesweep 4-dr, hardtop, $665* (ps); 
4-dr., $485*. 


’56 Firedome 4-dr., $390. 

DODGE—’61 Dart (6) Pioneer 2-dr, hard- 
top, $2,085; Seneca 2-dr., $1,775; Lan- 
cer 770 (6) 4-dr., $1,985*, 

60 Dart (8) Pioneer 4-dr., $1,800* (ps). 
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’59 Coronet (8) 4-dr., $1,430* (ps). 
’58 Sierra (8) 4-dr., $1,130* (ps). 


‘57 Sierra (8) 4-dr., $665* (ps); Coronet 
(8) 4-dr., $665*; Royal (8) 4-dr., 
$595". 


’56 Coronet (8) Sierra 4-dr., $390*; Cus- 
tom Royal (8) conv., $345* (ps); 4- 
dr., $345*, 

’55 Coronet (8) Suburban 2-dr., $475*, 

FORD—’'61 Thunderbird (8) 2-dr. hardtop, 
$4,250* (ps), $4,200* (ps), $4,000* 
(ps), $3,975* (ps), $3,950* (ps), $3,- 
800* (ps), $3,745* (ps); Falcon (6) 
station wagon, $2,100* (ps), $2,040, 
$2,035. 

’60 Thunderbird (8) 2-dr, hardtop, $3,- 
005* (ps), $3,000* (ps), $2,990* (ps); 
Galaxie (8) 4-dr. Victoria, $1,865* 
(ps); 4-dr., 2 at $1,600* (ps); Falcon 
(6) station wagon, $1,590; 4-dr., $1,- 


530*, $1,350; 2-dr., $1,320*; Fairlane 
(8) 4-dr., $1,560*, $1,475*; 2-dr., $1,- 
335. 


*59 Thunderbird (8) 2-dr, hardtop, $2,- 
590* (ps), $2,535* (ps); conv., $2,475* 
(ps); Country Sedan (8) 4-dr., $1,660* 
(ps), $1,640* (ps), $1,600* (ps), $1,- 
350* (ps); Country Sedan (8) 4-dr. (9 
pass.), $1,640* (ps); Galaxie (8) 2-dr. 
Victoria, $1,555* (ps), $1,545* (ps), 
$1,510* (ps); 2-dr., $1,480* (ps); 4- 
dr., $1,085*; Ranch Wagon (6) 2-dr., 
$1,365; Custom 300 (8) 2-dr., $1,190, 
$1,115, $1,110*, $1,050; Custom 300 
(6) 2-dr., $1,085; Fairlane (8) 2-dr., 
$1,170*. 

’58 Thunderbird (8) 2-dr, hardtop, $2,- 
190* (ps), $2,085* (ps), $2,005*, $1,- 
920* (ps); Country Sedan (8) 4-dr., 
$1,130* (ps), $900, $835* (ps); Fair- 
lane 500 (8) conv,, $970* (ps), $860* 
(ps); Fairlane (8) 2-dr. Victoria, $910* 
(ps4; Custom 300 (6) 4-dr., $700; Cus- 
tom 300 (8) 2-dr., $690*. 

’57 Thunderbird (8) conv., $1,515*; Fair- 
lane 500 (8) 2-dr, Victoria, $885* (ps), 


(Continued on Page 42, Col, 3) 





What are you missing if you can’t open this door? 


saving tax tips and hints that TBEA has cleared for you. 


You're missing the latest information on what’s new in your 
industry! TBEA keeps you informed on new products, new 
methods, new applications with regularly issued news bulle- 
tins for members only # You’re missing an invaluable oppor- 
tunity to compare industry practices with your own. Through 
TBEA you can find out how 


other businesses like your own 
are solving common problems 
of cost reduction, profitable 
business operation, salesman 
turnover and commissions, and 
many others # You're missing 
out on closed door meetings of 
TBEA members where you 
could get advance information 
* on new products and company 
policies. A tremendous oppor- 
tunity to talk over what’s ahead 
and what to plan for with the 
leading manufacturers, distribu- 
tors and suppliers of your indus- 
try = You’re missing the dollar- 


NADA Building 


ship. I am a 


Address 


Ree ee ae ree oe wee Sy ee ae ee Re oe” oe Se oe 


Truck Body and Equipment Association, Inc. 


2000 K Street, N.W., Washington 6, D. C. 


Please send complete details on TBEA member- 
C) manufacturer 
() supplier to the industry 


TBEA is the only organization that carries your message 
to Capitol Hill. The only association of distributors, manu- 
facturers, and suppliers in the truck equipment field that 
works full time for you ® Don’t miss these and the many 

further benefits of TBEA mem- 


CJ distributor 





! 
| 
| 
| 
| 
! 
| 
| 
| 
Name 
| 
| 
l 
| 
| 
l 
| 
4 


bership any longer! This organi- 
zation helps every member of 
the truck body and equipment 
industry accomplish those im- 
portant aims that cannot be 
achieved by any single com- 
pany alone. Find out full details 
now. Mail the coupon today! 
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Cree 
PRODUGITON 


LARGEST AND | MOSTIMODERN 
SPRODUCTION JFOUNDRIES 


ANUFACTURING | 
“TENNESSEE 











Here’s why you should always sell 


WARN HUBS 






®@ Most popular, best known, best advertised 
hubs made. 


@ Dependable beyond the call of duty—equal 
to the vehicle in durability. 


@ Easiest to use under all conditions—any- 
time, anyplace. 


@ Rarely require repairs—99.99% of Warn 
Hubs never do—but parts and service are 
available around the world if needed. 


@ Finest in design, quality and appearance. 


@ Easier to sell. 


For all 
4-wheel 
drives 


@ Help you sell the vehicle itself. 


@ Make owners more satisfied with their 
4-wheel drive! 


WARN HUBS WILL MAKE YOU 
MORE MONEY AND FRIENDS! 


The name that MEANS selective drive. 
Send teday for Catalog DC-261-20 


WARN MFG. CO. 


Riverton Box 6064-AN, Seattle 88, Wash. 


AUTO BLUEBOOK 





WHY PAY $25-$50 
A YEAR FOR AN 
INVOICE COST 
SERVICE — GET 


1961 & 1962 


INVOICE COSTS 
IN ONE SERVICE 


FOR ONLY $3.00 


PLUS USED CAR VALUES 
And a Gold Mine of Selling Help 


1961] 
Car Puces 


WHOLESALE 
and 
RETAIL 


IN THIS ISSUE 
Enclosed is [] Check 
MONEY BACK GUARANTEED 


Mail to: AUTO BLUE BOOK 
161 Tehama, San Francisco 3, Calif. 





MERCURY—’60 Commuter 4-dr., 


STUDEBAKER—’55 Champion 


MISCELLANEOUS—’60 Chevrolet 





Used-Car Auctions 


(Continued from Page 41) 


$810* (ps), $800*, $725*; 2-dr., $750* 
(ps), $445; conv., $465*; Country 
Squire (8) 4-dr., $780* (ps), $760*; 
Ranch Wagon (8) 2-dr., $680*; Ranch 
Wagon (6) 2-dr., $485; Custom 300 (8) 


4-dr., $610*; 2-dr., $560*. 

’56 Fairlane (8) 2-dr. Victoria, $495* 
(ps); 2-dr., $455*, $410*; 4-dr, Vic- 
toria, $415*. 


’55 Thunderbird (8) conv., $1,155* (ps), 
$900*; Fairlane (8) 2-dr. Victoria, 
$520* (ps), $455*, $290*; Crown Vic- 
toria, $380* (ps); 4-dr. (9 pass.), 
$470*; (6 pass.), $435*, $375*; Ranch 
Wagon (8) 2-dr., $320, $275*; Custom 
(8) 4-dr., $295. 

IMPERIAL — ’58 Imperial 4-dr., 
(ps). 
’53 Imperial 2-dr. hardtop, $130* (ps). 


$1,785* 


LINCOLN—’58 Premiere 4-dr. hardtop, $1,- 


595* (ns); Capri 2-dr, hardtop, $1,360* 
(ps). 

’57 Premiere 2-dr. hardtop, $1,235* (ps); 
4-dr., $1,135* (ps), 

’56 Premiere 4-dr., $715* (ps), $500* 
(ps); Capri 2-dr. hardtop, $635* (ps). 

$2,340* 
(ps). 

’58 Commuter 4-dr., $1,035* (ps). 

’57 Turnpike Cruiser 4-dr, hardtop, $910* 


(ps); Monterey 4-dr. hardtop, $715* 
(ps), $635*; 4-dr., $675* (ps); 2-dr., 
$570". 

’56 Montclair conv., $570* (ps); 4-dr., 


$500* (ps); 2-dr, hardtop, $385*; Cus- 
tom 2-dr., $260*. 
’55 Monterey 2-dr. hardtop, $285*. 


OLDSMOBILE — ’61 F-85 station wagon, 


$2,485* (ps); 4-dr., 

"59 (88) Super 2-dr, 
(ps), $1,835* (ps). 

"58 (98) 4-dr, Holiday, $1,480* (ps); 
(88) Super 4-d.r Holiday, $1,250* (ps). 

’57 (98) conv., $1,035* (ps); (88) Super 
2-dr, Holiday, $715*; (88) 2-dr., $585*; 
4-dr., $570*. 

’56 (88) 2-dr, Holiday, $535*, $475* (ps), 
$440”. 

’55 (98) 4-dr, Holiday, $590* (ps); (88) 
Super 2-dr. Holiday, $505* (ps); 4-dr. 
Holiday, $375* (ps). 

PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 
$1,610* (ps). 

’59 Suburban (8) Custom 4-dr., $1,480* 
(ps), $1,200*; Fury (8) 4-dr., $1,275* 
(ps); Belvedere (8) conv., $1,150* 
(ps); 4-dr., $1,085*. 

’57 Belvedere (8) 2-dr, hardtop, $655* 
(ps), $635*; 4-dr. hardtop, $615*; 4- 
dr., $540*; Savoy (8) 4-dr., $535, 
$500*; Savoy (6) 4-dr., $485* (ps); 
Plaza (8) 4-dr., $365*. 

’56 Suburban (8) 2-dr., $395; Savoy (8) 


$2,100, $2,090. 
Holiday, $1,965* 


2-dr., $330; 4-dr., $295*. 
PONTIAC—’61 Catalina conv., $2,775* 
(ps). 
’60 Catalina conv., $2,450* (ps); 4-dr. 


Vista, $2,285* (ps); sport coupe, $2,- 


135”. 
’59 Bonneville sport coupe, $2,100* (ps); 
4-dr., $2,085* (ps); Catalina sport 


coupe, $1,925* (ps), $1,730*; 4-dr. Vis- 
ta, $1,835* (ps). 

’58 Star Chief 2-dr. Catalina, $1,285* 
(ps); Chieftain 4-dr. Catalina, $1,035*; 
2-dr., $805*. 

’57 Star Chief 4-dr., $745* (ps); 2-dr. 
Catalina, $685*; Chieftain 2-dr. Cata- 
line, $715*, $710*, $685*; 4-dr, Cata- 
lina, $595*; Super Chief Safari 4-dr., 
$540* (ps), 

’56 Chieftain 2-dr. Catalina, $475*, 
$340*; 4-dr, Catalina, $440* (ps), 


$315*; Star Chief 4-dr., $390* (ps), 
$3507. 
"55 Star Chief conv., $540* (ps), $490*, 


$275* (ps); Chieftain 4-dr., $360*; sta- 
tion wagon 2-dr., $285*. 


RAMBLER—’59 Ambassador (8) Custom 


Cross Country, $1,810* (ps), 

’58 American (6) 2-dr., $800*. 

’57 Super (8) 4-dr., $620*. 

’55 Custom 4-dr., $310*, $205. 

(6) 4-dr., 
$280". 

’53 Champion (6) 4-dr., $210*, 

(6) El 
Camino, $1,235; Ford (8) %-ton pick- 
up, $1,180*, 

’59 Ford (8) Ranchero, $1,435*; (8) %- 
ton pickup, $1,085; (6) %-ton pickup, 
$950; Chevrolet (6) El Camino, $1,300; 
(6) %-ton pickup, $1,135, $1,035, $890; 
1%-ton stake, $1,050. 

’58 Ford (8) Ranchero, $900* (ps); (8) 
%-ton stake, $885; (6) 14-ton pickup, 
$875; Chevrolet (6) %-ton pickup, 
$885; (6) Viking cab & chassis, $660; 
Dodge (8) %-ton pickup, $770. 

’57 Chevrolet (6) %-ton pickup, $875; 
(6) 3800 1-ton flatbed, $785*; Ford (8) 
%-ton pickup, $735*. 

’56 Ford (8) %-ton pickup, $575*, $500*; 
(6) Courier, $285; Chevrolet (6) %-ton 
pickup, $540. 

’55 Ford (8) %-ton pickup, $480, $300. 


FLINT 


Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of May 24. 
Market certainly shows no signs of weak- 
ening. Cars still in short supply, good de- 
mand for sharp cars. Sold 230 cars from 
354 consignments. 


BUICK—’61 Electra 225 conv., $3,380* 
(ps); Special 4100 station wagon 4-dr., 
$2,340*. 

’60 Electra 225 conv., $2,350* (ps); 4-dr. 
hardtop, $2,370* (ps); Invicta 2-dr. 
hardtop, $2,400* (ps); 4-dr., $2,375* 
(ps); LeSabre 4-dr. hardtop, $2,175* 
(ps); 4-dr., $2,150* (ps), $2,005* (ps); 
2-dr., $1,450. 

59 Electra 225 corv., $1,840* (ps); Le- 
Sabre 2-dr. hardtop, $1,690* (ps), $1,- 
405*; Invicta 4-dr., $1,600* (ps). 

’58 Century 2-dr. Riviera, $1,050* 
RM 4-dr. Riviera, $930* (ps). 

57 Century conv., $825* (ps); 4-dr. Riv- 


(Ps); 


iera, $725* (ps); Super 4-dr. Riviera, 
$750*; Special 2-dr. Riviera, $700*. 
56 Century 4-dr, Riviera, $545*, $400* 
(ps); Special 4-dr. Riviera, $475*, 
$315*, $300*; 2-dr. Riviera, $415*; 
Super 4-dr. Riviera, $360* (ps). 
55 RM 4-dr., $400* (ps); Special 2-dr., 
$255; 4-dr., $215*. 
CADILLAC—’60 (62) 4-dr. hardtop, §$3,- 
505* (ps). 
"59 (62) 4-dr., $2,805* (ps), 
’58 (75) 4-dr., $1,925* (ps). 
"56 (62) 4-dr., $560* (ps). 
CHEVROLET—’61 Impala (8) conv., $2,- 
600* (ps); Corvair Monza (6) 2-dr., 
$2,025. 
"60 Corvette (8) conv., $2,890*, $2,850; 


(Continued on Page 44, Col, 1) 
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MAKE EXTRA PROFITS WITH... 


Sidles Custom Made 


ee 4 

17 744 = 
out of the 
Sun” 





Keeps cars and wagons up to 15° cooler by block- 
ing out the sun’s rays. Greatly improves air condi- 
tioning efficiency. 





FAST SERVICE 


We ship the same 
day your order is 
received. 


ORDER TODAY 


From your jobber 
or write direct for 
free catalog. 


Keeps outsiders from seeing in, yet gives excellent 
visibility and ventilation. 


Complete stock for all popular 1955 through 1961 
model cars and wagons. Simple instructions with 
each set. 


SIDLES MFG. CO. 


7300 U. S. Hiway 81 South 
Temple, Texas P.O. Box 3537A 





“The originator 
of Auto Sun 
Shades” 

















The Results You Get 
Thru Automotive News Want Ads 





CLASSIFIED RATES: 22c per word for each insertion. Minimum 15 words. 
Position Wanted: 11¢ per word. Add $1 per insertion for use of box num- 
ber. Contract rates available on request. 


DISPLAY CLASSIFIED RATES: 
Minimum one inch—maximum 
request. 


$12.30 per column inch for each insertion. 
ten inches. Contract rates available on 


Closing Deadline: Six days in advance of publication date. Advance pay- 
ment required. 


Use this space for your classified advertising message. Indicate size 
desired if display. 


























Number of Insertions:__________Amount Enclosed $_____—>__ 4 
Name: 

Company: e t 
Address: = 


Clip and Mail This Form To: 
WANT AD DEPARTMENT 


Automattue News 


965 East Jefferson Avenue, Detroit 7, Michigan 











6 WHO SAY YES!" 


Here are six of the many thousands of dealers 
who say, “YES, SERVICE MEANS MORE THAN PRICE 
IN SELLING ANTI-FREEZE!” 





Herb Millington, Kansas City, Mo. 
“Listen, if you sell complete winterizing ser- 
vice, you’re way ahead of the price cutters. 
Customers want this service! And you’d be 
surprised at what we make on badly needed 
new fan belts alone. And did we make money 
on our ‘PRESTONE’ Anti-Freeze sales? You 
bet we did!” 





Gene Graham, Chicago, Ill. 

“T had my best year last year — sold 1,500 
gallons of ‘PRESTONE’ Anti-Freeze. Did I sell 
service? I sure did! It pulls in anti-freeze 
sales, and you know, I made a nice profit on 
new hoses, too.” 





John Ford, Portland, Ore. 

“T try to service all of my regular customers 
before the first-freeze rush. If a customer gets 
caught in this rush, he’s likely to go some- 
where else and see his anti-freeze ‘dumped’ 
in. Naturally he says to himself, ‘That looks 
easy,’ and next year he’s joined the do-it- 
yourself group.” 





Frederick Haug, New York, N. Y. 
“T don’t know about other dealers, but I had 
one of my best anti-freeze years last year 
— sold over 80 cases. Good service and 
‘PRESTONE’ Anti-Freeze are what did it for 
me! I point out that I have the proper equip- 
ment to give good service—and good service 
often means new parts, more sales!” 





Wallace Hawkins, Minneapolis, Minn. 
“Fair trade is out in our state so what I do 
is start early — before the cut price ads break 
and sell both SERVICE and ‘PRESTONE’ Anti- 
Freeze. Sure my customers like it. What’s 
more, I’ve been making good money replacing 
worn out service parts!” 





Monroe Owens, Dallas, Tex. 

“T get most of my regular customers EARLY 
for complete winterizing service and 
‘PRESTONE’ Anti-Freeze. And, as a result, I 
sell a lot of new hoses, belts and thermostats, 
too! Believe me, there’s no better way to sell 
anti-freeze than with SERVICE!” 


If you haven’t yet discovered the sales power in SERVICE plus “Prestone” Anti-Freeze, 
do it thls season. When you sell service, you sell peace of mind! And when you sell 
“Prestone” Anti-Freeze, you sell the world’s most tested, most trusted protection! 





UNION 


“Prestone” and “Union Carbide” are registered trade-marks for products of 


fo :4:419)-3 UNION CARBIDE CONSUMER PRODUCTS COMPANY : Division of Union Carbide Corporation - 270 Park Avenue, New York 17, N. Y. 
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conv., $285. 
OLDSMOBILE—’60 (88) conv., 
(ps), $2,425* (ps). 

’59 (98) conv., $1,975* (ps); 2-dr. Holi- 
day, $1,875* (ps); (88) conv., $1,825* 
(ps); (88) Super 4-dr. Holiday, $1,- 
760* (ps), $1,325*; 2-dr, Holiday, $1,- 
760* (ps); conv., $1,700* (ps), 

758 (88) 4-dr. Holiday, $1,045* 
$925*; 4-dr., $840*, 

"57 (88) 4-dr., $635*. 

’56 (88) Super 2-dr. Holiday, $515*; 4- 


$2,505* 


Used-Car Auction Prices 


(Continued from Page 42) 





(ps), 


Impala (8) conv., $2,285* (ps), $2,-| EDSEL—’58 Ranger 4-dr., $280. 


285*, $2,250*, $2,225* (ps); 2-dr. hard- | roRD—’61 Thunderbird (8) conv., $4,000*; dr., $355*. 

top, '$2,100* (ps), $2,000, $1,915*, $1,- | -"Raiacie (sy ddr $2 200%) Sede’ $1, | PLYMOUTH—’59 Suburban (8) Custom 4- 
905*, $1,835*, $1,770*; Bel Air (8) 2- 980. ‘ : dr., $1,335* (ps), 

dr., $1,550*; Bel Air (6) 4-dr., $1,-| +69 Thunderbird (8) conv., $2,650* (ps),| °58 Suburban (8) Custom 4-dr., $710* 
400; Biscayne (6) 2-dr., $1,485, $1,- $2,560* (ps); Galaxie (8) conv., $2,- (ps); Savoy (8) 2-dr., $710*; 2-dr. 
415, $1,400, $1,400*; Corvair 700 (6) 025* (ps), $2,055* (ps); Fairlane (8) hardtop, $570; Belvedere (8) 4-dr., 
4-dr., $1,315, $1,300, $1,225*, $1,225, 4-dr., $1,465*; Falcon (6) 2-dr., $1,- $500* (ps), 

$1,200. 335, $1,215; Fairlane 500 (8) 4-dr., ’57 Savoy (8) 4-dr, hardtop, $315*. 


"56 Plaza (6) 2-dr,, $210; Savoy (8) 4- 
dr., $200; Savoy (6) 4-dr., $120. 
’55 Belvedere (6) 2-dr., $190, 
PONTIAC—’60 Bonneville Safari 4-dr., $2,- 


’59 Impala (8) conv., $1,575* (ps), $1,- 
575*; 2-dr, hardtop, $1,510* (ps); 4- 
dr. hardtop, $1,505* (ps); Parkwood 
(8) 4-dr., $1,460*, $1,440*; Brookwood 


$1,850* (ps); Country Sedan (6) 4-dr., 
$1,595". 
"59 Galaxie (8) 4-dr., $1,550* (ps); 
$1,425; Country Sedan (8) 4- 


conv., 
(8) 4-dr., $1,350; Bel Air (8) 4-dr., dr., $1,350*; Custom 300 (6) 4-dr., $1,- 575* (ps); 4-dr. Vista, $2,550* (ps), 
$1,275*; Biscayne (8) 2-dr., $1,175*, 170* (ps), $1,080; Fairlane (6) 2-dr., $2,450* (ps), $2,360* (ps); Ventura 
$1,170*, $1,140; 2-dr., $1,100, $940*, $1,100. 4-dr, Vista, $2,300* (ps), $2,265* (ps), 
ooo. ’58 Thunderbird (8) 2-dr, hardtop, $1,- $2,220*; Catalina 4-dr., $2,030* (ps), 
58 Bel Air (8) 4-dr., $1,000*; 4-dr. 800* (ps); Custom 300 (6) 4-dr., §$1,- $2,000*, $1,460. 
hardtop, $980*; Impala (8) sport 000* (ps), $665; 2-dr., $600; Country ’59 Bonneville conv., $1,890* (ps); Cata- 


lina conv., $1,700* (ps); 2-dr., $1,555* 


coupe, $935; Biscayne (8) 4-dr., $860*, Sedan (8) 4-dr., $835*, 


$755; Brookwood (8) 4-dr., $765, $720*. ’57 Fairlane 500 (8) 4-dr., $635*; 2-dr., (ps); 4-dr., $1,480*; 4-dr. Vista, $1,- 
’57 Bel Air (8) conv., $870; station wag- $440*; Custom 300 (8)" 2-dr., $500*, 4907. 
on 4-dr., $825*; Two-ten (8) station $415; Country Sedan (8) 4-dr., $515* ’58 Chieftain 2-dr, Catalina, $935*. 
wagon 4-dr., $755*; 4-dr., $715, $625, (ps). RAMBLER—’60 American (6) Super 2-dr., 
$605, $535*; One-fifty (6) station wag- ’56 Custom (8) 4-dr., $115. $1,000. 
My $635, $515. ’55 Fairlane (8) 4-dr., $320*; 2-dr., ’59 American (6) Custom 4-dr., $1,050*; 
56 Bel Air (8) 2-dr., $455*; Two-ten $220*; Custom (8) 4-dr., $105*. Super 4-dr., $1,000*, $1,000. 
: (6) station wagon 4-dr., $420. ’53 Crest (8) conv., $170. ’58 American (6) Super Cross Country 
55 Bel Air (8) 2-dr., $265*; station! y4~PERIAL—’60 Imperial Custom 4-dr. 4-dr., $660. 


’57 Super (8) 4-dr., $275. 
MISCELLANEOUS—’59 Ford 
pickup, $1,000; Chevrolet 


wagon 4-dr., $225; Two-ten (8) station 


hardtop, ,180* 
wagon 4-dr., $190*; Two-ten (6) 2-dr., eS eeiea 


’59 Imperial Custom 4-dr, hardtop, $2,- (8) %-ton 


%-ton pick- 


5, 200*. 190* (ps). 

154 One-fifty 4-dr., $155. LINCOLN—'56 Premiere 2-dr. hardtop, up, $850; %-ton panel, $800. 

53 Bel Air 2-dr., $110*. $460". ’56 Ford (8) 1-ton stake, $520. 

’52 Deluxe 2-dr, hardtop, $105. ’53 Capri 4-dr., $105* (ps). ’53 Chevrolet %-ton, $130. 
CHRYSLER—’59 Windsor 2-dr. hardtop, | MERCURY—’59 Montclair 2-dr. hardtop, 

$1,435* (ps). $1,575* (ps). 

DeSOTO—’55 Firedome 2-dr., $350*. ’58 Monterey 4-dr. hardtop, $785* (ps). CHICAGO 
DODGE—’58 Coronet (8) 4-dr., $655*, ’57 Voyager 4-dr., $725* (ps); Monterey Greater Chicago Auto Auction. Sale every 












How to keep 
your customers 
coming back 
for more 


Recommend NoSPIN® 


the differential that STOPS wheel spin to keep 
equipment moving and earning even under the 
most adverse conditions. NoSPIN differentials 
provide positive driving power to both rear wheels. 





td SOME OF YOouR CUSTOMERS AND 
SPECTS HAVE TO say ABOUT NoSPIN® 


A Vice-President 
distributing eas career otk 
e ran a test for one e i 
a 
ul and the femuite ware ae” 
sores actory that we equipped all 
nltS with the same unit. Since that’ 



















an Equipment 
"I cannot 







conditions justify." 
from a Cattle Rancher 4 
am in the cattle business and 


ink your Product would sell like 


hot cakes ; 
country." to the cattlemen in this 





NoSPIN | 
STOPS WHEEL SPIN 








NoSPIN differentials operate 
automatically and are easy to install. 
Available for most trucks and 
off-the-highway equipment. Write 
today for complete information or 
give your distributor a call. 


Se ae ee me ee ee me a 


8709 


1 
a rE -— . . . WRITE TODAY 
Te Cee CSAC ee eee 
Monvfocturers of THORNTON Four Rear Wheel DRIVES, NoSPIN Ditfereatiols ond Super LOAB-BOOSTER third oxles Descriptive Literature ' 
GRINNELL AVENUE Plat oy EM ose? Oe Y oe — 








Kawa and Michael J. Cammarata. 
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State Fair Auction Adds 


Weekly Truck Sale 


DETROIT.—A special lane for 
trucks will be inaugurated tomor- 
row (June 6) by the State Fair 
Auto Auction of Greater Detroit. 
The truck sale will be held every 
week beginning at 11 a.m., one hour 
before the auctioning of cars. 

Another feature tomorrow, ac- 
cording to the new management, 
will be refreshments and prizes for 
all, topped by a drawing on a new 
’61 Pontiac. The new operators are 
Arthur L. Rooney, William M. 




























Thursday. Prices are for sale of May 25. 
Red hot sale. The sharp cars brought top 


dollar. Sold 332 cars from 6521 consign- 
ments. 
BUICK—’60 LeSabre conv., $2,420* (ps), 
$2,300* (ps). 
’59 Electra conv., $1,690* (ps); 2-dr. 
hardtop, $1,485* (ps); LeSabre conv., 


$1,575* (ps). 

’58 Limited conv., $1,250*; Special 4-dr. 
Riviera, $1,075* (ps); 2-dr. Riviera, 
$750*; Super 4-dr. Riviera, $925* (ps). 

’57 RM 2-dr. Riviera, $825* (ps); Super 


4-dr. Riviera, $825* (ps); Century 
conv., $825* (ps); Special 2-dr. Riviera, 
$575*. 


’56 Super 2-dr. Riviera, $510*. 
’55 Special conv., $375*. 
CADILLAC—’61 (62) conv., $4,810* (ps). 
’60 de Ville 2-dr. hardtop, $3,665* (ps); 
(62) conv., $3,650* (ps); 2-dr. hardtop, 
$3,550* (ps); 4-dr., $3,485* (ps). 
’59 de Ville 4-dr. hardtop, $3,175* (ps), 


$2,680* (ps); 2-dr. hardtop, $2,880* 
(ps), $2,800* (ps), $2,750* (ps); (62) 
2-dr. hardtop, $2,850* (ps); (60) Spe- 


cial 4-dr. hardtop, $2,800* (ps). 

"58 (60) Special 4-dr. hardtop, 
(ps). 

’53 Eldorado conv., $375* (ps). 

CHEVROLET—’ 61 Impala (8) sport coupe, 
$2,355* (ps); Corvair Monza (6) 2-dr., 
$2,000*; Bel Air (6) 2-dr., $1,925*. 

’60 Impala (8) conv., $2,125* (ps), $2,- 
125* (ps); sport sedan, $2,035* (ps); 
sport coupe, $2,035* (ps); Impala (6) 
sport coupe, $1,900* (ps), $1,790* (ps); 
Bel Air (8) 4-dr., $1,610*, $1,565* (ps), 
$1,540* (ps); Bel Air (6) 4-dr., $1,- 
350”. 

’59 Impala (8) sport sedan, $1,485*, $1,- 
465* (ps); Impala (6) sport coupe, 
$1,390; sport sedan, $1,150; Bel Air (6) 
4-dr., $1,320*; 2-dr., $1,025*; Bel Air 
(8) 4-dr., $1,175* (ps); Brookwood (8) 
4-dr., $1,225*. 

’58 Impala (8) sport coupe, $1,430* (ps), 
$1,225*, $1,220*, $1,190*%, $1,185*; 
conv., $1,295*, $1,235*; Bel Air (8) 
4-dr., $1,000*; sport sedan, $935*; Bel 


$2,100* 


Air (6) 2-dr., $825*; Brookwood (8) 
4-dr., $895*; Brookwood (6) 4-dr., 
$675". 


’57 Bel Air (8) conv., $1,035*; sport se- 
dan, $870* (ps), $725*, $695* (ps); Bel 
Air (6) 4-dr., $750; Two-ten (8) station 
wagon, $880, $865* (ps); 4-dr., $765*, 
$500* (ps); Two-ten (6) 4-dr., $725; 
station wagon, $700*. 

’56 Bel Air (8) sport coupe, $775*, $550*, 
$310*; sport sedan, $600*; 4-dr., $420*; 
Bel Air (6) 4-dr., $325. 

CHRYSLER—’59 NY 2-dr. hardtop, $1,675* 
(ps); Windsor 4-dr., $1,220* (ps). 

’57 NY 4-dr., $985* (ps). 

DeSOTO—’ 57 Firedome 2-dr. hardtop, $695* 
(ps); 4-dr., $550* (ps); Fireflite 2-dr. 
hardtop, $645* (ps). 

DODGE—’61 Lancer (6) 2-dr., $1,895*. 

’58 Coronet (6) 2-dr., $585*. 

’57 Coronet (8) 2-dr. hardtop, $425*. 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,995* (ps), $2,850* (ps), $2,780* 
(ps), $2,725* (ps), $2,600*; Country 
Squire (8) 4-dr., $2,000* (ps); Galaxie 
(8) conv., $1,980* (ps), $1,920* (ps), 
2 at $1,860* (ps); Starliner, $1,395* 
(ps), $1,375; Fairlane 500 (8) 2-dr., 
$1,745*; Falcon (6) 2-dr., $1,270. 

°59 Thunderbird (8) conv., $2,250* (ps), 
$2,060* (ps); 2-dr. hardtop, $2,140* 
(ps); Galaxie (8) 4-dr. , $1,455*, $1,- 
250*; 2-dr., $1,425*, $1,380* (ps), $1,- 
275*; Fairlane 500 (8) 2-dr. Victoria, 
$925*; Fairlane 500 (7) 2-dr., $760*. 

’58 Fairlane 500 (8) Skyliner, $950* (ps); 
4-dr., $845* (ps), $790*; 2-dr. Victoria, 
$735*, $675*, $580*. 

°57 Fairlane 500 (8) 2-dr. Victoria, $755*. 

755 Custom (6) 2-dr., 2 at $445; Ranch 
Wagon (8) 2-dr., $230*. 

IMPERIAL — ’59 Imperial 2-dr. 
$2,730* (ps); 4-dr. hardtop, 
(ps). 

’58 Imperial conv., $1,650* (ps). 


hardtop, 
$2,195* 


’57 Imperial 4-dr., $1,190* (ps); 2-dr. 
hardtop, $1,150* (ps). 

’55 Imperial 4-dr., $850* (ps). 

LINCOLN—’61 Continental 4-dr., $4,955* 

(ps), $4,450* (ps). 

60 Continental Mark V 4-dr., $3,670* 
(ps). 

’59 Continental Mark IV 4-dr., $2,495* 
(ps); Premiere 2-dr. hardtop, $2,330* 
(ps); Capri 4-dr. hardtop, $1,150. 


’5bS Premiere 4-dr. hardtop, $1,305* (ps), 
$530* (ps). 

’56 Continental Mark II 2-dr. 
$2,625* (ps). 

MERCURY — ’59 Monterey 2-dr. hardtop, 
$1,300* (ps); 4-dr., $900* (ps). 

’5S8 Park Lane 4-dr., $990* (ps); Mon- 
terey 4-dr., $775; conv., $635* (ps). 
57 Monterey 4-dr., $590* (ps); 2-dr. 

hardtop, $470*. 

’56 Medalist 2-dr. hardtop, $540*. 

OLDSMOBILE—’60 (98) 4-dr. Holiday, $2,- 
430* (ps); (88) 4-dr. Holiday, $2,300* 
(ps), $2,050* (ps). 

759 (98) 4-dr. Holiday, $1,985* (ps), $1,- 
830* (ps); (88) conv., $1,955* (ps); 
4-dr. Holiday, $1,900* (ps); 2-dr. Holi- 
day, $1,765* (ps), $1,750* (ps), $1,655* 
(ps), $1,250*. 

’58 (98) conv., $1,200* (ps); 4-dr. Holi- 
day, $1,135*; (88) conv., $1,265* (ps); 
2-dr. Holiday, $1,110* (ps), $975*. 

’57 (98) 2-dr. Holiday, $800* (ps); 
4-dr. Holiday, $725* (ps); 2-dr, 
day, $705*. 

’56 (88) 4-dr. Holiday, $465* (ps). 

’55 (98) 4-dr. Holiday, $250* (ps). 

PLYMOUTH—’60 Savoy (6) 4-dr., $1,150. 

’*59 Savoy (8) 4-dr., $1,015*; Savoy (6) 
2-dr., $750; Belvedere (8) 2-dr., $990* 
(ps). 

’58 Savoy (6) 4-dr., $455. 

’57 Suburban (6) 2-dr., 


hardtop, 


(88) 
Holi- 


$450. 


PONTIAC — ’61 Bonneville conv., $2,935* 
(ps); 4-dr. Vista, $2,615* (ps). 

’60 Catalina conv., $2,375* (ps); Ven- 

tura sport coupe, $2,370* (ps); 4-dr. 


Vista, $2,000* (ps). 
’59 Bonneville sport coupe, $1,955* (ps); 


4-dr., $1,880* (ps); Catalina conv., 
$1,815* (ps); 4-dr. Vista, $1,720* (ps); 
Safari 4-dr., $1,615*; 4-dr., $1,355* 
(ps); Star Chief 4-dr., $1,700* (ps). 
’58 Star Chief 4-dr. Catalina, $1,150* 


(ps). 

’57 Star Chief conv., $775* (ps), $755* 
(ps); 4-dr. Catalina, $700* (ps). 

RAMBLER—’59 Super (8) 4-dr., $1,075* 
(ps). 

’58 Ambassador (8) Custom Cross Coun- 
try, $1,085*; Custom (8) Cross Coun- 
try, $975*. 

STUDEBAKER—’59 Lark (6) 2-dr. hard- 
top, $875, $595. 

’57 Golden Hawk (8) 2-dr. hardtop, $690. 

MISCELLANEOUS 60 Ford (6) F-100 
truck, $1,330. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of May 24. 
Western buyers here. No sign of any letup 
in demand. Bigger selection of sharp cars 
appearing every week. Sold 83 percent of 
183 consignments. 

BUICK—’59 Invicta 4-dr. hardtop, $1,675* 
$1,390* 





(ps); LeSabre 4-dr. hardtop, 
(ps). 
’57 Century conv., $875* (ps); Super 2- 


dr. Riviera, $640*; 4-dr. Riviera, $550* 
(ps). 
CADILLAC—’61 de Ville 4-dr. hardtop, $4,- 
400* (ps). 
60 de Ville 2-dr. hardtop, $3,940* (ps); 
(62) 4-dr. hardtop, $3,750* (ps). 
’B7T (62) Coupe de Ville, $1,450* (ps), $1,- 
300* (ps). 
’55 (62) Coupe de Ville, $735* (ps). 
CHEVROLET—’61 Bel Air (8) 4-dr., $2,- 
270*; Corvair 700 (6) 4-dr., $1,800; 
Corvair 500 (6) 2-dr., $1,500. 
60 Impala (8) conv., $2,155* (ps); sport 
Impala (6) sport 


coupe, $1,950* (ps); 
coupe, $1,675; Brookwood (8) 4-dr., 
$1,780*; Parkwood (8) 4-dr., $1,685*; 


Bel Air (8) 4-dr., $1,650*; Bel Air (6) 
4-dr., $1,550*; Biscayne (8) 4-dr., $1,- 
450; Corvair 700 (6) 4-dr., $1,315. 

759 Impala (8) conv., $1,610; sport se- 
dan, $1,460* (ps); 4-dr., $1,410* (ps); 
Parkwood (8) 4-dr., $1,275* (ps); 
Brookwood (6) 4-dr., $1,250*; Bel Air 
(8) 4-dr., $1,240*, $1,220*; Bel Air (6) 
4-dr., $1,145*; Biscayne (8) 4-dr., $1,- 


110. 
’58 Impala (8) conv., $1,120*; Bel Air 
(8) sport sedan, $1,095* (ps); Brook- 


wood (8) 4-dr., $875*; Delray (6) 4- 


dr., $830. 

’57 Bel Air (8) sport coupe, $1,000*; 4- 
dr., $950*, $875*; Two-ten (6) 4-dr., 
$715; 2-dr., hardtop, $680. 


’56 Two-ten (8) 4-dr., $595*; Two-ten (6) 
station wagon 4-dr., $565; One-fifty (8) 


4-dr., $550. 

755 Bel Air (6) sport coupe, $600; Two- 
ten (8) 4-dr., $405*; One-fifty (6) 2- 
dr., $385. 

’54 Bel Air conv., $295. 

’53 Bel Air sport coupe, $310*. 

CHRYSLER — ’60 Windsor 4-dr., $2,050* 
(ps). 
’57 Windsor 4-dr. hardtop, $790* (ps). 
DeSOTO — ’57 Firedome 4-dr. hardtop, 


$580* (ps); Firesweep 4-dr., $570* (ps). 
’56 Firedome conv., $505* (ps). 
DODGE—’59 Coronet (6) 2-dr., $910*. 
’5S Sierra (8) 4-dr. (9 pass.), $1,030* 


(ps). 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,855* (ps), $2,750* (ps); Galaxie (8) 
conv., $1,830* (ps); Galaxie (6) 2-dr., 
$1,305; Ranch Wagon (8) 4-dr., $1,- 
550*; Falcon (6) 4-dr., $1,380*; 2-dr., 
$1,275; Fairlane 500 (6) 2-dr., $1,320, 
$1,255. 

’59 Galaxie (8) conv., $1,580*, $1,300*; 
4-dr., $1,420* (ps); 4-dr. Victoria, $1,- 
290*; Country Sedan (8) 4-dr., $1,415* 
(ps); Fairlane (8) 4-dr., $1,165*; 
Ranch Wagon (8) 4-dr., $1,150*; Cus- 
tom 300 (8) 4-dr., $895. 

’*58 Thunderbird (8) 2-dr, hardtop, $1,- 
810*; Fairlane 500 (8) Skyliner, $1,- 
000* (ps); 4-dr. Victoria, $800* (ps); 
Custom 300 (8) 4-dr., $790*. 

’57 Fairlane 500 (8) 4-dr., $730* (ps); 
4-dr. Victoria, $665* (ps); Custom 300 
(8) 4-dr., $665; 2-dr., $570; Custom 
300 (6) 2-dr., $435; Country Sedan (8) 
4-dr., $640; Fairlane (8) 2-dr. Vic- 
toria, $585*. 

756 Custom (8) 4-dr., $560; 2-dr., $425; 
Fairlane (8) 4-dr., $470*, $450*; Coun- 
try Sedan (8) 4-dr., $450. 

’55 Fairlane (8) 2-dr, Victoria, $575*; 
Custom (8) 2-dr., $320. 

754 Main (8) 4-dr., $240. 

LINCOLN—’58 Continental Mark III 2-dr. 
hardtop, $1,700* (ps). 

MERCURY—’58 Park Lane 4-dr. hardtop, 


$865* (ps); Monterey 4-dr. hardtop, 
$790. 

’57 Monterey 4-dr., $695*; 4-dr. hardtop, 
$650". 


’56 Montclair 2-dr, hardtop, $485*. 
OLDSMOBILE—’59 (88) Super 4-dr., $1,- 


895* (ps). 
’57 (88) Super 4-dr. Holiday, $860* (ps); 
(88) 4-dr., $775* (ps), $725. 
PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
300* (ps), $1,240*; Valiant V-200 (6) 
4-dr., $1,230. 


’57 Belvedere (8) 2-dr, hardtop, $700*; 
Savoy (8) 2-dr. hardtop, $565*. 
’56 Belvedere (8) 4-dr., $400*. 
PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
490* (ps). 

’59 Star Chief 4-dr., $1,510* (ps); Cata- 
lina 4-dr. Vista, $1,505*. 

’58 Star Chief 4-dr, Catalina, $1,160* 
(ps); 4-dr., $1,075*; Bonneville conv., 
$1,100* (ps); Chieftain 4-dr., $790*. 

’57 Star Chief 4-dr. Catalina, $835* (ps). 

’56 Star Chief conv., $605* (ps). 

RAMBLER—’60 American (6) Super Cross 
Country 4-dr., $1,430. 

759 American (6) Super Cross Country 
4-dr., $1,275; 2-dr., $810. 

58 Custom (6) 4-dr., $920. 

STUDEBAKER—’ 57 Scotsman 4-dr., $400. 


MISCELLANEOUS—’56 Ford truck, $630. 
’54 Ford %-ton pickup, $325. 


DETROIT 


State Fair Auto Auction, Sale every 
Tuesday. Prices are for sale of May 23. 
Consignment on the rise, More out of town 
buyers needed, Sold 99 cars from 168 con- 
signments. 

(Continued on Page 45, Col, 1) 
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wagon 2-dr., $280, $135; Bel Air (8) 
4-dr,, $270. 
’54 Bel Air (6) 2-dr, hardtop, $255*. 
CHRYSLER —’57 Windsor 4-dr., $585* 
(ps). 
’56 NY 2-dr, hardtop, $600* (ps); 4-dr., 
$390* (ps); Windsor 4-dr., $445*. 


COMET—’60 Comet (6) 2-dr., $1,600, $1,- 


BUICK-e’61 Invicta 4-dr. hardtop, $2,560* 
(ps). 

"58 RM 4-dr. Riviera, $1,220* (ps). 

’'57 RM 4-dr. Riviera, $670* (ps). 

’56 Special 4-dr, Riviera, $395* (ps). 

CHEVROLET — ’61 Brookwood (8) 2-dr., 
$2,780* (ps); Impala (8) sport coupe, 
$2,400* (ps). 

"60 Impala (8) conv., $2,215* (ps), $1,- 
885; Impala (6) sport coupe, $1,770; 
Corvair 700 (6) 4-dr., $1,320. 

’59 Impala (8) conv., $1,390* (ps); Bel 
Air (8) 4-dr., $1,240*; Bel Air (6) 
2-dr., $1,160. 

’58 Impala (8) conv., $1,115; Brookwood 
(6) 4-dr., $880*; Biscayne (6) 4-dr., 
$850; 2-dr., $825, $775. 

’57 Bel Air (8) sport sedan, $750* (ps); 
Two-ten (8) station wagon 2-dr., $675*. 

56 Bel Air (8) 2-dr., $475. 

’55 Two-ten (8) station wagon 2-dr., 










































DeSOTO—’55 Firedome 2-dr., $260* (ps). 
’53 Firedome 4-dr., $125*. 


DODGE—’ 54 Royal (8) 4-dr., $175*. 

’53 Coronet (8) 2-dr., $205*. 
EDSEL—’58 Pacer (8) conv., $710*. 
FORD—’61 Thunderbird (8) conv., $3,600; 

Galaxie (8) 4-dr. Victoria, $2,320, $2,- 
210; 2-dr, Victoria, $2,275; Falcon (6) 
4-dr., $1,770, $1,700*, $1,675*, $1,560. 

’60 Thunderbird (8) conv., $3,050* (ps), 


(ps), $2,975* (ps), $2,475* (ps); Gal- 
axie (8) 2-dr, Victoria, $1,590*; Fair- 
lane (8) 4-dr., $1,325* (ps); Fairlane 
(6) 4-dr., $1,145*; Fairlane 500 (6) 
2-dr., $1,050; Custom 300 (6) 4-dr., 
$1,200* (ps); 2-dr., $1,100. 

’59 Thunderbird (8) 2-dr, hardtop, $1,- 
995* (ps), $1,925* (ps); Country Se- 
dan (8) 4-dr., $1,250*%; Fairlane 500 
(8) 4-dr., $1,225*; Fairlane (6) 4-dr., 
$870*; Custom 300 (6) 2-dr., $700. 

58 Country Sedan (8) 4-dr., $1,050*, 
$850, $725; Fairlane 500 (8) conv., 
$825* (ps), $740* (ps); 4-dr. Victoria, 
$770* (ps); Custom 300 (8) 4-dr., 
$600*; Fairlame (8) 2-dr., $590*; 


$350. 
CHRYSLER — ’60 Windsor 2-dr. hardtop, 
$2,400* (ps). 
’°59 NY 4-dr. hardtop, $1,700* (ps). 
’58 Saratoga 4-dr., $980* (ps). 
’57 Saratoga 4-dr, hardtop, $590* (ps). 
DeSOTO—’58 Fireflite 4-dr., $715* (ps). 
’57 Firedome 4-dr., $545* (ps); Fire- 
sweep 2-dr. hardtop, $430* (ps). 
’56 Fireflite 4-dr., $250* (ps). 
DODGE—’60 Seneca (8) station wagon, 
4-dr., $1,585. 
’57 Royal (8) 4-dr. hardtop, $510*; Cor- 
onet (8) 2-dr., $375*. 
’55 Royal (8) 2-dr. hardtop, $410*. 
FORD—’60 Galaxie (6) 2-dr., $1,390; Fal- 
con (6) 2-dr., $1,295, $1,235; 4-dr., 


$1,250. 

°59 Thunderbird (8) 2-dr. hardtop, $2,- 
240* (ps), $2,045* (ps); Galaxie (8) 
2-dr, Victoria, $1,400*, $1,390* (ps); 
Country Sedan (8) 4-dr., $1,145; Fair- 
lane (8) 2-dr., $1,100*, $925*. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
925* (ps), $1,830* (ps); Fairlane 500 
(8) 4-dr. Victoria, $1,075* (ps), $850*; 
Country Sedan (8) 4-dr., $550*. 

’57 Country Sedan (8) 4-dr., $725* (ps); 
Custom 300 (8) 4-dr., $500; Fairlane 
(8) 4-dr., $500*. 

"56 Fairlane (8) 2-dr., $460*, $435*, 
$350*; conv., $365*; Custom (8) 4-dr., 
$310*; Main (6) 2-dr., $205. 

’55 Fairlane (8) 4-dr., $270, $265; 2-dr., 
$240*; 2-dr. Victoria, $235*. 

LINCOLN — ’56 Premiere 2-dr. hardtop, 
$510* (ps), $450* (ps). 
MERCURY—’59 Commuter 2-dr., $1,200*. 

’58 Monterey 2-dr., $615*. 

’57 Turnpike Cruiser 2-dr. hardtop, $685* 
(ps); Monterey 4-dr., $600*; Montclair 
4-dr., $455*. 

56 Custom 2-dr. hardtop, $480* (ps); 
Monterey 2-dr. hardtop, $375*. 

OLDSMOBILE—’58 (88) 4-dr., $845*. 

’57T (88) 4-dr., $835*. 

’56 (98) 4-dr, Holiday, $450* (ps). 
755 (88) 2-dr, Holiday, $200* (ps). 
PLYMOUTH—’61 Valiant (6) 2-dr., $1,- 

620*. 

’60 Valiant (6) Suburban 4-dr., $1,500*; 
4-dr., $1,325. 

"59 Savoy (6) 2-dr., $740. 

’58 Suburban (8) Custom 4-dr,, $690*, 
$550*; Savoy (6) 4-dr., $540. 

’57 Belvedere (8) conv., $550* (ps); Sa- 
voy (8) 4-dr., $285*; Plaza (8) 2-dr., 
$250°*. 

’56 Belvedere (8) 2-dr, hardtop, $335*; 
Savoy (8) 4-dr., $245*, $220*. 

PONTIAC — ’58 Chieftain 2-dr. Catalina, 
$1,115* (ps). 

’57 Chieftain: 4-dr., $365*. 

’55 Chieftain 4-dr., $330* (ps); 2-dr. 
Catalina, $195*, $165*. 

RAMBLER — ’58 Super (8) 4-dr., $920; 
American (6) Deluxe 2-dr., $580. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday, Prices are for sale of May 
25. Heavy units and late models sold very 
well. Sellers were happy with prices, Bid- 
ding ran strong all day as 81 percent sold. 
BUICK—’59 LeSabre 4-dr., $1,550* (ps); 

Invicta 4-dr. hardtop, $1,520* (ps). 

’57 Century 4-dr, Riviera, $695* (ps); 
RM conv., $560* (ps); Super 2-dr. 
Riviera, $530* (ps). 

’56 Super 4-dr. Riviera, $500* (ps); 2-dr. 
Riviera, $390* (ps); Century 4-dr. 
Riviera, $500* (ps); Special 4-dr. Rivi- 
era, $405* (ps); 2-dr, Riviera, $280*. 

’55 Special 4-dr, Riviera, $430*; Super 
4-dr., $275* (ps). 

’49 Super 4-dr., $130*. 

CADILLAC—’61 de Ville 2-dr. hardtop, 
$4,465* (ps). 

"60 (62) conv., $4,090* (ps), $3,900* 
(ps); 4-dr, hardtop, $4,025* (ps), $3,- 
975* (ps); de Ville 2-dr, hardtop, 
$3,775* (ps). 

"59 (62) Sedan de Ville, $2,750* (ps), 
$2,560* (ps). 

’58 (62) conv., $1,875* (ps). 

"57 (62) 2-dr, hardtop, $1,430* (ps), 
$1,200* (ps); Coupe de Ville, $1,355* 
(ps). 

’56 (62) Coupe de Ville, $645* (ps). 

’55 (62) 4-dr., $540* (ps); 2-dr, hard- 
top, $505* (ps). 

"53 (62) 4-dr., $215* (ps). 

’49 (62) 4-dr., $140*. 

CHEVROLET—’61 Impala (6) conv., $2,- 
400* (ps); 4-dr. hardtop, $2,370* (ps), 
$2,360* (ps); Impala (8) 4-dr, hard- 
top, $2,370* (ps), $2,360* (ps), $2,- 
360*, $2,305* (ps); Corvair Monza (6) 


Ranch Wagon (6) 2-dr., $515. 

’57 Fairlane 500 (8) 2-dr. Victoria, $740* 
(ps); 4-dr. Victoria, $675* (ps), $635*; 
4-dr., $565*; Fairlane (8) 2-dr, Vic- 
toria, $490*; Ranch Wagon (8) 2-dr., 
$480, $330. 

’56 Thunderbird (8) conv., $1,400*; Coun- 
try Squire (8) 4-dr., $535*; Fairlane 
(8) 2-dr., $435; 4-dr., $235, $200. 

55 Custom (8) 4-dr., $350* $215*; 
Country Squire (8) 4-dr., $445; Fair- 
lane (8) 2-dr., $275; Main (8) 2-dr., 
$200; Ranch Wagon (8) 2-dr., $195*. 

’54 Crest (8) 2-dr. Victoria, $225*; Main 
(6) 2-dr., $215, 110; Country Sedan 
(8) 4-dr., $195*; Ranch Wagon (6) 
2-dr., $190, $180. 


IMPERIAL — ’57 Imperial 4-dr. hardtop, 
$1,000* (ps). 


450. LINCOLN—’58 Continental Mark II 4-dr. 


hardtop, $1,710* (ps); Premiere 4-dr. 
hardtop, $1,350. 

’56 Capri 4-dr., $580* (ps); Premiere 2- 
dr. hardtop, $510* (ps). 

MERCURY — ’58 Commuter 4-dr., $790* 

(ps). 

’57 Commuter 4-dr., $640* (ps); Mon- 
terey 2-dr., $455*. 

’56 Custom 4-dr. hardtop, $465. 

’55 Monterey 4-dr., $355*, $230*, $245*. 


$2,920* (ps); 2-dr, hardtop, $2,300* | OLDSMOBILE—’61 F-85 4-dr., $1,900. 


’59 (88) Super 4-dr., $1,800* (ps); (88) 
4-dr. Holiday, $1,800* (ps). 

’58 (88) 4-dr., $1,050* (ps); 4-dr. Holi- 
day, $1,000* (ps); 2-dr., $565. 

’57 (98) 4-dr., $865 (ps); 4-dr. Holiday, 
$830* (ps); (88) 2-dr. Holiday, $580* 
(ps), $550* (ps). 

’56 (88) conv., $530* (ps). 

’55 (88) 2-dr. Holiday, $295*. 
PACKARD—’53 Clipper 4-dr., $135*. 
PLYMOUTH—’61 Belvedere (8) 4-dr., $1,- 

715*. 

’59 Savoy (6) 4-dr., $640*. 

’57 Suburban (6) Custom 2-dr., $440*; 
Savoy (8) 4-dr., $400*. 

56 Suburban (8) Custom 4-dr., $300*. 








Chrysler Dealers Offer 
Driver-Training Book 


DETROIT. — A 16-page illus- 
trated booklet, designed as a new 
visual aid for driver training in 
high schools throughout the 
United States, is now being dis- 
tributed through Chrysler Corp. 
dealers. 

Over one million copies of the 
booklet will be made available to 
Chrysler Corp. dealers for dis- 
tribution to driver training direc- 
tors in local high schools. 





’55 Plaza (6) 2-dr., $135. 
’54 Belvedere (6) 4-dr., $105. 
’53 Plaza (6) 2-dr., $105. 


PONTIAC—’58 Star Chief 4-dr. Catalina, 
$1,130* (ps). 

’57 Chieftain 4-dr., $475*. 

’56 Chieftain, Safari 4-dr., $530* (ps), 
$520* (ps), $420* (ps); 2-dr. Catalina, 
$400*; Star Chief conv., $515* (ps). 

‘55 Chieftain 2-dr. Catalina, $375*, 
$210*; 2-dr., $165*. 

’54 Chieftain 2-dr. Catalina, $160* (ps); 
4-dr., $150*. 

RAMBLER—’60 Super (6) station wagon 
4-dr., $1,470. 

59 American (6) 2-dr., $915. 

’56 Super (6) 4-dr., $525. 

’55 Custom 4-dr., $310. 4 

MISCELLANEOUS — ’59 Chevrolet pickup, 
$910; panel, $550. 

’58 Ford (6) Ranchero, $700. 

’56 Chevrolet (6) pickup, $530. 
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’55 Chevrolet (6) stake, $400. 
’54 Ford F-600, $240. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day. Prices are for sale of May 25. All 
cars selling good. Sharp units in big de- 
mand. Sold 198 cars from 603 consign- 
ments. 

BUICK—’58 Century conv., $1,340* (ps); 
Super 4-dr. Riviera, $1,040* (ps). 

’57 RM 2-dr. Riviera, $685* (ps); Spe- 
cial 4-dr. Riviera, $675* (ps); Century 
2-dr. Riviera, $620*,. 

‘56 Special Estate Wagon, $400*; 4-dr., 
$350* (ps). 

CADILLAC—’56 (62) 4-dr., $1,040* (ps). 

’55 (62) 4-dr., $730*. 
CHEVROLET—’60 Impala (8) conv., $2,- 

125* (ps), $2,085* (ps); sport coupe, 
$1,945* (ps); sport sedan, $1,870*; 
Brookwood (8) 4-dr., $1,995* (ps); Bel 
Air (8) 4-dr., $1,560*; Corvair (6) 
2-dr., $1,470*. 

59 Impala (8) conv., $1,600*; 4-dr., 
$1,455* (ps), $1,400* (ps), $1,350* 
(ps), $1,275*, $1,025; sport coupe, $1,- 
325*; Bel Air (8) 4-dr., $1,305*, $1,- 
240* (ps); 2-dr., $1,120*; Biscayne (8) 
4-dr., $1,205* (ps); 2-dr., $1,005; Bis- 
cayne (6) 4-dr., $1,075*; 2-dr., $700. 

’58 Impala (8) conv., $1,275* (ps), $1,- 
115*; sport coupe, $1,265*, $1,240; 4- 
dr., $1,100*; Brookwood (8) 4-dr., 
$1,095* (ps); Bel Air (8) 4-dr., $970*, 
$875, $850*; Bel Air (6) 4-dr., $880*; 
sport sedan, $875; Biscayne (8) 2-dr., 
$840*, $825* (ps); Biscayne (6) 2-dr., 
$700; Delray (8) 2-dr., $825. 

’57 Bel Air (8) conv., $1,025* (ps), $1,- 
020*; sport coupe, $895*, $715* (ps); 
sport sedan, $865*; 4-dr., $770* (ps), 
$640* (ps); Bel Air (6) sport coupe, 
$800*; Two-ten (8) 4-dr., $770*; sport 
coupe, $685* (ps); Two-ten (6) 2-dr., 


(Continued on Page 46, Col. 2) 





Smart, modern Stran-Steel buildings grow as you grow! 


You can build a new showroom in time for new-model announcements! It’s a surprisingly short time from 
ground-breaking to grand-opening when you build a pre-engineered Stran-Steel building. 


Easy to expand, too. As space gets crowded, you can move the walls out without loss or destruction of materials. 
Just reinstall them intact in their new location. No need to close down your business or interrupt work schedules. 


Of the 1,400 sizes of buildings Stran-Steel has to show you, there’s sure to be one to fit your exact needs. Your 
building’s design can be as elaborate or as functional as you desire. Easy to heat and air condition, too. 
Efficient insulation is quickly installed. Choose from 10 bright, factory-applied 


2-dr., $2,005, $1,625*; Corvair 700 (6) 
4-dr., $1,185; Brookwood (6) 4-dr., 
$1,975. 

"60 Impala (8) conv., $2,050* (ps), $2,- 
000* (ps); sport coupe, $1,710; Kings- 
wood (8) 4-dr., $1,755* (ps); Bel Air 
(6) 4-dr. hardtop, $1,585, $1,550* (ps); 
Biscayne (6) 4-dr., $1,490*; 2-dr., $1,- 
400. 

759 Impala (8) conv., $1,440* (ps); 4- 
dr., $1,450*; sport sedan, $1,330* (ps); 
Biscayne (8) 2-dr., $1,070*, $1,000*; 
4-dr., $1,000*, $775*; Brookwood 4-dr., 
$1,050. 

’58 Impala (8) conv., $1,075* (ps); sport 
coupe, $1,075*, $735* (ps); Nomad (8) 
4-dr., $960* (ps); Bel Air (8) 2-dr., 
$945* (ps); Del Ray (6) 4-dr., $775. 

’57 Bel Air (8) sport sedan, $860* (ps), 
$760; station wagon 4-dr., $625*; Two- 
ten (6) station wagon 4-dr., $705; 2- 
dr., $580*. 

°56 Two-ten (8) station wagon 4-dr., 
$625* (ps), $585*, $480*, $440*; 2-dr., 
$390*. 

’5b5 Two-ten (6) 2-dr., $300*; Two-ten 
(8) 4-dr., $260; One-fifty (8) station 








STRAN-STEEL 


protective color coatings for extra wall and roof beauty and durability. Easy to 
build, easy to maintain, Stran-Steel buildings are equally easy to finance. For 
details, mail the coupon. Or, call the Stran-Steel dealer near you—and be sure 
to ask about his Building Proposal Service. He’s in the Yellow Pages under 


Steel Buildings or Buildings, Steel. 


STRA 


STEEL 


Buildings For Modern Business 


® om 


A 


CLIP COUPON AND MAIL TO STRAN-STEEL CORPORATION, DEPT. AN-27, DETROIT 29, MICHIGAN 


Please send complete literature on Name 
Stran-Steel Buildings in Stran- 

Satin Color. I'm interested ina Company. 
building approximately__+-_---=----— ss Address 
ft; by... ft to be used 

for City. 





Title 
Phone 
County. 


Zone. State 


iS A DIVISION OF NATIONAL STEEL CORPORATION 











Alternator Demonstration— 


Jack Krieger, Kreiger Motors (Plymouth), 
Dayton, O., looks surprised as the car 
continues to run after its battery is re- 
moved for a special alternator demon- 
stration trip from Dayton to Indianapolis, 
109 miles away. The demonstration was 
arranged to show the capabilities of the 
Chrysler Corp. alternator in generating 
sufficient electrical current to enable an 
automobile to make this trip, even with- 
out a battery. Dayton and Indianapolis 
Plymouth dealers combined to sponsor the 
performance run during which three cars 
made 47 stops each without stalling out. 
The batteries were removed from all the 
cars after they were started. 


Used Import Car Prices 





Bordentown, N. J. 
Ford (English)—’60 Anglia 2-dr., $700. 

759 Anglia 2-dr., $365. 

’58 Escort station wagon 2-dr., $320. 
MG—’60 MGA conv., $1,555. 
Metropolitan—’55 sport coupe, $300, 
Renault—’59 Dauphine 4-dr., $470; 4-dr., 

$450. 
Simca—’60 2-dr. hardtop, $795. 
Vauxhall—’58 station wagon 4-dr., $635. 
Volkswagen—’58 2-dr., $700. 


Caldwell, N. J. 

Hillman—’5S8 Minx 4-dr., $350. 
Opel—’59 Rekord 2-dr., $660. 
Renault—’59 Dauphine 4-dr., $305, 
Vauxhall—’59 Victor station wagon, $600. 
Volkswagen—’60 Microbus, $900. 

’*59 Karmann-Ghia 2-dr., $1,300; 

$845. 


2-dr., 


Chicago 
Opel—’60 station wagon, $800. 
Volkswagen—’60 conv., $1,450; 2-dr., $1,- 
245, $1,225, $1,215, $1,185, $1,150. 


Columbus, O. 
Renault—’57 4-dr., $215. 
Daytona Beach, Fla. 
Fiat—’60 station wagon 2-dr., $600; Blan- 
china sunroof, $500. 
Ford (English)—’60 Anglia 2-dr., $765. 


Detroit 
Fiat—’61 600 4-dr., $800. 
Ford (English)—’60 Escort station wagon 
2-dr., $590. 
Metropolitan—’57 2-dr., $410. 
Volkswagen—’60 2-dr., $1,240. 
*59 2-dr. hardtop, $1,230; conv., $1,175. 
’57 2-dr., $700. 


Dyer, Ind. 
Jaguar—’53 conv., $400. 
Renault—’59 4-dr., $530. 


Flint 
Morris—’57 Minor conv., $285. 
Opel—’59 Rekord 2-dr., $720. 
Skoda—’57 2-dr., $160. 


Fontana, Wis. 
Fiat—’61 2-dr., $400. 
Goliath—’59 2-dr., $300. 
Simea—’59 2-dr., $600. 


Los Angeles 
Austin-Healey—’59 roadster, 
Borgward—’59 2-dr., $735. 
Ford (English)—’59 Consul conv., $680. 
Hillman—’59 Minx conv., $710. 
Jaguar—’54 roadster, $425. 
Mercedes-Benz—’'56 180 4-dr., $650. 
Opel—’54 4-dr., $285. 

Peugeot——’60 403 4-dr., $1,050. 


$1,425. 


Renault—’59 Dauphine 4-dr., $510, $485; 
4-dr. 4CV, $400. 
’58 Dauphine 4-dr., $435. 
Volkswagen—’57 conv., $855; 2-dr., $825, 


$675. 
Manheim, Pa. 
Fiat—’59 2-dr., $295. 

’58 4-dr., $590. 

Ford (English)—’59 4-dr., $570. 
Goliath—’60 2-dr., $450. 

"59 2-dr., $440. 
MG—’58 MGA conv., $1,010. 
Mercedes-Benz—’59 4-dr., $1,920. 

’58 4-dr., $1,805. 

Metropolitan—’61 conv., $1,205. 
Opel—’57 station wagon 4-dr., $340. 
Renault—’59 4-dr., $510. 

Taunus—’59 2-dr., $540, $430. 
Volkswagen—’61 2-dr., $1,610, $1,575. 

’60 2-dr., $1,340; station wagon 4-dr., 

$925. 

"58 Karmann-Ghia 2-dr., $1,215, $1,160; 





Belk Acquires VW Deal 


CHARLOTTE, N. C.—Henderson 
Motor Co. (Volkswagen), with 


Henderson Belk as president, has 
been formed to operate the old 
Brown Motor Co., and will continue 
to be located at 1410 W. Morehead 
City. Belk said. sales and service 
facilities will be remodelled. 
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Used-Car Auction Prices 





(Continued from Page 45) 


$605*; One-fifty (6) 2-dr., $500*. 

56 Bel Air (8) 4-dr., $640*, $425; sport 
coupe, $615* (ps); Two-ten (8) sta- 
tion wagon, $520*, $430* (ps); 4-dr., 


$515*, $490*, $410; Two-ten (6) 4-dr., 
$500*. 

’55 Bel Air (8) sport coupe, $520*, $500*; 
2-dr., $505*; 4-dr., $425*; Two-ten (8) 
2-dr., $395*, $350*; 4-dr., $350; Two- 
ten (6) sport coupe, $230*. 

CHRYSLER ~— ’58 Windsor 2-dr. hardtop, 
$695*. 

COMET—’61 Comet 2-dr., $1,870*. 

DODGE ’60 Polara (8S) station wagon, 
$1,835* (ps); Dart (8) Pioneer station 
wagon, $1,750* (ps), 

’59 Coronet (8) 4-dr., $1,030* (ps). 

’58 Sierra (8) 4-dr., $600 (ps). 

’55 Coronet (8) 2-dr., $235*. 

FORD—’'60 Thunderbird (8) 2-dr. hardtop, 
$2,650* (ps); Galaxie (8) conv., $1,- 
850* (ps), $1,830 (ps); Galaxie (6) 
conv., $1,640*; Fairlane (8) 2-dr., $1,- 


365*; 4-dr., $1,125; Falcon (6) 4-dr., 
$1,330, $1,280. 
59 Galaxie (8) conv., $1,520*, $1,475* 


(ps); Fairlane 500 (8) 2-dr, Victoria, 
$1,205* (ps); 4-dr., $1,115*; Country 
Sedan (8) 4-dr., $1,100*; Fairlane (8) 
4-dr., $990. 


’58 Country Sedan (8) 4-dr., $780*; Fair- 
lane (8) 2-dr., $705*; Custom 300 (6) 
2-dr., $675. 

’57 Fairlane 500 (8) conv., $670*; Ranch 
Wagon (8) 2-dr., $575*; Fairlane (8) 
2-dr. Victoria, $550* (ps); 2-dr., $510; 
4-dr., $465*; Custom (8) 4-dr., $490; 
2-dr., $405; Custom (6) 4-dr., $480*, 

’56 Fairlane (8) 4-dr., $580* (ps), $385*, 
$365*; conv., $350*; Custom (8) 2-dr. 
Victoria, $365*. 











LINCOLN — ’61 Premiere 4-dr., $4,390* 
(ps). 

MERCURY — ’59 Monterey 4-dr. hardtop, 
$1,165*, 


’58 Monterey 4-dr., $600* (ps), 


2-dr., $950. 
’*57 2-dr., $800; Microbus, $610, 
Volvo—’58 2-dr., $830. 


Mason City, Ia. 
Triumph ~59 station wagon, $435. 
Volkswagen—’60 station wagon, $1,520. 


Newington, Conn. 
Volkswagen—’56 conv., $525. 


Warehouse Point, Conn. 
Renault—’58 Dauphine 4-dr., $320. 
Simea—’59 4-dr., $175. 

Taunus—’59 17M 2-dr., $420. 

West Palm Beach, Fla. 

Fiat—’60 sunroof 2-dr., $400. 
Ford (English)—’60 Anglia 2-dr., $815. 
’59 Anglia 2-dr., 2 at $530, $380; Escort 
station wagon 2-dr., $425. 
’58 Squire 2-dr., $390. 
Hillman—’58 Minx conv., $630; Husky sta- 
tion wagon 2-dr., $305. 
Mercedes-Benz—’59 2205 4-dr., $1,850. 
— Caravelle 2-dr. hardtop, $1,- 
40. 
’60 4CV 4-dr., $560: 
Simca—’58 Aronde 4-dr., $380. 
Skoda—’61 conv., $675; 2-dr., $575. 
Taunus — ’59 Combi station wagon 2-dr., 
$600. 
Vauxhall—’58 Victor 4-dr., $350. 
Volkswagen—’61 117 2-dr., $1,340. 
’59 281 station wagon 4-dr., $825. 
°56 2-dr., $275. 





Car registrations as 
compiled by R, L, Polk 


OLDSMOBILE—’ 60 
470* (ps); 4-dr. Holiday, $2,360* (ps); 
$1,- 


’57 Montclair 4-dr., $670* (ps); Monterey 


4-dr., $325*. 
'56 Montclair 4-dr., $360*. 
’55 Monterey 2-dr. hardtop, $345*. 
(88) Super conv., 


(88) 2-dr., 
985* (ps). 


$2,200* (ps); 4-dr., 


’59 (88) 4-dr. Holiday,,$1,720* (ps), $1,- 
640* (ps); 4-dr., $1,635*, $1,565*, $1,- 


550* (ps). 
’58 (88) 4-dr. Holiday, $1,250* (ps). 
’57 (88) Super 4-dr., $945* 

4-dr., $840* (ps); (88) 4-dr., 


(ps); (98) 4-dr., $730* (ps). 


’56 (88) 4-dr., $615*, $550*, $460* (ps), 
2-dr., 
(98) 4-dr. Holiday, 


$430*; 2-dr. Holiday, $520*; 


$350*, $350* (ps); 


$2,- 


(ps); Fiesta 
$795* 
(ps), $740* (ps); 2-dr. Holiday, $745* 


ox tae (ps). MISCELLANEOUS—’58 Willys Jeep, §$1,- 
"55 (88) 4-dr., $330* (ps); 2-dr., $325*. 050. 
PLYMOUTH — °'59 Suburban (8) 4-dr., 57 Chevrolet (8) %-ton pickup, $725, 
$700*, $505. 
’58 Savoy (8) 2-dr., $485. 
’57 Savoy (8) 2-dr. hardtop, $490*. — Auctions in Brief — 
’56 Suburban (8) 4-dr., $510*; 2-dr., 
$345*. Bordentown, N. J. 
’55 Savoy (8) 2-dr. hardtop, $335*; 4-dr., National Dealers Exchange. Sale 
$300*. P | every Wednesday (May 24). High percent- 
PONTIAC—’59 Star Chief 4-dr. Vista, $1,-| age of sales due to the increasing influx 
640* 4-dr., $1,470* (ps); Cata-| of clean sharp merchandise, Sold 85 per- 
a 2-dr., $1,245* (ps). | cent of 627 consignments. 
’58 Chieftain 4-dr., $840*. Columbus, O 
, i © Or e ow . 
— 2-dr., $425*; 4-dr. Catalina, Capital Auction, Inc. Sale every 
‘ ~H, Ss | Thursday (May 25). Market steady on the 
“Sanees ade ie ae 2-dr.,| clean sharp cars, dropping on the not so 
5p S°Cks ’ * new c . Sold 217 cars from 317 consign- 
RAMBLER Ambassador (8) Custom — ris <s 





Super 


STUDEBAKER 
wagon, $200. 
Commander (8) 





(8) 4-dr., 
Super 4-dr., 


Cross Country, $2,250* (ps). 
"60 Super (6) 4-dr., $1,360. 
"59 American (6) station wagon, $705. 
(8) Cross 

Super (6) Cross Country, 
’57 Rebel (8) 4-dr. 
’56 Custom 

top, $465*; 


Country, 
$785", 
hardtop, $645. 
$530; 


’57 Scotsman 


4-dr., 


4-dr, 
$325*. 
(6) 


$205. 


$825*; 


hard- | 


station 





Fred 
Tuesday 


| buyers 
from 122 consignments. 


23). 


seven 


Manheim, Pa. 
Manheim Auto Auction. 
day (May 26). Weather: Rain, Sold 82 per- 
cent of 836 consignments, 
Paducah, Ky. 
Brown Auto Auction. 
The prices were up 
due to the low consignment lots of active 


states. Sold 64 cars 


New Commercial-Car Registrations, 


31 States for April, 1961-1960 


Truck registrations by states are 
released here weekly, as compiled 


by R. L. Polk representatives in 
state capitals. 


Brock- 
way 


Dia- 
Chev- 
et mond 


Dodge 


Ford 


Mack 


Stude- 
baker | White 





Willys 


Sale 








Sale every Fri- 


every 


TO- 
TAL 


























































































































Il States Previously ‘él| 2| 2890) 15) 504 2982 | 733 1490, 122) 92 300 398; 9588 
Reported for April -"60|_ 1] 3705 48| 551] 3439] _—«*1098|__—«*1684|_—129 70; _-'118| ~—447|_~—«586| 11876 
ri. is él 462| 49; —-508| 90) 168| 4) 9) 6 10; 1309 
'60 602) 46| 589} 164, _—«*40 4 aa) 12| 14) 1580 

Colorado a bl 343 68; -357| 91; 139) 6 7 62) 49| 1138 
‘60! 462 82; 410) —s175) 128) 12 15| 7% 27|__ 1395 

Delaware “él| 70 il} 54) 2I 42| 15| 16| 2 2| (235 
60) I| 78| 23 62 21|___—-47|_—40| al... 3h ee 

Hawaii "bl 46| 9| 44) 9| 14 l l 1| 30) 28! 18! 
60} 47| __ ii SO} a | i]. 4]. a ee 

Illinois 7 6l| 1034| 120| 793 185 455 | 15| 7| 47| 48; 135| +2859 
60} 1075 144| 1080 300] 570| —si18| 8} 49) ~—«120|_—S 238) 364 

lowa él | 468 64; 494; «10 268| 3 9 16| i 29| «1474 
a 60! 1 486 | 52| _ 380|_~—«*103|_—— 252 2| 26] —s-2|_ 4 49| 1381 
Maine. ‘él | I 137 12; 110} 32 55| 5| 3| | 19| 30! 405 
a 60 176| | 20| _—*147| 40) 80] 3] s- 6|. ._ 0 e 526 
Maryland ol 5 406 | 65; 520 8} 167| 39 8| 54| 48 5I| 1444 
60} 14 412 88} 380} _~—*104 204| 44) | 34] 65]. él] 1412 
Minnesota él 598 107 680; -126| 259! 26| 18| 24 33| 63| 1937 
60 697) 102 603} «112; ~—230)_—S 9 oe *) 60] 1931 

Montana "él | 219! 20 205 | 50; —-:143| 18| 5| 3 48 31 744 
60) 282! 60| 225] 82| 101 | 4| 2| 14 36] —«-23|_—— 832 

New Jersey "él | 7|  —-538/ 91 674, «158 344) 75 | 8| 53 88 140| 2192 
60) 12} 550 158] —727|_—_—=*dN'83 296| 42 8| 72| 94| 166] 2323 

New Mexico "l| 288 | 26 200 69 59| 2 13 4 22 15 698 
"60 277 46 238| 70 43| 2 1 2| 22 5 706 

North Carolina 6l 1 550 44 620 143 195 26 10 31 24 43 1687 
'60 830| 66 769 170} __257| 27) 9| él 45 66| 2301 

Ohio "él 880| 130; 975, 248) 409 54| 18 51 | 68 104| 2943 
"60 5} _ 1059) 212| 1124) 455 502| 53 25} sl 147| 180] __ 3889 

Pennsylvania él | 9 920 171 913 249 465 98 25 63 248 124| 3299 
be 60} 12 833 174] 788|_-272|_~—«438]_—s6 15 114] 214 155| 3154 
Rhode Island "él 48 8 88 19 59 9 1 1 8 25 266 
‘60 50) 4) 66! 5 _25) 10| 5 3] 8 37 214 

Tennessee él | 475 | 57 452|  —-102 148 | 20 9/ 32 18 38| 1351 
"60 803 99| 691 192 183| 43 6} 34 39 47| 2139 

Utah 6l 152 48; «14! él 55| 1 2| 6 13 16} 49 
- ‘60| 284| ‘57|_ 249 119 73| 4| 2 i 27 27| 856 
Vermont 6l| 4| 68 13] 79| 37 36 2 4 2 35 27 307 
'60/ |__109} 17! 106| 34, 47 27| 4| 3] 34 38} 422 

Wyoming "él | 122 17; 15 33 72 l I 1 2I iT 394 
60] 192 34) (133]_——85| 38 6 4 5| 43. ‘14 555 

31 States Reported el | 29| 10714 1634) 11004! 2647) 5042 540 513| 1152| 1369) 34947 
To Date for April 60 45} 13009 2054| 12256] 3784) 5360 615| 685} 1545] —:1847| 41601 
Year él | 257| 75960 10167| 74955! 18052| 25468]  2477/ 3183| 7853) 8744) 229063 
To Date 60! 342| 87504 11966! 77950| 20277) 30911!  3399| 4270| 8247| 12566| 259050 





Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


Comet FORD Buick Cadil- 





New Passenger-Car Registrations, 31 States for April, 1961-1960 






















































































































































































Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 

















& Co. TOTAL lac 
11 States Previously '61| 3694 840 107 2437| 2989| 6373| 12257 234 1131 15116| 2772) 1340| 14019) 2786 24127 641|  4527| 54478 
Reported for April  '60| 4866 715 145 236| 3656] 4696} +9448) ~—«*14782 208 1558 _18074| 2637] _—:1523]. 18128} 3459! 29863| 1085} 6569] 69905 
Arkansas bl 125 23 4 77 95 199] 639 8 60| 787; «887, —Ss«&3|Ssé4G 133) 1272; 57| 144] 2584 
a. '60| 170] 2 2 9 183} 181] 39% 858 16 85 1038 125) 66} 1143 202 1761 46 182| 3593 
Colorado ‘ol (329 8! 13 176| 256] = 526{ ‘1015 25 105 1244-183 87|—«1331| 207 2089} 185] 293 
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Dowgard® Full-Fill® Coolant! Unconditionally guaranteed 
by Dow against loss of coolant for 24 months or 24,000 miles, 
when properly installed by a service dealer in 1958 and newer 
cars and inspected every six months. Loss in first 6 months 
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Dowgard® Antifreeze! Unconditionally guaranteed by Dow 
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tion until next May lst, provided Dowgard Antifreeze is 
installed by service dealer in cooling system in good condi- 
tion. Dealer, without cost to customer (except for needed 
repairs) will add enough Dowgard Antifreeze to return solution 
to original degree of freeze protection. 
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Wilkie Views... 








Building Ow 


By DAVID J. WILKIE 


“WE’RE BULLISH as hell about 
this market.” 

The words are those of K. E. 
(Gene) Staley, Chevrolet general 
sales manager. 
He was referring 
to the market for 
cars and trucks. 
He had just re- 
ceived another 
report of a con- 
tinuing rise in 
deliveries by his 
dealer organiza- 
tion. 

He told AuvtTo- 

, MOTIVE NEws that 
K.E. (Gene) Staley Chevrolet expects 
to enjoy a “very satisfactory” sales 
year in 1961. 

The 56-year-old, Nebraska-born 
Staley has been "associated with 
Chevrolet since the mid-1920s when, 
as a railroad clerk in the town of 
Chadron, Neb., he sold cars in his 
spare time. He came more directly 
into the Chevrolet operation in 
1929 when he was made Omaha 
district manager. 

Except for his World War II 








ner Loyalty 


service during which, as a colo- 
nel, he served overseas and later 
commanded an ordnance regi- 
ment that went into Normandy 
on D-Day, he served in various 
top-level Chevrolet field posts. 
He became general sales man- 
ager July 1, 1959, after three years 
as executive assistant general sales 


manager. 
* ck 


WHAT DOES IT TAKE to be a 
good general sales manager for 
the world’s largest automobile 
maker? 

Gene Staley, who has had some- 


Plymouth, Valiant Boost 


Chicago Newspaper Ads 

CHICAGO. — Newspaper adver- 
tising for Plymouth and Valiant 
will be doubled in Chicago during 
the next three months, according 
to R. E. Lewis, Chrysler-Plymouth 
regional manager. 

Lewis said the increased adver- 
tising is a result of a recent up- 
turn in automobile sales in the 
region, 


thing more than average success 
in that post with Chevrolet, says 
the answer has several facets. He 
Says you have to have— 

The product, the dealer organiza- 
tion, the wholesale organization, an 
owner relations program. 

“Chevrolet has all these,” he said. 
“Its dealer organization is the 
greatest in the country; its whole- 
sale organization is the best.” 

The Owner Relations Program 
was Staley’s own brainchild. Its 
creation was his first major move 
when he became general sales 
manager. He asked management 
for a million dollars to set it up. 

“I didn’t get the million dollars, 
but I got a budget to get it under 
way,” he said. 

Asked how the program, now in 
its second year, was proving out, 
Staley .said he regarded it as one 
of his major achievements. 

The program is much more com- 
prehensive and far-reaching than 
its name implies. A separate de- 
partment was created to implement 
its purposes and a number of “For- 
ward Development Boards” were 
created for various sections of the 
Chevrolet sales department func- 
tion. 

* * * 

THE BOARDS are made up of 
nine Chevrolet wholesale represent- 
atives, including regional through 
district managers, and five Chev- 
rolet dealers. Their function is to 
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look into the future as it pertains 
to the specific departments for 
which they were organized. 

Then with information on the 
projected owner population in the 
future, the boards evaluate condi- 
tions that will prevail in the future 
and recommend courses of action 
which, in many instances, must be 
started immediately. 

“Through every medium and 
avenue the program seeks to find 
out what the customer really 
wants and then how to satisfy 
these desires,” Staley went on. 

“There is not a thing in this 
whole business that doesn’t affect 
owner relations. In the modern 
concept of merchandising, you have 
to have a lasting satisfaction with 
all the processes of merchandising 
from the time the customer first 
evidences interest in the product 
throughout the entire period of 
ownership. 

“Owner relations should not wait 
until the customer shows a readi- 
ness to buy.” 

* * * 

ONE EARLY recommendation of 
the owner relations department 
was the establishment of night 
service in big-city dealerships. The 
program provides service after 6 
p.m. Staley reported that more 
than 600 dealers throughout the 
country are providing “after din- 
ner” service. Some provide 24-hour 
service. 

‘Not all these undertakings 
are showing financial profit,” the 
Chevrolet sales chief said. “But 
they are contributing to owner 
satisfaction and loyalty. If the 
dealers will stick with it, it 
will become profitable financially, 
too.” 

Basic to the entire owner rela- 

tions program, Staley said, is the 
time-honored philosophy that “Our 
most valuable asset is the satisfied 
customer.” 

“We have 18 million of them in 
cars and trucks currently in use,” 
he said. “We want to keep them 
satisfied. No dealer can be unsuc- 
cessful if he has owner loyalty.” 


Olds Shifts Jarboe, 
Grobe, Hauswirth 


LANSING. — Three personnel 
changes, two in the field and one 
at the company’s home office, were 
announced by 
Oldsmobile. 

Robert B. Jar- 
boe, 37, assistant 
manager of Olds- 
mobile’s Detroit 
zone, has been 
named manager 
of group selling 
activities at the 
division’s head- 
quarters in Lan- 
sing. 

Robert B. Jarboe Lloyd A. Grobe, 
43, who has held the group selling 
position, has been transferred to 
Buffalo as assistant zone manager. 

Fred J. Hauswirth, 39, has been 

assigned to the company’s Detroit 





F, J. Hauswirth 


Lloyd A, Grobe 


zone to assume Jarboe’s duties. 
Hauswirth had previously been as- 
sistant zone manager in Buffalo. 





Injured Officer Sues 
For $787,000 in Crash 


HOUSTON.—An Air Force officer 
who once was an Oklahoma State 
University basketball player has 
sued a British auto company for 


$787,000 in a court in Houston after |f 


an accident near Jacksonville, Ark. 

The officer, who was stationed in 
Columbus, O., and temporarily as- 
signed to the Little Rock air base 
at the time of the crash, is now in 
a Long Beach (Calif.) hospital. Lt. 
Charles L. Blood filed the suit 
against Standard Motor Co. of Eng- 
land plus Southwest Triumph Dis- 
tributors, Inc., Houston, and Stand- 
ard Triumph Motor Co. of Dallas 
and New York. He charges that 
faulty brakes caused the accident 
in which he was injured. 
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TRANSMISSION CASE — Dana Corp., 
Toledo 1, O., has announced a 6000 
Series ‘‘Spicer’’ transmission case, featur- 
ing an eight-bolt hole power take-off 
aperture to accommodate hig h-torque, 
side-mounted PTO installations on vehicles 
in the 50,000-pound gross vehicle weight 
range. The case is said to be designed to 
withstand the torque and horsepower re- 
quirements involved in the operation of 
heavy-duty materials handling equipment. 
It permits installation of side-mounted 
PTOs with ratings of 500-foot-pounds 
torque, or 95 horsepower at 1,000 revolu- 
tions per minute output shaft speed, for 
intermittent service. In addition to the 
right-side eight-bolt aperture, the case 
is designed with a standard six-bolt aper- 
ture on the left side. An adapter, which 
permits changing the eight-bolt aperture 
to six bolt, is also available. 


* * * 





LIFT—Watervliet Tool Co., Inc., 413 N. 
Pearl St., Albany, N. Y., has announced 
its air-operated “Service Master 150” 
safety lift. Designed to lift either end of 
a car or light truck, the 150" is said to 
feature four-way automatic safety lock, 
rugged heavy gauge steel construction, 
3,500 pounds lifting capacity, 57-inch 
maximum lift, and 66-inch reach. 

© * 





HYDRAULIC HOIST—Equipment Division, 
Young Spring & Wire Corp., Bowling 
Green, O., has announced a Daybrook 
hydraulic hoist designed for low-cost con- 
version of flat bed trucks and highway 
trucks to rear dump units. The hoist also 
fits stake and grain bodies ordinarily used 
in agriculture. Designated the 7AF Low- 
Mount Hoist, the unit is said to consist of 
a reinforced steel sub-frame, seven-inch 
lifting cylinder, hydraulic pump and con- 
nections. It is engineered to install on 
trucks having a cab-to-axle dimension of 
60 to 120 inches with body lengths from 
8 feet 2 inches to 18 feet. Lifting capac- 
ities depend on the length of the truck 
chassis and body length. They range from 
13,100 pounds to 25,400 pounds. 

* * * 


Illustrated Bulletin Tells 
Of Erickson Tool Holders 


A four-page, two-color bulletin 
describing full-floating too] holders 
and flanged adjustable holders has 
been released by Erickson Too] Co., 
34350 Solon Rd., Solon, O. 

Erickson full-floating holders 
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TRUCK NEW PRODUCTS 


grip reamers firmly, yet compen- 


sate for both parallel and angular | 
said, and} 


misalignment, the firm 
flanged adjustable holders provide 
parallel correction only and are 
locked in place with no float. 

Bd * E 





STEEL CYLINDER TANK — Large-diam- 
eter, alloy steel cylinders, designed to fit 
as a four-part unit on standard, 32-foot 
flat-bed trailers, have been announced by 
National Tube Division, United States 
Steel Corp., Pittsburgh 30, Pa. Compared 
to conventional cylinders, the National 
units, according to company officials, will 
shorten off-the-road downtime, increase 
payload on the average of a ton per car- 
rier, and reduce each carrier's deadload 
by 2,116 pounds. National Tube has sup- 
plied cylinder units to transport helium 
and nitrogen at Air Force missile installa- 
tions. U, S. Steel's T-1 and Cor-Ten steels 
were designed into the main supporting 
members to provide added corrosion re- 
sistance. 





MOTORIZED ‘HOME'—Latest entry in 
the camping-travelling field, the Dodge 
Motor Home, has an interior ceiling 
height of 6% feet and is 7% feet wide. 
The unit is designed and built by Frank 
Motor Homes, Inc., Brown City, Mich., on a 
Dodge P-300 truck chassis. It's powered 
by a 200-horsepower, V-8 engine with 
automatic transmission. The unit is pro- 
vided in three lengths—20, 23 and 26 
feet. All living facilities are said to be 
provided. The unit sleeps four persons 
in the 20-foot model and eight in the 
26-foot home. 





TRAILER VALVE—Parts and Accessories 
Division, Wagner Electric Corp., 6400 
Plymouth Ave., St. Louis 33, Mo., has an- 
nounced a relay emergency valve. The 
Wagner Lockheed relay emergency, Type 
EE valve, is interchangeable with other 
designs and uses cartridge type units for 
easy servicing.on the vehicle. Application 
and release times are short because of 
high flow and volume capacity, it is said. 
Initial charging protection prevents vehicle 
movement until safe operating pressure 
is reached in the trailer system, it is said. 
Its metered emergency action applies the 
brakes in proportion to the loss of pres- 
sure in the system, and the valve gives 
instantaneous emergency action in the 
event of complete breakaway or severance 
of emergency line, it is claimed. 











DIESEL ENGINE — The Perkins Six/354 
direct injection engine, in both vertical 
and horizontal form, has been announced 
by F. Perkins, Ltd., Peterborough, England. 
Rated at 103 brake horsepower at 2,600 
revolutions per minute, the engine pro- 
duces 254 pounds-feet of torque at 1,450 
revolutions per minute. 

ee 


Hideaway Key Unit 
The Magna-Key, a power-grip 
magnet, converts any key into a 
hideaway unit without affecting its 
portability, according to Wise Lock 
Co., 1672 E. 118th St., Cleveland 
6, O. 





REFRIGERATION EQUIPMENT—Mechani- 
cal refrigeration equipment for insulated 
cargo containers has been announced by 
Arctic Traveler, Montgomery 2, Ala. De- 


signed for fully automatic temperature 
control down to minus 20 degrees, this 
Arctic Traveler container unit consists of 
a hermetically sealed compressor and con- 
denser which is recessed in the front of 
the container. The fan and evaporator 
assembly is side mounted to this com- 
pressor and slides into an opening pro- 
vided in the front of the box. This assem- 
bly is designed to provide maximum 
cargo space and air circulation within the 
container. The purpose of the side mount- 
ed evaporator is to eliminate in-the-box 
protrusions associated with other types 
of systems, it is said. The refrigeration 
system of this container unit operates 
electrically and is powered either by 220- 
volt plugin or an engine-generator which 
mounts beneath the compressor and flush 
with the front of the box. 
ow oe 


Cleaning Compound 


Swish Aerosol Elektrokleen, an 
aerosol cleaning compound for a 
wide variety of uses in cleaning 

. & 2 


REFUSE PACKER—The Converto Packer, 





electrical] equipment, electronic 
components, typewriters and office 
machinery, power tools, fans and 
ducts, is available with a removable 
extension tube for cleaning hard- 
to-reach places and to provide a 
“pin-point” spray for cleaning min- 
iaturized components, according to 
Montgomery Chemical Co., Jenkin- 
town, Pa. 


AIR CONDITIONER—Climatic Air Sales, 
Inc., 3030 Canton St., Dallas 26, Tex., has 
announced its 1961 Portamatic air condi- 
tioner for trucks. The basic design of a 
self-contained and self-powered unit is 
said to be the outstanding feature of the 
model. Evaporator can be mounted under 
dash, between the seats, in the sleeper 
bunk, or on the floor, the firm said. The 
unit features pushbutton controls and au- 
tomatic thermostat for constant tempera- 
ture controls under all conditions it is 
said. Condensing unit, with its seven- 
horsepower, air-cooled engine, may be 
mounted in any convenient location of 
the truck frame. 

* 





ANTISWAY BAR — EMPI, Riverside, 
Calif., has announced a front antisway 
bar for all Corvair models, including the 
Corvan and the pickup trucks. The bar 
complements EMPI's rear stabilizer for 
Corvairs. The bar adds front-end stability 
and helps retain correct wheel alignment 
which reduces tire wear, it is claimed. 
The unit redistributes weight of the front 
end more equally upon turning and helps 
maintain the greatest possible traction 
between car and road surface, it is claim- 


ed. 





a refuse packer introduced by Converto 


Mfg. Co., Cambridge City, Ind., is available in 20, 30 and 40-yard capacity sizes. It 
features a front loader system capable of carrying its own container for door-to-door 
collections or, without any adjustments, picking up and dumping standing containers, 
it is said. The loader is rated at 3,000 pounds capacity. The Packer carries its pickup 
container at ground level, then swings it up and into an opening in the body for 
emptying. Compaction, inside the steel body, is handled by a steel blade, propelled in 
a front-to-back direction by two Converto hydraulic cylinders. All of the operation of 
the front loader, front forks and compactor blades, as well as the final dumping of 
the body to release the load, is handled by hydraulic power. 











POWER CONVEYOR—A power pusher 
conveyor for unloading trailer trucks has 
been perfected by Alvey-Ferguson Co., 
Oakley Station, Cincinnati 9, O. The 
pusher (actually a bar across back of 
truck—not seen in photo) is activated by 
motor drive (shown in insert), which pushes 
palletized load onto dock at a predeter- 
mined rate. A conveyor on the dock, the 
same width and length as conveyor on 
floor of truck, completes the unloading 
process, it is said. 





FLAT BED TRAILER—A flat bed trailer 
which combines an all-aluminum frame 
with a tri-axle construction, has been an- 
nounced by Ravens-Metal Products, Inc., 
1300 Market St., Parkersburg, W. Va. The 
Ravens trailer is designed to extend pay- 
load by 40 percent over conventional 
tandem steel units, and up to 22 percent 
over aluminum tandem flat beds now 
available, it is claimed. The Ravens alu- 
minum frame is composed of 20-inch deep 
fabricated I-beam stringers, five by 
¥%,-inch flange, Y-inch plate web, eight- 
inch structural channel side framing, six- 
inch channel cross members and 12-inch 
laminated oak flooring. The standard flat 
bed is 35 feet long by 8 feet wide; al- 
though construction of the frame is such 
that any length or width can be supplied. 

MR a 





AUXILIARY TRANSMISSION — A four- 
speed auxiliary transmission with nominal 
torque rating of 550-600-foot-pounds has 
been introduced by Dana Corp., Toledo 
1, GO. Quieter operation and easier shift- 
ing in all gear positions is said to be as- 
sured by the use of constant mesh helical 
gears throughout the Spicer Model 7041 
auxiliary. It weighs 340 pounds and has 
an overall length of 25-3/16 inches. De- 
signed for use with standard four or five- 
speed transmissions in the 400-600-foot- 
pounds capacity range, the Model 7041 
has excellent ratio splits in the top three 
gears. Shifting is accomplished at the 
same revolutions per minute in these split- 
ter gear positions resulting in complete 
utilization of maximum engine horsepower 
during shifts, it is said. A Spicer top- 
mount power take-off, developed specific- 
ally for the Model 7041 auxiliary, is avail- 


able. 
a 


Patching Kit 
Rivetpatch, a kit for truck body 
patching jobs, with only a drill and 
hammer, has been announced by 
Southco Division, South Chester 
Corp., 200 Industrial Highway, Les- 
ter, Pa. 
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2-Man Team Doubles Volume... 





SANTA MONICA, Calif—In 2% 
years as*president of Mecca-F reese, 
Inc. (International Harvester), 
John Graves has boosted sales vol- 
ume from $428,000 a year to $830,- 
000 a year—a 95 percent increase. 

While this doesn’t put Mecca- 
Freese in the volume bracket of 
the BIG operators, the rate of 
growth is a tribute to Graves’ 
sales and administrative ability, 
for this growth was not the prod- 
uct of promotional merchandising 
or high-powered advertising. 
“We sell nothing but trucks, and 
I think this gives us an advantage,” 
Graves explained. “We’ve capital- 
ized on this advantage and have 
taken a page from the passenger- 
ear dealer’s experience by helping 
build sales volume through trade- 
ins and enlightened financing ef- 
fort.” 

Graves feels the big advantage 
of the dealer who handles only 
trucks is his established position as 
a truck specialist in the customers’ 
eyes. With his one _ salesman, 
Charles Green, Graves has made 
sure that this customer attitude is 
supported by fact. 

“Green is a truck specialist,” 
Graves said. “He knows how to 
match equipment to the job. He 
talks the truckers’ language, and 
he has an excellent knowledge of 
the resale value of used trucks. 
I back him up with the strong 
background in accounting and 
finance.” 

How does this team effort turn 
up volume sales in a _ residential 
seaside community? 

Green works slowly and me- 
thodically, spends most of his 
sales time in the customer’s office 
or in the field. He works with in- 
dividual owner-operators. 

“At least 80 percent of our deals 
are closed in the buyer’s shop or 
office,” he said. 

“Matching the truck to the job 
means having, and using, a thor- 
ough knowledge of engine-power 
potentials and driveline combina- 
tions,” Green said. 

He added that quick and prac- 
tical interpretations of fuel con- 
sumption, tire wear and mainte- 
nance matters are usually more 
important than knowing how to 
shave a few dollars from a price. 

“The truck customer,” Green 
said, “ig mainly concerned with the 
economic productivity of the equip- 
ment—how much it can produce 
and at how many cents per ton 
mile. 

“More and more, he’s thinking in 
terms of driver comfort, particu- 
larly if he’s the driver himself. He 
may have a combination need for 
his truck and will thus be inter- 
ested in knowing of accessories 
and modifications that are pos- 
sible.” 


Graves comes into the picture] ~ 


only when the customer starts ask- 
ing serious questions about depre- 
ciation and taxes, financing and 
tradeins. 

By this time, Green has been 
out in the field with the custom- 
er and shown him similar pieces 
of equipment in use with other 
firms. Perhaps he’s loaned him 
a new truck for a demonstration. 

Green said that even among 
truck customers, only 50 percent 
of them know the type of equip- 
ment needed for their particular 
job. 

“It’s my job to guide them to the 
piece of equipment that will pro- 
duce profitably, reliably and with 
a reasonable degree of comfort,” 
he said. 

Knowing equipment modifica- 
tions and accessories is, in itself, 
a big job, particularly when han- 
dling a full line of large and small 
trucks. Asked how many variations 
of dump trucks they can discuss, 
Green and Graves half-jokingly re- 
sponded: “Somewhere between 
seven thousand and seven million.” 

They noted that the number of 
driveline and engine combinations 
alone are innumerable, and that 
this is compounded by an equally 
large number of variations of major 
accessories and body styles. 

While _ specialized commercial 
trucking knowledge and a mechan- 
ical background are hard to come 
by and are essential, the qualified 
truck salesman has some distinct 
advantages over his opposite num- 


the service work that backs up 
the $830,000 volume. 

Highway service work is an in- 
tegral part of Mecca-Freese’s sales 
and service program. It’s used to 
build friends among local truckers 
and develop service customers from 
out of town truckers travelling 


ber in the passenger-car salesroom, 
according to Green. 

“He is not relying heavily on 
the vagaries of motorized crea- 
ture comforts,” Green said. “He 
isn’t trying to sell styles; he 
doesn’t have to have a major sales 
effort in mind for wives and 
daughters. Perhaps most impor- 
tant, he isn’t caught up in the 
high-pitched sales rivalry often 
part of passenger-equipment 
sales work. 

“These distinctions definitely af- 
fect our way of doing business,” 
Graves remarked. “Relieved of most 
of these pressures, we normally 
deal more conservatively, demand 
a higher downpayment, trade more 
cautiously and merchandise quality 
and productivity rather than price 
and style.” 

Asked where they find their cus- 
tomers and how they can compete 
with the big volume and factory 
branch outlets in nearby Los An- 
geles, Graves said: 

“We concentrate on the small 
businesses in and around Santa 

Monica. Individual owner-operators 
of dump trucks, delivery trucks, 
Service organizations, the city — 
these people all need individual, 
specialized advice. 

“We provide it for them in both 
new aad used equipment and find 
they return to us again and again. 
Big volume operators usually over- 
look these people, yet they need the 
specialized counsel only a full-line 
truck dealer can offer.” 

Backing up sales efforts is a 
service department where the spit- 
and-polish of the new-car dealer- 
ship is eclipsed by the demands of 
commercial truckers to get their 
equipment on the road and keep it 
there. 

Mecca-Freese stays open till 
10:30 every night, and Graves re- 
ports that 30 percent of his parts 
business and at least 50 percent 
of his service work comes in 
after 5 p.m. It’s a full-time job 


for the six mechanics to handle 
* * * 




































































sidered installing mobile radio 
equipment in his service pickup 
truck to make the road-service op- 
eration even more effective. 

The used-truck lot turns in prof- 
its on its own, and it initiates many 
sales of new equipment. Green em- 
phasizes that this is possible only 
when the used-truck department is 
well stocked—when the customer 
can actually find the kind of used 
equipment he’s looking for. 

“Then I can make a direct com- 
parison between the used truck 
and the new equipment,” he said. 
“If this shopper has to go else- 
where to find a used truck for com- 
parative purposes, I’ve lost an op- 
portunity to sell him either a new 
or used truck.” 

If the used-truck customer 
doesn’t find what he’s looking for 
on the Mecca-Freese lot, Green 
and Graves try to find it for him 
elsewhere. This means that Green 
keeps tabs on the used equip- 
ment on other lots. 

“It’s essential that this truck 
customer retains his confidence in 
me and keeps coming to me for 
help and advice,” he said. 

The Travelall station wagon and 
the Scout, along with widespread 
use of pickup trucks for campers, 
have brought more passenger-car- 
type customers to Mecca-Freese. 
This has helped mold the firm’s 
more liberal tradein and financing 
programs. 

While most purchases of big 
trucks have established financing 
arrangements, usually as part of 
their trucking operations, the pur- 
chasers of many of the smaller 
pickups and Travelalls need financ- 
ing help to swing the deal. Graves 
and Green back away from high- 
pressure work but, through bank- 
ing contacts, offer financial help. 


Their enthusiasm for trading was 
demonstrated recently when they 
took in an expensive British sports 
car on the purchase of a large new 
dump truck. They sold the car for 
a good profit and took in a smaller 
sports car. Shortly afterwards, they 
sold the second car for another 
profit. 

This was a profit-making ef- 
fort from beginning to end, 
though it took Green and Graves 
well outside the trucking field to 
pull it off. 

“The tradein program, financing 
help, even the service department— 
these are only supporting features 
for the specialized truck salesman,” 
Graves said. 

“The success of truck merchan- 
dising depends largely on the me- 
chanical, practical and economic 
knowledge of a truck salesman 
and his ability to interpret this 
information for individual truckers 
working in scores of different in- 
dustries,” he added. 

“The big reason behind our re- 
cent growth has been our ability 
to help the trucker make more 
profit by selling him equipment 
better matched to his job.” 

* * * 





Travelall Prospect— 


The Travelall station wagon and the 
Scout have attracted passenger-car-type 
customers to Mecca-Freese, Inc. (Interna- 
tional Harvester), Santa Monica, Calif. 
However, President John Graves says that 
most of the dealership's sales are made 
in the customer's office rather than in the 
showroom. 





Used Trucks Important at Mecca-Freese— 


The used-truck lot brings in a profit and initiates many new-unit sales for Mecca- 
Freese, Inc. (International Harvester), Santa Monica, Calif. Dealership officials feel a 
well-stocked lot is essential because it helps shoppers compare prices and equipment 
and decide whether a new or used truck is best suited to their needs. 


through the area. Graves has con- @& 





as 





Make-Ready Check— 

The make-ready operation on a new 
truck is even more important than on a 
passenger car, according to John Graves, 
right, president of Mecca-Freese, Inc. (In- 
ternational Harvester), Santa Monica, 
Calif. “It's more important because our 
customers have to make a living with this 
equipment,” he says. 
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Mack Appoints 
Five to Manage 
Field Operations 


PLAINFIELD, N. J.—The ap- 
pointment of five branch operations 
managers for Mack Trucks, Inc., 
was announced by Albert G. Crock- 
ett, general sales manager. 

Bruce R. King has been assigned 
to the Midwestern region, with 
headquarters in Chicago. He joined 
Mack in 1947, most recently serving 
as district manager in St. Paul. 

Joseph A, Wainer, formerly Phil- 
adelphia district manager, will take 
over the Atlantic region. With 
Mack since 1923, he will headquar- 
ter in Philadelphia. 

Named to the Western region, 
with headquarters in San Fran- 
cisco, was V. H. Knowles. He join- 
ed Mack in 1956. 

Taking over the Northeastern 
region, with headquarters in New- 
ark, is Paul V. Wagner. With Mack 
since 1955, he has been district 
manager in Newark for the past 
year. 

V. H. Panaccion has been named 
to the Great Lakes region, with 
headquarters in Cleveland, He be- 
came associated with Mack in 1951. 


SBA Approves 501 Loans 
For $27 Million in Month 


WASHINGTON. — During April 
the Small Business Administration 
approved 501 loans to small firms 
totalling $27 million, Administrator 
John E. Horne said the April total 
exceeded the 483 loans for $21.7 mil- 
lion approved in March, and were 
up 35 percent in number and 62 
percent in dollar amount over the 
369 loans for $16.6 million approved 
in April a year ago. 

Following are the conditional 
loan approvals in the automotive 
industry: 

Fowler Farm Supplies, Fowler, 
Calif., farm-equipment dealer, $11,- 
500 direct loan. 

Lou Gerard Motors, Inc., Red- 
ding, Calif., car dealer, $200,000 
participation loan. 

Willits Auto Parts, Willits, Calif., 
retailer and wholesaler of auto 
parts, $12,000 direct loan. 

Shaker’s, Inc., Waterbury, Conn., 
auto dealer, $10,500 direct loan. 

Palmer-Harrell Buick Co., Talla- 
hassee, Fla., car dealer, $20,000 par- 
ticipation loan. 

Morgan Motor & Implement Co., 
Union Point, Ga., car dealer, $12,000 
direct loan. 

Gregg Motor Sales, Inc., Joliet, 
Ill., auto dealer, $22,500 participa- 
tion loan. 

Silent Drive, Inc., Sioux City, Ia., 
manufacturer of truck parts, $25,- 
000 participation loan. 

Dawson’s, Winfield, Kans., Inter- 
national Harvester machinery and 
truck dealer, $20,000 participation 
loan. 

Daniell Motor Co., Horse Cave, 
Ky., car dealer, $20,000 participa- 
tion loan. 

Cato’s Transportation Co., Inc., 
Lexington Park, Md., renter and 
leaser of cars, $100,000 participa- 
tion loan. 

Cohasset Motors, Inc., Cohasset, 
Mass., car dealer, $50,000 direct 
loan. 

Earl L. Holden, Inc., New Bed- 
ford, Mass., auto supplier, $20,000 
participation loan. 

Grand Traverse Tractor Co., 


Air Force Group 


Honors Skinner 


DETROIT.—Sherrod E. Skinner, 
General Motors executive vice- 
president in charge of the Automo- 
tive, Body and Assembly, Parts and 
Defense Systems Divisions, has 
been awarded the 1961 Airability 
Trophy of the Michigan Wing of 
the Air Force Assn. 

The trophy is presented annually 
to the Michigan citizen who has 
contributed the most personally to 
the advancement of aviation and 
aerospace knowledge, according to 
R. G. Saltsman, Michigan Wing 
commander. 

The award was presented by Lt. 
Gen. F. H. Griswold, vice-com- 
mander in chief of the Strategic 
Air Command, at a dinner meeting 
at Selfridge Air Force Base. 





Traverse City, Mich., farm-imple- 
ment dealer, $65,000 participation 
loan. 

Ceylon Implement Co., Ceylon, 
Minn., farm-implement dealer, $20,- 
000 participation loan. 

Valley Machinery Co., Havre, 
Mont., farm-equipment dealer, $30,- 
000 direct loan. 

Universal Parts Co., Langdon, 
N. D., automotive parts jobber, $28,- 
000 participation loan. 

Dial Battery & Auto Supply, Inc., 
East Providence, R. I., wholesaler 
of automotive parts, $6,000 direct 
loan, 

Hamilton Motor Sales, Conway, 
S. C., car dealer, $15,000 partici- 
pation loan. 

DeSchepper Implement Co., Gar- 
retson, S. D., farm-implement deal- 
er, $20,000 participation loan. 

Jensen Motor Co., Madison, S. D., 
automotive equipment, $58,000 par- 
ticipation loan. 

Brown Motor Supply Co., Mo- 
bridge, S. D., wholesaler of motor 
supplies, $42,500 participation loan. 

Baker Motor Co. Dandridge, 
Tenn., car dealer, $30,000 participa- 
tion loan. 

Otto Pontiac Co., Lockhart, Tex., 
car dealer, $15,000 direct loan. 

Pence-Briggs, Inc., Richmond, 
Va., car dealer, $90,000 direct loan. 

Otero Motor Sales Corp., Baya- 
mon, Pureto Rico, ‘used-car dealer, 
$15,000 direct loan. 

Metropolitan Distributors, San- 
turce, Puerto Rico, wholesaler of 
motor scooters and auto parts, 
$6,000 direct loan. 





Sun-Powered Cart— 


H. Leslie Hoffman, president, Hoffman 
Electronics Corp., is at controls of a golf 
cart at entrance to Founder's Hall at the 
University of Southern California where 
the company's annual shareholder meet- 
ing was held, Panel of Hoffman solar cells 
beside cart charged batteries of the cart, 
one of a series of product demonstrations 
at meeting. Hoffman told shareholders 
that the company foresees record sales 
volume in 1961. 
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Borden Gets Promotion 


In Chrysler Research 
DETROIT. — Appointment of 


David M. Borden, 59, chief engi-| 


neer— automotive research for 
Chrysler Corp.’s Engineering Divi- 
sion is announced by G, J. Hueb- 
ner, executive engineer—research. 


Borden will direct the division’s 
gas turbine, piston engine, drive 
train, chassis and body research 
activities. He also will be respon- 
sible for the research design and 
research mechanical department. 
He Joined the company in 1 1935. 
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| Compacts Doing Well . 


of Missouri dealers attending the 
state convention here showed con- 
siderable increases in business in 
the first 10 days of May. 
Nevertheless, with some minus 
signs and status quo situations, 
a fair appraisal of the picture 
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tended to be “quite spotty.” 
“We're. out of the woods,” 
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The most reliable 


DEALER PLATE HOLDERS 


ever developed! 


NOW! A CHOICE OF 2 POPULAR STYLES 
STYLE NO. 1 Rustproof, Adjustable Aluminum 








PRICE only $1.00 EA. (12 or more) 









Style No. 2 market @ 20 Ib. test pull @ 100 mph 
Genuine ALNICO wind will not dislodge them @ Over 
Permanent 90,000 sold @ Simple to use @ No more 


MAGNET type 


SHIPPED POSTPAID, IF | 
CHECK ACCOMPANIES ORDER. | 


@ Strongest magnetic plate holder on the 


cut or bruised fingers 





| SANDEE PRODUCTS CO., 
P. O. Box 455, Derby, Conn. 


Please ship at once 







END CLIP 
SPRING TYPE 


Cannot spread 

Fits all bumpers 

Zinc plated 

Positive grip 

H.D. tempered steel springs 
No wire ends to snap 

Easy to attach 


$1.25 EA. (1 to 11) 


@ Use on all cars 


PRICE only $4.50 per pair 
(12 or more) 
$4.95 per pair 
(1 to 11) 


One pair required for each plate. 
Size: 134 x 1/2 x %," 


i 
ORDER TODAY! | 
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Spring Plate Holders 
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Missouri Sales Blossom in May 


ST. LOUIS.—Sample questioning | clared the Chevrolet-Cadillac dealer 


in Warrensburg. The company is 


looking for “an exceptionally strong | 


fall market.” 

The Monza is setting records 
there, he said, adding, “We have 
been out for the last three weeks 
and the Monza is still bringing full 
list.” 

He noted an improvement also 
in the average gross for used cars. 
Other dealers surmised that the 
firmness of the used-car augured 
well for autumn. 

Sharon Motors, Bowling Green, a 
Dodge dealership, reported that 
business was “pretty good” and 
that the trucks were taking up the 
slack. The standard models are 
moving. 

On the other hand, a Pontiac 
zone spokesman explained that the 
compacts were doing well, with 
Tempest up 50 percent in the last 
10 days. Some other manufacturers’ 
sales people weren’t too enthusi- 
astic. 

The weather, especially the re- 
cent heavy rains and flooding in 
Missouri, has adversely affected 
business. Last week one factory 
manager found several cancella- 
tions because the floods had 
ruined crops and dealers were 
playing it close. 

Ott Grebe, of Grebe-Fischer, St. 
Louis, noted an “appreciable in- 
crease” in May, terming the F-85 
“the biggest help.” Grebe said that 
there was a shortage of “late-model 
used cars.” 

Grebe-Fischer recently expanded 
by getting another dealership in 
Springfield, Mo. Also called Grebe- 
Fischer, it is operated by Will 
Fischer. 

An Oldsmobile source said that 
there were “unfilled retail orders” 
for the Cutlass. Oldsmobile also 
found a “firming” of volume and 
pointed out that F-85 now accounts 
for 20 to 25 percent of sales. 

W. Scott Fox Motor Co., Fulton, 
asserted that “business has picked 
up very much.” The dealership sells 
Studebaker and calls the four-door 
sedan the most popular model. 

In Sedalia, Routszong Oldsmo- 
bile-Cadillac Co. termed “the first 
10 days of May exceptionally 
good.” Late April was OK there, 
too, with Cadillac sales “very 
good” and F-85 business “up, es- 
pecially in the last 30 days.” 

Sam Scism Motors, Flat River, 
said that the company sold eight 
new cars in the first 10 days of 
May and 24 in all of April. The 
Ford-Falcon ratio there is 60-40. | 

Not all business was plus. A} 
minus sign was recorded by Han- 
nibal Pontiac - Rambler - Buick in 
Mark Twain’s home town. The 


St. Paul Official 


In License Case 


ST. PAUL.—The Minnesota mo- 
tor-vehicle registrar is studying 
possible violation of a state law by 
a St. Paul city commissioner who 
sold used cars on the side. The 
commissioner, Frank L. Loss, head- 
ed A & B Motor Co., which has 
gone out of business, 

W. E. Howes, assistant motor-ve- 
hicle registrar, said investigation 
disclosed that A & B Motors had 
purchased six cars and sold four 
since February, when a one-year 
city license expired. A St. Paul 
dealer must have a state as well as 
a city license, and Loss has never 
had a state license, Howes said. 

Howes said his office customarily 
does not prosecute unlicensed deal- 
ers in cars, but allows the dealer 
to get a license or go out of busi- 
ness. The offense is a misdemeanor. 





Service Managers Assn. 
Organized in Clearwater 
CLEARWATER, Fla. — L, T. 


The Ford-Falcon 
65-35. 

Arnold Chevrolet, Festus, was 
pleased with used-car sales. As for 
the new models, the “Monza is the 
hot one.” 

The Dufner-Corbett dealership 
in Hermann, which plays host to 
visitors at the town’s annual 
“Maifest,” said that “April was 
very good and that May reaily 
picked up.” 

Jerry Corbett is the manager of 
the dealership, which handles 
Chevrolet, Oldsmobile and Buick. 

Gentry Motors, Vandalia, experi- 


ratio there is 


weather was to blame primarily, 
John Scyoc said. However, the 
compacts were doing a good job for | 
him, 

A Dodge dealer, Bud Owen, Leb- | 
anon, revealed that business “pick- | 
ed up considerably.” Compacts are 
predominant in demand and. also 
the six-cylinder car with standard 
transmissions. enced a slight improvement in bus- 

Rain has dampened enthusiasm|iness, with better class used cars 
for sales in Rolla, Diehl-Montgom-| and trucks in demand. Ford-Falcon 


ery Ford reported a little Sabadell ratio was 75-25. 
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RESERVE SPACE NOW! 
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SERVICE PROFIT 
ISSUE 
JULY 17, 1961 








Advertise and sell 

@ Shop Equipment 

® Lubrication Equipment 

@ Brake Repair Equipment 
@ Electrical Testing Equipment 
®@ Body Shop Equipment 
@ Front End Alignment Equipment 
® Hand and Power Tools 


® Tires and Tire Changeovers 





Chesson jr., Lokey Motorg (Olds- 
mobile), has been elected president 
of the newly formed Clearwater 
Automobile Dealers Service Man- 
agers Assn. 

Other officers are Phil Hershfelt, 
Clear Motors (Studebaker-Merce- 
des), vice-president, and Jerry 
Claus, Carlisle-Porter (Lincoln- 
Mercury-Comet-English Ford), sec- 
retary-treasurer. The new group 
was organized under the direction 
of the Clearwater Automobile Deal- 
ers Assn. 


@ Hoists and Jacks 
@ Appearance Items 


@ Quick Service Items 


Anttomoatiue News 


965 E. Jefferson Detroit 7, Michigan 
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Million-Dollar Business for VW Dealer .. . 





Used Cars ? Catron Loves ’km 


By William Carroll 
« West Coast Editor 


POMONA, Calif.—‘Used cars are 
the difference between making and 
losing money,” says Johnny Catron, 
one of Southern California’s most 
successful Volkswagen dealers. 

“I don’t get enough VWs to 
maintain this operation, so used 
cars are an important part of my 
business,” he explains. 

Catron’s enthusiasm for used 
cars may be based on his back- 
ground as a dealer, His first Po- 
mona venture was a used-car lot, 
opened in 1952 with an $8,000 in- 
vestment. 

In the black his first month, his 
beginning impressed a local banker 
who told him, “John, if you’re 
going to stay here, you’d better 
look farther than this 50-foot lot.” 

A year later, Catron bought his 
present property and became an 
import dealer with Singer, May- 
flower (Triumph) and Hillman. By 
1954 he had added MG and Morris. 
Later that year he became a fran- 
chised VW dealer and sold 54 units 
between August and January, 

In 1955 he took Rambler, but 
in 1956 he dropped all other lines 
in favor of VW and Porsche. He 
says his volume was about $500,- 
000 annually in 1952 and 1953, 
while currently, Catron Motors 
reports over $2 million gross a 
year, about half from used cars. 

“All my used domestic stuff now 
comes from tradeins, though I still 
buy imports offered by other local 
dealers,” Catron said. 

“In my early days, I bought all 
my used stuff from new-car dealers. 
In 10 years, I've never bought a 
car at auction. I figure if a fellow 
can’t sell at a profit, there’s no use 
to buy his junk. Nor have I ever 
sold at auction.” 

According to Catron, his trading 
policy is never buy anything that 
needs mechanical work. He believes 
such cars are tied up too long. He 
sticks pretty close to the book 
(Kelley Blue Book) and buys as far 
under as possible. 

Of his reconditioning policy, Ca- 
tron says, “We make ’em sharp. If 
a car is not sharp, so a customer 
tells you what’s wrong, it’s no good. 
The first exposure must be the 
right exposure. If a car’s been seri- 
ously wrecked, we tell the customer 
to keep from having comebacks,” 


Catron Motors installs a set of 
dealer license frames on every 
unit. This has been going on so 
long, and there are so many 
around Pomona, that a couple re- 
cently came in to look at a Volks- 
wagen and told the salesman, 
“We'd like to see one of those 
little ‘Catron’ cars.” 

Catron maintains two lots. One 
at 740 E. Holt has 150 feet of front- 
age on Pomona’s main street, It is 
for domestic cars only, except for 


you'll eventually cut to cost, just to 
move it.” 

Used-car salesmen on the domes- 
tic lot sell used only. Because new- 
car salesmen in the VW showroom 
are next to the import lot, they 
frequently sell both. 

Salesmen are paid a minimum 
of $10 and a maximum of $75 on 
used-car sales, plus $5 for a con- 
tract and $5 for insurance. 

Used units selling for $500 or 
more are guaranteed for 30 days 
on a 50-50 basis. As a matter of 
policy, Catron cares for minor 
claims under $25 as a goodwill item. 
Catron said, “We've built a reputa- 
tion that makes it possible for very 
few of our customers to say we're 
poor to do business with.” 

Between $500 and $700 a month 
is spent for newspaper classified 
advertising to promote used cars. 
Papers used include those in La 
Puente, West Covina, Covina, Po- 
mona, Upland, Ontario, Chino and 
Claremont. 

There are about one million peo- 
ple in Catron’s trading area, Tele- 
vision has not been used, although 
radio is used occasionally for spe- 
cial-event announcements, 

Catron believes that community 
advertising is important. He ap- 
pears in all school yearbooks, com- 
munity fairs, church events and 
sponsors a Little League ball team. 
“Those boys will be buyers some 
day,” he explains. 

Finance paper is processed by 
the Bank of America—before the 
car is delivered, unless the pur- 
chaser is a customer of long 
standing. 

Thirty months are given on ’60s, 
24 months of ’58s and ’59s and 18 
months of ’55s to ’57s, Thirty per- 
cent down is required, unless pre- 
vious credit experience has been 
good. 

Catron’s Volkswagen operation 
moved 391 units in 1960. Four sales- 
men handle new-car sales under 
direction of sales manager Bill 
Crowl. There is a used-car man- 


ager and two used-car salesmen. 
The office manager has two girls 


an occasional duplicate import. A| go 


second lot at 830 E. Holt, for im- 
ported cars only, is adjacent to the 
VW showroom. 

Catron values his used-car stock 
at $50,000 on a cost basis. Little 
attempt is made to balance the 
stock between imports and domes- 
tics. Hot items now are $1,295-or- 
less, Chevrolets, Fords and Plym- 
ouths; two-doors, hardtops and se- 
dans, in those orders. 

As Catron puts it, “I think it’s 
better to have a lot of clean, little 





Up in the Air— 

“The lube rack got away,” says Johnny 
Catron of the Volkswagen signpost at 
Catron Motors, Pomona, Calif. Lest other 
VW dealers wonder how he can spare 
a car for this purpose, Catron explains 
that it's made of two wrecks welded to- 


stuff, than to have $5,000 in a Cadgether and has neither interior nor engine. 


* * * 


oe. 





Catron Volkswagen Headquarters— 

Bandleader Johnny Catron now heads a $2 million per year auto business in Pomona, 
Calif., handling Volkswagen, Porsche and Mercedes-Benz. He has two showrooms and 
two used-car lots, and about half his annual gross comes from used units. 








assisting him. A working body shop 
manager keeps two men busy, 
while the service Manager bosses 
16 people handling VW, Mercedes- 
Benz and used-car servicing. 

In addition to VW and _ used 
cars, Catron has Mercedes-Benz in 
a nearby showroom. He is the dis- 
tributor for M-B buses and com- 
mercial vehicles for Southern Cali- 
fornia, Arizona, Nevada, New Mex- 
ico and Western Texas. 

At present, Catron is doing lit- 
tle with his commercial] line, but 
expects to expand in this direc- 
tion soon. His installation, two 
showrooms and two used-car lots, 
is said to be valued at $350,000, 
most of which he owns free and 
clear. 

A novel aspect to Catron’s opera- 
tion is his pre-automotive back- 
ground as a musician. To keep his 
hand in, he maintains a 14-piece 
band which plays throughout the 
Southern California area. 

In speaking of his musica] inter- 
est and the car business, Catron 
said, “If I could ever get enough 
Volkswagens, I’d go on television 
with my band. I’d be the only auto 
dealer in the area with his own 
entertainment.” 





Sailing High— 


Burton S. Kahn, left, and Harvey L. 
Salomon, two former Navy men, are part- 
ners in Colonial Pontiac Co., Miami, which 
they claim has been classed as the na- 
tion's second-largest Pontiac deal. They 
started out in 1947 with a car-washing 


business. 
2 6 * 


Miami Pair Build Giant Pontiac Outlet... 
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Chrysler Placing 


New Emphasis on 


Service to Buyers 


DALLAS, — Chrysler Corp, is 
stepping up its emphasis on satis- 
fying the consumers at all levels, 
Lynn A. Townsend, administrative 
vice-president, told Dallas -area 
dealers and field wholesale repre- 
sentatives. 

“We are spending more time to 
be of service to our customers,” he 
said, “and it has resulted in an 
upturn in company sales.” 

The customer’s requirements, 
Townsend added, are considered in 
all phases of the business—produc- 
tion planning, styling, quality con- 
trol, service, merchandising, used- 


; car marketing and advertising, 


In sessions with dealers and 
wholesale representatives, he con- 
tinued, the emphasis is placed on 
“satisfying customers in the areas 
in which they have the right to 
fullest consideration.” 

Townsend said this approach is 
being stressed in a series of con- 
ferences which soon will reach 
every Chrysler region in the nation. 

Top members of the corporate 
staff attended the Dallas meeting, 
including E, C. Quinn, vice-presi- 
dent of sales divisions. 


From Car Washers to Dealers 


By Trescott Goode 
Staff Correspondent 


MIAMI.—The mighty oak that is 
Colonial Pontiac Co. grew from a 
mighty small acorn — a car-wash 
business which had only $12 in the 
till on opening day in 1947. 

The owners, Burton S. Kahn 
and Harvey L. Salomon, also will 
admit that they had some lucky 
breaks along the way, several of 
which they recalled. But there 
also were many ups and downs, 
they said. 

“After buying equipment and hir- 
ing help the first Sunday in the 
car-wash business, we had only $12 
left and were faced with a $100 pay- 
roll that night,” said Kahn. 

“Fortunately,” he continued, “it 
was a sunny day, the novelty of the 
washing method seemed to attract 
motorists, and at the end of the 
day we were solvent after washing 
100 cars at $1.50 each.” 

After the car wash had been well 
established, they turned to the car- 
rental business. 

But they didn’t have enough capi- 
tal to buy autos, Kahn said, so they 
worked out a deal with a large 
rental company to handle the 
Miami Beach business on a com- 
mission basis, 

“This was the lush period for 
rentals,” Salomon recalled, “the 
time when tourists first got the 
idea they could extend their stay 
here by flying down and renting 
a car to get around. 

“There also was a shortage of 
cars at the time and the going rate 
for a three-or-four-year-old car was 
$60 and more a week plus mileage 
charges. The great difficulty was in 
getting cars. 

“Following the commission ar- 
rangement,” Salomon added, “we 





St. 5 isla Dealers 
Alerted to Scheme 


ST. LOUIS.—The Better Business 
Bureau has alerted area auto deal- 
ers to mail-selling tactics of Gen- 
eral Aids, Inc.. Hackensack, N. J., 
which claims to be originators and 
patent holders of special devices 
for physically handicapped persons. 

The company, in selling by mail, 
points out that it has received or- 
ders for autos which must be 
equipped with “Valiant” hand-op- 
erated driving controls to enable 
them to be driven by persons with- 
out use of legs, The bureau said 
one of the firm’s officers is known 
for “previous deceptive promotions” 
and that controls are not always 
shipped to the dealer after pay- 
ment. 

Dealers in other sections of the 
country have been flooded with 
similar letters from the same com- 
pany. 











managed to lease some used cars 
from out-of-state dealers and there- 
by increased our earnings.” 

Next came an opportunity to ac- 
quire a Plymouth-DeSoto franchise 
on the Beach, and they were in the 


Woodhouse Sees 
61 Truck Sales 
Equal to’60 Total 


PITTSBURGH.—American truck 
builders will sell about the same 
number of trucks this year as they 
did in 1960, R. C. Woodhouse, GMC 
Truck and Coach 
general manager, 
predicted here. 

He was in Pitts- 
burgh for the an- 
nual spring meet- 
ing of about 100 
GMC dealers 
from Pennsylva- 
nia, West Vir- 
ginia, Ohio, New 
York and Mary- 

ae land. 
R. C. Woodhouse Woodhouse 
forecast a strong market this year 
in the construction industry, and 
predicted that sales to farmers 
would be good despite some views 
to the contrary. 

The steel industry should pick up 
Since manufacturers of durable 
goods anticipate a “moderate in- 
crease” in sales over last year, he 
continued. 

“All in all, the general business 
outlook for this year is for an up- 
swing from the lows of the last half 
of 1960 to a level equal or better 
than the first six months of last 
year,” he said. 

GMC sales in ’60 were up nearly 
20 percent over the previous year 
in spite of the slight industrywide 
decline to 943,385 new registrations 
throughout the country, Woodhouse 
said. 





~ 








new-car business to stay, the part- 
ners said. 

Late in 1954 they were offered a 
third Miami franchise by Pontiac 
and located in a new and growing 
section of town. Again they had the 
breaks—starting off with a new line 
in the auto industry’s best selling 
year of 1955. 

While construction of their co- 
lonial-style buildings was under 
way, the pair conducted business 
for almost a year in a former 
fish market across the street. 

“We decided we'd have to do 
something sensational to break the 
ice,’ Kahn recalled. “So we made 
a deal with a travel agericy which 
enabled us to offer a round-trip 
to Paris by plane with the sale of 
each car. 

“We supplemented this with mod- 
est advertising campaigns in local 
papers, radio and TV. To prove that 
the whole thing paid off, we sold 
almost 1,500 new Pontiacs that 
model year.” 

Kahn added that customers who 
took the trip have formed a club 
which meets annually to talk over 
old times. 

“And practically all of them have 
been repeat buyers of Pontiacs,” he 
said. 

Today Colonial Pontiac’s facili- 
ties have been greatly enlarged. 
There are 32 working stalls in the 
shop, a five-man parts depart- 
ment averaging $25,000 in sales, 
labor sales of about $16,000 a 
month and a total of 90 employes. 

Now both Kahn and Salomon are 
looking for new ventures. 

“We'd like to expand further,” 
said Kahn. “We’d like other dealer- 
ships. Even with the present tem- 
porary setback in the auto business, 
we know there are opportunities, 
either in Florida or elsewhere, 

“Colonial Pontiac now is classed 
as the second largest Pontiac deal- 
ership in the United States, and 
we'd like to make it first,” Kahn 
said. 





Pontiacs Displayed Indoors and Out— 


Colonial Pontiac Co., Miami, has both an indoor and outside display area in a deal- 
ership designed along colonial style. The firm is located on a four-acre site and fronts 
600 feet on a main thoroughfare. The owners are Burton S. Kahn and Harvey L. Salo- 


man, former Navy men. 
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Auto Personnel 





Ward M. Sales has been elected 
controller of Willys Motors, Inc. 
Sales, who has been with the 
Kaiser automotive interests since 
1947, had been assistant controller. 

cd * * 


Wachowiak Named Head 


Of Motor States Products 


Maxwell M. Wachowiak has been 
appointed manager of Motor State 
Products Division, Dura Corp. 

Wachowiak came to Motor State 
Products from the Minneapolis- 
Moline Co., where he was director 
of manufacturing. 

* * +. 
Goodrich Assigns Newman, 


Peters to New Sales Posts 


Cecil E. Newman and H. W. 
Peters have been appointed to new 
posts as zone managers for B. F. 
Goodrich Tire Co. 

Newman, formerly manager of 
the company’s Pacific Northwest 
zone in Portland, Ore., succeeds 
Ww. S. Seliger in Los Angeles. 
Peters, who had been Portland dis- 
trict manager, replaces Newman. 

* * * 
Sales Supervisor Named 


By International Harvester 


Appointment of Richard S, Barr 
as supervisor of truck sales to 
manufacturers accounts has been 
announced by Motor Truck Divi- 
sion of International Harvester Co. 

Barr has been supervisor of gov- 


B.C. to Prosecute 


Dealers Who Fail 
To Post Bonds 


VANCOUVER, B. C.— Police in 
British Columbia have been in- 
structed to start prosecution of 
auto dealers who have failed to 
post $5,000 bond guarantees to in- 
sure honest dealings with the pub- 
lic. 

This bond requirement became 
law March 1, but George Lindsay, 
superintendent of motor vehicles, 
permitted a month’s grace to 
clear up any misunderstanding in 
the trade concerning the require- 
ments. 

More than 750 firms held $25 li- 
censes to buy and sell cars in 1960, 
but only about 450 have taken out 
this year’s licenses, which can be 
granted only when the $5,000 bond 
is posted. 

It is known that some firms 
which held licenses, but which were 
primarily engaged in such fields as 
auto wrecking, body building and 
storage, will not take out licenses, 
and it is also recognized that a 
large number of used-car dealers 
have gone out of business, Hence 
the exact number of firms now il- 
legally operating is not yet known. 

Bonding companies have given 
thorough examinations to compa- 
nies seeking bonds and this has 
eliminated a number who desired 
to comply with the new legislation, 
Lindsay said. 

The legislation was welcomed by 
responsible dealers, said Lindsay, 
and there has been no difficulties 
with franchised dealers. He said 
the legislation was aimed to protect 
the public from dealers who sold 
cars that may have been brought 





into the province without registra-| | 


tion, which might have been stolen, 
or which might have leins on them. 


Jaycees Cite 
Dealer West 


MINDEN, La.—Claude O. West, 
vice-president, West-Clark Motors 
(Dodge) has been 
named Minden’s 
“Outstand- 
ing Young Man 
of 1960” by the 
Junior Chamber 
of Commerce. 

West received 
the award, the 
highest the local 
Jaycees can give, 
at the annual 
Jaycee Distin- 

Claude O. West guished Serv- 
ice Awards banquet. A panel of 
five judges selected West for the 
DSA honor. 





ernment truck sales in the divi- 
sion’s Washington office since 1957. 
In 1951, after extensive district 
sales work, he was appointed su- 
pervisor, government contracts, in 
the Chicago general office and two 
years later was named supervisor 
of the IH military products office 
in Detroit. 
* * * 


Three New Officers 


Elected by Niehoff 

C. E. Niehoff & Co., Chicago, 
announced the election of Mrs, M. 
A. Niehoff, chairman of the board; 
E. R. Grant, president, and C, E. 
Sanders, executive vice-president. 

Mrs. Niehoff has been president 
since 1957, succeeding C, E, Niehoff, 
founder of the company. Grant 
previously was vice-president and 
Sanders previously was advertising 
vice-president. 

* * * 

Ford Credit Names Maartens 


To Head Overseas Financing 

Mare E. Maartens has been 
elected international operations 
vice-president of Ford Motor Credit 
Co. He had been executive assistant 
to the Ford International Group’s 
Latin American regional director. 

Maartens will plan and direct the 
credit firm’s financing operations in 
areas outside the United States 
served by Ford Motor and its affil- 
iates. 

* * * 


Ford Credit Names Gully 


Milwaukee Branch Manager 

Clifford A. Gully has been ap- 
pointed manager of Ford Motor 
Credit Co.’s new Milwaukee branch 
office. Milwaukee represents the 
29th branch office of the company 
to open. 

American Road Insurance Co., 
another wholly owned subsidiary of 
Ford Motor Co., will be represented 
in Milwaukee by Raymond E. Keif- 
ner, field representative. Gully was 
employed by Universal CIT Credit 
Corp. for 11 years before joining 
Ford Credit. 


* * * 


Alcoa Promotes Smith 


Aluminum Co, of America has 
appointed James M. Smith as de- 
velopment manager, transportation, 
a new position in the company’s 
Development Division in Cleveland. 
Smith has been with Alcoa since 
1944, 

* * oa 


IH Names Hedges 

H. H. Hedges jr. has been ap- 
pointed district manager of truck 
sales by International Harvester 
Co. for Kentucky and Southern 
Indiana, 

* * * 

Cunningham Joins Brockway 


As District Manager 


Paul B. Cunningham has been 
appointed district manager of the 
Syracuse-Utica (N. Y.) district of 
Brockway Motor Trucks. 

Cunningham, who will make his 
office at the Syracuse factory 


Dealers Award Prizes— 





branch, succeeds William H. 
Kauth, a Brockway employe for 38 


years. Coming to Brockway from|_ 


White Motor Co., Cunningham is a 
veteran of 23 years in the heavy- 
duty motor truck field. 


* * * 
Dana Appoints Stump 


Detroit Division Manager 


Virgil R. Stump has been ap- 
pointed general manager of Dana 
Detroit Division. He succeeds Harry 
Schultz, who will serve as a con- 
sultant after re- 
tiring later this 
year. 

Stump entered 
the automotive 
industry at War- 
ner Gear Divi- 
sion, Borg-War- 
ner Corp., in 1923. 
In 1941 he joined 
Studebaker Air- 
craft Division, 
and in 1945 he 
came to Dana as 





Virgil R. Stump 
plant manager of the Fort Wayne 
Axle Division. Prior to his new ap- 
pointment he was assistant general 


manager of the Ecorse (Mich.) 


plant. 
* * ok 


IH Transfers Sprague 


To Denver District 


The appointment of M. T. 
Sprague as manager of Interna- 
tional truck sales for the Denver 
district, has been announced. 

Sprague, formerly manager of 
the Oakland (Calif.) sales district, 
replaces W. H. Davis, who has been 
assigned in a management capacity 
to the Houston district. 

* ok * 


Goodyear of Canada 


Promotes Three in Sales 


W. E. Ecclestone has been named 
general sales manager of Goodyear 
Tire & Rubber Co. of Canada, Ltd. 

G. F. Turner was appointed man- 
ager of the Tire Sales Division and 
D. W. Morarity has been named 
his assistant. 

* * * 


Jeffrey Named President 


Of Zinc Institute 

F. R. Jeffrey has been elected 
president of the American Zinc 
Institute. Jeffrey is president of 
National Zinc Co., Inc. 

Other officers elected were three 
vice-presidents: J. J. Lennon, 
American Metal Climax, Inc., New 


Vancouver Assn. 


Names Gauthier 


VANCOUVER, B. C.—Roger 
Gauthier, Roger Motors, Ltd., has 
been elected president of the Auto- 
mobile Dealers Assn. of Greater 
Vancouver. 

Other officers are Doug Holme, 
Brown Bros, Motors, Ltd., first 
vice-president, and Fred Deeley jr., 
Fred Deeley, Ltd., second vice-pres- 
ident. 

Directors are: Alan Eyre, Dueck 
Chevrolet-Oldsmobile, Ltd.; William 
Johnston, Johnston Motor Co., Ltd.; 
Weldy McFarlane, Zephyr Motors, 
Litd.; Don McRae, Mercedes-Benz 
Distributors, Ltd., and Clarke Simp- 
kins, Clarke Simpkins, Ltd. 





Miss Arlington and representatives of the Arlington (Tex.) Auto Aisle Assn. were 











on hand for the drawing of the winning contestants in the association’s recent “Silver 
Wheel” contest. Miss Arlington, Judy Taylor, drew the winners from customers who 
registered in the showrooms of association dealers. From left are Mayor Tom Vander- 
griff, Walter Merritt, Jerry Mebus, Miss Arlington, Guy H. Dewey, Henry Butts and 
Jack Hapeman, association president. Not shown are Hooker Vandergriff, Gilbert 
Luke and W. T. Ryan. 





P& A Managers Cited— 


Chevrolet recently honored 94 dealers’ 
parts and accessory sales managers for 
having achieved high objectives in sales, 
management and service to customers dur- 
ing 1960. I. W. Thompson, left, Chevrolet 
assistant general sales manager for parts 
and accessories, congratulates a repre- 
sentative member of the group, Frank A. 
Simmons, Streator Chevrolet Co., Inc., Salt 
Lake City. 


York; C. E. Schwab, Bunker Hill 
Co., Kellogg, Id., and H. L. Young, 
American Zine Sales Co., St. Louis. 
Reelected were G. H. LeFevre, U. S. 
Smelting, Refining & Mining Co., 
New York, as treasurer, and J. L. 
Kimberley, executive vice-president 


and secretary. 
* * * 


Graves Takes New Position 


John H. Graves has been named 
assistant to the manager, Automo- 
tive Division, Standard-Thomson 
Corp. For the past six years he had 
been with Koppers Co., Inc. 

* * * 


Clark Equipment Names 


Executive Vice-President 


Walter E. Schirmer has been 
elected executive vice-president of 
Clark Equipment Co., Buchanan, 
Mich. 

Schirmer, a member of the Clark 
organization for 24 years, has been 
vice-president since 1947. In addi- 
tion, he has been president of Clark 
Equipment International, C.A. since 
1958. 

* ok * 
Hudson Follows Cunningham 


As Lion Oil Sales Manager 


N. P. Hudson has been named 
sales manager of asphalt protective 
coatings for Lion Oil Division, 
Monsanto Co., El Dorado, Ark., suc- 
ceeding Ray D. Cunningham who 
retired. 

Hudson joined Lion in 1949 and 
has served as assistant manager of 
asphalt coatings since 1958. He re- 
cently was elected national secre- 
tary of the Automotive Undercoat- 
ing Manufacturers Assn. 

* ea * 


Mack Shifts Davis 


Louis L. Davis has been appoint- 
ed Fort Worth and Dallas branch 
sales manager for Mack Trucks, 
Inc, He formerly was Southwestern 
divisional sales manager. 

ok * ak 


Chevrolet Names Cook 


Sales Promotion Chief 


Robert E. Cook, with Chevrolet 
nearly 14 years, has been appointed 
manager of the firm’s national 
sales promotion department. 

Formerly assistant national sales 
promotion, Cook fills the post va- 
cated by Fred T. Hopkins jr., who 
has been named Cadillac assistant 
sales manager. Cook joined the 
Chevrolet field organization in 


Omaha as a clerk in 1947. 
x * * 


NLRB Names Feldesman 
Principal Legal Adviser 


William Feldesman, 47, professor 
of law at Syracuse University, has 
been appointed solicitor of the Na- 
tional Labor Relations Board, He 
succeeds James V. Constantine as 
the board’s principal legal adviser. 

Feldesman also is a member of 
the labor arbitration panels of the 


Haggett io Mack 
50 Years in Autos 


WISCASSET, Me.—Lawrence B. 
Haggett, of Haggett Garage Co. 
(Ford), will observe his 50th anni- 
versary in the auto businesg on the 
Fourth of July. 

Haggett has been a Ford dealer 
for 40 years. 


























































Federal Mediation and Conciliation 
Service, the New York State Board 
of Mediation, and the American 
Arbitration Assn. 

* ok + 


Bolles Retires Winding Up 


41 Years with Delco-Remy 


J. H. Bolles has retired from the 
executive staff of Delco-Remy Di- 
vision after a 41-year career which 
included service as chief engineer, 
director of sales and engineering 
and most recently director of sys- 
tems reliability. 

Named to succeed Bolles was 
John D. Baker, who will serve as 
director of reliability and quality 
control. R. J. Gilpin will continue 
as manager of quality control, re- 
porting to Baker, 

* 


* * 


Hempel Is Promoted 
By General Tire 


William M, Hempel has been pro- 
moted to manager, TBA sales, and 
assistant manager, passenger tire 
sales for General 
Tire & Rubber 
Co. He formerly 
was sales coordi- 
nator. 

General] also 
announced that 
W. A. Robinson, 
formerly TBA 
manager, has 
been named 
4 Southwestern re- 

; 2 gional manager, 
W. M. Hempel TBA sales, and 
will be located in Dallas. Lee L. 
Meyer, formerly assistant manager, 
passenger tire sales, has been trans- 
ferred to General’s Atlanta district, 
in the capacity of truck tire sales 
manager, 





* * * 


Chrysler Names Balthrop 
Airtemp Division President 


William P. Balthrop has been 
named president of Chrysler Corp.’s 
Airtemp Division, He succeeds 


P, M. Augenstein, who has resigned 


to accept an executive position with 
another company. 
Batthrop, 41, joined Chrysler 


Corp. in 1944 as a graduate student 


engineer. For the last year he has 

been president of the Amplex Divi- 

sion, which is also part of the cor- 

poration’s Special Products Group. 
* * * 


Fruehauf Trailer Elects 
Cisler Board Chairman 


Walker L, Cisler has been elect- 
ed chairman of Fruehauf Trailer 
Co. He replaces Roy Fruehauf, 

W. E. Grace was reelected presi- 
dent and chief executive officer. 
Cisler is president of Detroit Edi- 
son Co. and has been a member of 


the Fruehauf board since 1955. 


Ford Cites Dealers— 


Five Greater Cleveland Ford dealerships 
have received distinguished achievement 
awards ranking them among the outstand- 
ing Ford dealerships in the nation. Pic- 
tured with one of the award plaques are, 
seated, from left, Cliff Houser, general 
manager, Birkett L. Williams Co., Cleve- 
land, and W. W, Cumming, Ford Cleve- 
land district sales manager. Standing: 
Ken Hall, general manager, Williams 
Motor Co., Inc., Berea, and John Lance, 
general manager, Marc Lance Motors, and 
William LaRiche, president, LaRiche Ford, 
Inc., both of Lakewood. Southwest Ford 
Sales Co., Cleveland also earned the 
award but was not represented at the 
presentation ceremonies. The coveted 
award for overall excellence in dealership 
operations was given to only 15 percent 
of the 185 Ford dealers in the Cleveland 
district. 





ion 
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Ward gets high performance with 


: ALUMINUM 


ue For high performance in the 1961 Indianapolis 500 Rodger 

Ward trimmed his racer of excess pounds by using aluminum 
in 29 places (see list below). In the radiator, first aluminum 
one ever used at Indianapolis, aluminum saved 50% in weight. 


re “Thanks to aluminum,” says Ward, ‘my racer went faster, 
r rode better, had less inertia to overcome in the turns, and 
i- braked more easily.” 

The Sun City Special proved, without doubt, aluminum’s 
ability to perform under the toughest driving conditions. 


Interested mainly in applying this performance to passenger 
cars, Kaiser Aluminum has been involved in automotive 
; research and development since 1948. Its major accomplish- 
ments include the first aluminum die-cast engine block, the 
' first cast integral aluminum wheel and brake drum (tested by 
Rodger Ward on his personal car) and the just announced 
durable trim alloy, 5252. 
, For skilled, experienced counsel on aluminum for automotive 
| applications, call TRinity 3-8000 in Detroit. 


KAISER ALUMINUM & CHEMICAL SALES, INC. 
AUTOMOTIVE INDUSTRY DIVISION, 






IBM BUILDING, DETROIT 2, MICHIGAN KAISER | 

( . 
See HONG KONG and MAVERICK \A \| ALUMINUM 
weekly, ABC-TV Network enn 







ALUMINUM APPLICATIONS. Body and chassis parts: inspection covers, Engine and drive parts: radiator m oil pan mm clutch housing m transmission 
ON THE SUN CITY SPECIAL gas tanks (4) mm air jacks (2) mm air jack housing mi fuel valve m fuel pump housing m fuel filter top mm gear train 
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How Factory Setup Works 


Studebaker Sees Fleet Sales Spur 


By Martin L. Whitmyer 
Staff Writer 

OUTH BEN D.— Studebaker- 

Packard Corp.’s fleet sales for 
1961 will be up some 8 percent over 
last year and even further advances 
are expected for 
1962. 

It wasn’t al- 
ways so, how- 
ever; in fact, 
probably for the 
first time in its 
history, Stude- 
baker is an ac- 
cepted fleet ven- 
dor. Proof of this 
lies in the fact 
that 15 percent of 
A. E. Fitzpatrick all purchases of 
states currently are Studebaker 
Larks. 

“This is a tremendous sales re- 
sult for us,” Allen E. Fitzpatrick, 
S-P manager of domestic fleet 
sales, told Automotive News in an 
interview here last week. 

“If anyone buys 15 percent of its 





total purchases at Studebaker, it 
accepts the car on the same basis 
as it would accept Ford or Chev- 
rolet,” Fitzpatrick said. ‘“‘So, ob- 
viously, therefore, within those 
areas where we have concentrated, 
Studebaker’s sales record is good 
and we are accepted as a product 
on equal footing and basis with 
everyone else.” 
* * * 
UT it has been a long, hard 
grind to put S-P in the position 


Dealers Elect Whibbs 
President in Pensacola 


PENSACOLA, Fla. — Vince 
Whibbs (Pontiac) has been elected 
president of the Automobile Fran- 
chised Dealers of Pensacola. 

Vice-president is Howard Mitch- 
ell (Cadillac-Oldsmobile); secre- 
tary-treasurer, W. L. Wheeler 
(GMC-Mack), and directors, Frank 
Welles (Ford) and Jack Fiveash 
(Dodge-Willys). 





What do they 
have in common? 









the uncommon 
motor oil! 





Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s Heap Oil is truly the finest of the 
fine. There’s a reason—-WoLF’s Heap is 100% 
Pure Pennsyivania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEaD. Keep your 
customers coming back with WoLF’s HEaD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 





it is in today. It wasn’t until 1959 
that the corporation decided to put 
its fleet business on a national 
basis, and it has been only since 
that time that real progress has 
been achieved. Prior to that time 
all fleet sales were done on the local 
level. 

S-P’s fleet sales department ac- 
tually operates as a_ division, 
being both a line and a staff 
function, It has full responsibility 
for the sales of fleet vehicles— 
both cars and trucks—to national 
accounts through dealers because 
all sales are made through deal- 
ers. There are no sales made di- 
rect to national accounts, except 
for the Federal government, a 
practice which is common to the 
industry. 

The department has its own ad- 
vertising budget and directs its own 
advertising program, which is pri- 
marily directed at trade journals. 
“And it’s interesting to note that 
we have found in our analysis since 
1959 that all of our competition has 
followed pretty much our approach 
and our media, as far as fleet ad- 
vertising is concerned,” Fitzpatrick 
said. 

The fact that Studebaker was a 
leader in specialized fleet advertis- 
ing led Fitzpatrick to observe that 
‘it has been rather interesting to 
watch our competitors come into 
the same books we just finished 
using and with about the same 
type of approach.” 

* * * 


TUDEBAKER also has a direct- 

mail program that Fitzpatrick 
termed one of the most active in 
the industry. “We make about 10 
mailings a year to some 35,000 
names of people, not just titles, and 
involving some 10,000 companies. 

“This has been a very effec- 
tive method to procure results be- 
cause the prime element of all 
our mailing programs is to 
change a suspect to a prospect 
to a buyer.” Fitzpatrick reported 
up to 30 percent return on some 
of S-P’s mailings. 

For ease of handling sales, Stude- 
baker has set up its fleet business 
in five separate categories. Each 
category or area demands separate 
models, equipment, method of sale, 
has different usage requirements 
and, therefore, demands a com- 
pletely different and separate ap- 
proach from the other areas, Fitz- 
patrick said. 

The five categories include: No. 1, 
equipment for the Federal govern- 
ment; No. 2, equipment for city, 
county and state uses; No. 3, public 
utilities; No. 4, taxi industry, and 
No. 5, general business firms. 

* * * 


CTUALLY, S-P has approxi- 

mately 350 of its more than 
2,000 franchised dealers selling fleet 
cars. More than 100 of them are 
selling in excess of 25 percent of 
their annual volume in fleet ve- 
hicles, The other 250 sell less than 
25 percent but in all cases sell over 
five units per year, according to 
Fitzpatrick. 

The remainder of the S-P deal- 
ers that sell fleet cars are classi- 
fied as dealer fleet accounts. They 
sell mainly to local supply stores, 
photographic shops, drug stores, 
ete., the sales are not recorded 
as national accounts. 

And this is an area where S-P 
differs somewhat from its competi- 
tion, Fitzpatrick said. 

When Studebaker set up its na- 
tional fleet sales organization back 


Ford’s Secrest 


Joins AMC as V-P 


DETROIT.—John C. Secrest, 38, 
has joined American Motors as 
purchasing vice- 
president, a new- 
ly created posi- 
tion. 

He will be re- 
sponsible for all 
automotive and 
appliance pur- 
chasing for AMC, 
reporting to B. A. 
Chapman, execu- 
tive vice-presi- 
dent. : 

Secrest had John C. See: 
been a purchasing executive with 
Ford Motor Co. since 1948. 
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Trucking Story Is Told 


On Alcoa’s TV Show 


PITTSBURGH.—A portrayal of 
the night-time services perform- 
ed by the trucking industry was 
aired by Aluminum Co. of Amer- 
ica as the commercial on its net- 
work television show, Alcoa Pre- 
sents. 

The story —“City at Night” — 
was a commentary on the work 
of haulers during the hours most 
people are asleep. Alcoa, a mem- 
ber of the American Trucking 
Assn. Foundation, said it set a 
precedent by pooling all adver- 
tising time of the half-hour show 
for the trucking message. 





in 1959, it was decided that a na- 
tional fleet would be that company 
which operates for business use 50 
or more cars or trucks, or buys 15 
vehicles a year. 
* * * 
— reason why we defined the 
two types of classifications,” 
Fitzpatrick said, “is, for example, 
a city might own 50 units but it 
might not buy 15 a year because 
it doesn’t trade more than once 
every six or So years. Then again 
a leasing company or rental firm 
might. buy 15 cars a year, but might 
own only 20 cars. So we felt that 
either a company that owned 50 
cars or a company that bought 15 
cars a year should be classified as 
a national fleet account.” 

Also still in effect in the S-P 
fleet setup are three basie¢, ele- 
ments. The first was that if S-P 
established or approved a nation- 
al account it must be a legitimate 


the auto firm’s requirements of 
usage. 

Secondly, the account must be 
assigned ag the sole responsibility 
to some one person—it might be a 
dealer, a factory field district man- 
ager or a fleet representative, but 
under no circumstances would S-P 
approve a national fleet account 
without making at the same time 
a definite assignment of responsi- 
bility for handling this account. 

“There seemed to be no value in 
just putting names on a list,” Fitz- 
patrick said. “For this reason, we 
have less names on our national ac- 
count list than our competitors. The 
reason for this, again, is that we 
have a smaller group of field men. 
Secondly, I am specific in my re- 
quirements that these accounts be 
assigned and that we follow up on 
our assignment as to the contracts, 
method and approach.” 

ok * * 
evs criterion for setting up its 
listing of fleet sales has worked 
well for Studebaker, but also it has 
probably prevented it from show- 
ing a higher percentage of industry 
fleet business. 

As the S-P organization is set 
up, a dealer might sell five cars 
to his local police department. In 
that case, even though the city 
is not considered as a national 
fleet account, it automatically 
thereafter is approved as such 
because “anyone who buys five 
Studebakers is damn important 
to us,” Fitzpatrick said. 

On the other hand, if the dealer 
makes the five sales to five differ- 
ent firms, they would not be classi- 
fied as fleet vehicles. 

Actually, Fitzpatrick noted, “if 
we included in our total fleet sales, 
dealer fleet sales and national fleet 
sales, the total probably would be 
just about double our present total. 

Last year Studebaker sold to na- 
tional fleet accounts slightly in ex- 
cess of 10,000 units which repre- 
sented approximately 8 percent of 
the firm’s production for the year. 
In addition, Fitzpatrick said, there 
were probably another 10,000 units 
sold by our dealers to companies 
or individuals which could conceiv- 
ably be classified as fleet sales. 
* * * 

re are what the company 

classifies as dealer fleet sales 
and S-P makes no effort to record 
them because it feels these are the 
dealers’ basic responsibility. These 
are sales the company feels the 
dealers can and should get without 
factory assistance. 

“Of the 10,000 that we assisted 
our dealers in getting to the na- 
tional fleet accounts, 90 percent 
could not have been achieved 
without the activity of the fleet 
sales department. In many cases 
it demanded approval in New 
York for a sale in Los Angeles. 
“In many cases it demanded spe- 


national fleet account based on ° 


cial equipment which was not avail- 
able by, for and to the dealer, un- 
less this equipment was secured 
by the fleet sales department. The 
other 10,000 units, which conceiv- 
ably could be classified as fleet 
sales, would be secured whether or 
not we had a fleet sales depart- 
ment.” 

In all cases, however, the final 
sale is made through a dealer, and 
as in his regular retail business, 
the dealer is responsible for both 
the warranty and service of the 
car. 

A vast amount of S-P’s success 
in the fleet sales end of the busi- 
ness lies in the fact that it has 
concentrated its efforts in selling 
to the service oriented business. 

Basically, the majority of its sales 
are in the Lark series, with the 
deluxe models and standard-type 
vehicles being the best sellers. It 
sells about 20 percent eight cyl- 
inder sedans, but again primarily 
in the deluxe line or standard mod- 
el. Automatic transmissions also 
have played a big factor in recent 
years as buyers have come to re- 
alize that the excess cost for an 
automatic over a standard trans- 
mission is partially recovered in re- 
sale and lesser maintenance costs, 
Fitzpatrick said. 

* * ke 
— plus factor in the S-P 
fleet setup is its compact-type 
manufacturing operation which 
provides for the assembly of all 
cars in South Bend. 

“This allows us to have a great 
deal more control over the type 
of special equipment that goes in 
the car than perhaps a manufac- 
turer who must depend on assem- 
bly plants in many locations,” 
Fitzpatrick said. 

So, with all assembly operations 
centralized here, it is possible for 
S-P to job-rate the car to the spe- 
cific task that it is going to do. 

“This is something that we can 
perhaps do better than any other 
manufacturer and we have had 
very good success in picking special 
equipment options for a _ specific 
task that the fleet account has en- 
countered as a special problem,” 
Fitzpatrick said. 

Truck sales also are playing a 
big part in the S-P fleet setup, with 
approximately 25 percent of the 
company’s commercial vehicle pro- 
duction going to fleet accounts. 

Up until now, the company has 
emphasized half and three-quarter 
ton trucks, but the introduction of 
the diesel has opened a new field 
for fleet sales. 

It’s a little early to say how the 
diesel might affect sales,” Fitz- 
patrick said, “but if we sell a 
thousand vehicles in the next six 
months, I would predict much 
more than 25 percent will be sold 
to fleet accounts.” 


Bill Is Belted 


SALEM, Ore.—The Oregon Sen- 
ate has killed a bill that would 
have required seat belts on all new 
cars purchased in Oregon after 
July 1, 1962. 


ADVERTISEMENT 


WANTED 


ROSS W. SEALE, Ill 











Description: Approximately 35 years of age. 
About 6'2''—225 Ibs., fair com- 
plexion, black hair, clean 
features, neat in appearance. 

Occupation: Automobile salesman. 

Grand Jury, York County, Yorktown, Virginia, 

returned an indictment against Seale April 3, 

1961, charging removal of mortgaged prop- 

erty from state. Property involved is a 1960 

Buick Invicta hardtop sedan, serial #6G502I- 

762, color red and white. Warrant also on 

file charging forgery. Sears, Roebuck & Co. 

charges fraud. York County advised they will 
extradite. Virginia State Police have an East 

Coast teletype pickup out for Seale. $50.00 

reward is. offered for information leading to 

his arrest and- recovery of described car. 

Notify the police and inform above facts. 


"Nick" Allen Motors, Inc. 


7316 Warwick Boulevard 
Newport News, Virginia—Phone CH-46531 
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Special Models, Trips . 
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Dealers Hike Incentives 





By. John K. Teahen Jr. 


Associate Editor 


No apenas models, vacation trips 
and free equipment are vieing 
with price in dealer advertising as 
auto retailers strive to fill their 
showrooms with customers and 
empty their lots of cars. 

In Dayton, Ray Bryant Chevro- 
let summed up the feelings of 
auto dealers and other merchants 
throughout the country with a 
full-page ad that urged: “Buy 
what you need, what you want, 
what you can afford—BUT BUY 
IT TODAY.” 

The ad advanced three reasons 
for buying now. “You’ll wake up a 
lazy economy,” Bryant said, “you'll 
get the most for your money right 
now, and you'll help lick unemploy- 
ment in Dayton and the nation.” 

* ok * 


HE “T-61” and the “Dunneder- 
bird” were featured by Ford 
Dealers in Providence. 

The “T-61,” from Tasca Ford 
Sales, is a Fairlane with Galaxie 
appointments. The dealership also 
advertised a specially trimmed Fal- 
con Futura and billed it as the 
“Sell-Mate of the Popular T-61.” 

Dunne Ford countered with the 
“Dunnederbird,” a converted Gal- 
axie with special trim, V-8 engine, 
automatic transmission, power 
steering, heater and console-type 
transistor radio, 

It was priced at $3,468. Dealer 
John Dunne said the models were 
prepared by a local body shop. 

Hull-Dobbs Ford, Louisville, 
showed the “Fortuna,” a Falcon or 
Fairlane with heater, Thunderbird 
transistor radio, rear-deck antenna, 
special paint job and other extras. 
The Falcon Fortuna was listed at 
$2,299; the Fairlane version at 
$2,649. 

* * 

- Degrwrvg buyers were offered a 

free air conditioner by Wray 
Lincoln-Mercury, Shreveport, La., 
while a transistor radio accompa- 
nied every Plymouth or Valiant de- 
livered out of stock by George H. 
Ward, Inc., Auburn, N. Y. 

Gary Walsh, St. Petersburg, Fa., 
gave free seat belts, license plates 
and title registration with new 
Plymouths and Valiants. 

Taylor-Wilson (Chevrolet- 
Cadillac), Paducah, Ky., observed 
its 28th anniversary by giving 
away a Corvair Monza. Persons 
who took a demonstration ride 
were eligible for the drawing. 

The formula-diet craze figured in 
an advertisement by Martin Chev- 
rolet, Richmond, Va. 

The firm urged shoppers to ask 
about “Martin-cal” and explained 
it referred to “Martin Calculated 
Savings—recommended only for 
persons who are tired of enormous 


prices.” 
* oF ok 


AVID R. McGEORGE (Stude- 

baker), also in Richmond, play- 

ed the 12-12 idea to the hilt. 

In addition to the regular war- 
ranty protection, McGeorge prom- 
ised new-car buyers 12 quarts of 
oil, 12 wash jobs, 12 lubrications, 
12 gallons of gasoline and 12 safety 
checks. 

A “Happy Highway Vacation” 
is being promoted by Van Trow 
Oldsmobile, Jackson, Miss. Per- 
sons taking a demonstration ride 
can register for a three-part prize 
consisting of two-weeks’ use of 
a new Oldsmobile, use of a gaso- 
line credit card and $1,000 cash. 
The drawing is set for July 31. 

Palmer-Hooper (Mercury-Comet) 
invited Nashville residents to regis- 
ter for a one-week vacation for two 
in Daytona Beach, and Lawrence 





St. Petersburg Dealers 
Elect Harris President 


ST. PETERSBURG.—Page Har- 
ris, Dew Motor Co. (Cadillac), has 
been elected president of the St. 
Petersburg Automobile Dealers 
Assn., succeeding Crosby Swanson, 
Alan Peterson Motors (Plymouth). 
Harris formerly was vice-president 
of the organization, 

Other new officers are Frank 
Scaritt, Scaritt Motors, Inc. (Lin- 
coln-Mercury), vice-president, and 
Cedric E. Ringer, Ringer Motors, 
Ine. (Dodge-Willys), secretary- 
treasurer. 














Motor Co. (Dodge) offered new-car 
buyers a weekend for two at a 
Virginia Beach Hotel. 

+ * * 

N CUYAHOGA FALLS, O., Conn 

System announced that it is 
combining its Ford and Plymouth 
outlets into a one-overhead, two- 
dealership setup, The new opera- 
tion, Conn said, “allows us, in effect, 
to cut almost in half our manage- 
ment, advertising, reconditioning 
and dozens of other costs.” 

Eight makes of domestic com- 
pacts (all except Lancer and 
Rambler) were displayed in an 
ad sponsored by 11 Syracuse deal- 
ers. The ad was headed, “For 
greater economy, buy an Ameri- 
can compact car.” 

Dealers weren’t ignoring price in 
their spring advertising. In Knox- 
ville, Tenn., Hull-Dobbs said Falcon 
prices started at $1,665 plus freight 
($66.50), and Arksdale Motors, 
Shreveport, La., listed Larks at 
$1,685. 

Corvairs were $1,741 at Mike 
Persia Chevrolet, San Antonio; 
$1,793 at Ted Gentry Chevrolet, 
Selma, Ala., and $1,798 at Fort 
Sumter Chevrolet, Charleston, S, C. 
Mike Persia also advertised a Mon- 
za at $2,169.50. 

* * * 

OWELL PLYMOUTH Jackson- 

ville, Fla., mentioned Valiants 
at $1,750 and Plymouths at $1,975, 

while Park Chrysler, Rochester, 
N. Y., tagged Valiant at $1,795 and 
Plymouth at $1,985. 

It was $1,749 for Lancer and 
$1,898 for Dart at Taylor’s, De- 
troit, and a Dart with heater was 
offered at $1,973 by Curtin Dodge, 
Syracuse. 

Hyman Bros. (Pontiac), Rich- 
mond, Va., staged a one-price sale, 
offering 10 Ventura two-door hard- 
tops at $3,291 and seven Tempests 
at $2,571. All models were equipped 
with automatic transmission, radio, 
heater, whitewalls and other ex- 
tras. 

In Louisville, Breaux Ballard 
Buick informed prospects that “ur- 
ban renewal will acquire our new 
Buick storage area. We must close 
out our stock of 63 new Buicks 
now ... Every new Buick in our 
stock at cost plus $49.” 














French Class— 
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John R. Bisagni, teacher, Uniondale (N. Y.) High School, puts a French auto to novel 
use in teaching conversational French. He brought Renault to class and labelled its 
main parts with identifying signs to stimulate students’ interest in language study 
and to broaden their practical knowledge of French. This outdoor class session was 


introduction to related lessons on travel 
countries and cities. 


and sightseeing, roads, maps, European 


Yeakel Is Found Guilty 
On 4 False Ad Counts 


By William Carroll 
West Coast Editor 

LOS ANGELES. — Renault-Olds- 
mobile dealer Phil Yeakel (Wil- 
shire Oldsmobile, Los Angeles) was 
found guilty of four counts of 
false advertising. 

Yeakel pleaded innocent to the 
charges. He faces a maximum 
sentence of $2,000 in fines and 
two years in jail. 

According to court testimony, 





Fire Hits Koster Swope 
LOUISVILLE. — Fire damaged 
Koster Swope Co. (Mercury- 
Comet), in suburban St, Matthews. 
Several new cars were damaged. 





On Business Machines . 


Excise Ruling Clarified 


WASHINGTON.—A ruling that 
can affect auto dealers who lease 
business machines has been made 
by the Internal Revenue Service. 
The government has clarified the 
application of the manufacturer’s 
excise tax to leased machines. 

It also covers the situation in 
which there is an option to buy 
leased machines. 


IRS notes that a manufacturer 
of business machines sells some 
and leases others. When the ma- 
chines are sold, the purchaser has 
the option of entering into a main- 
tenance service contract under 
which the purchaser pays a month- 





Lampe Retires 


At Oldsmobile 


LANSING.—W. O. Lampe, Olds- 
mobile’s dealer relations chief, re- 
tired last week after 28 years with 
the division. 

He has held several sales posts 
in the field and 
in the home of- 
fice, including 
sales promotion 
manager, execu- 
tive assistant to 
the general sales 
Manager and 
Chicago zone 
manager. 

In 1952, Lampe 
was named Mid- 

p west regional 
W. O. Lampe manager with 
headquarters in Chicago. He con- 
tinued in that position until 1956, 
when he was appointed executive 
assistant to the general manager 
in charge of dealer relations. 








ly amount for maintenance of the 
machines. 

When the machines are leased, 
the manufacturer provides the nec- 
essary maintenance of the ma- 
chines under the terms of the lease 
agreement. 

IRS says that the manufacturer’s 
excise tax does not apply to the 
amounts paid under the mainte- 
nance service contracts that cover 
machines which have been sold by 
the manufacturer. But the excise 
tax does apply to amounts paid for 
the lease of the machines, regard- 
less of the fact that some portion 
of each lease payment may be at- 
tributable to the maintenance of 
the machines. 

In another ruling, IRS has held 
that when taxable business ma- 
chines are leased with an option 
to buy—provided an additional 
“option deposit” accompanies the 
first monthly lease payment—the 
payment of this option deposit 
constitutes a lease payment which 
is subject to the excise tax, even 
if the deposit is forfeited if the 
lessee does not exercise his op- 
tion to purchase. 

IRS notes, however, that if the 
deposit is refunded to a lessee who 
exercises hig option to purchase 
(and who has part of his earlier 
lease payments credited toward the 
sale price), the manufacturer will 
be entitled to a credit or refund of 
tax with respect to the sum re- 
funded. 





Specials Set Wilson’s Pace 


SALEM, Ore.—Otto Wilson Co., a 
Buick outlet since 1909, reported 
that 44 percent of 1961 sales have 
been taken by the Special. 





and information given AUTOMOTIVE 
NEws by an investigator who testi- 
fied in court, Yeakel appeared on 
television with a Renault Dauphine. 
On the car’s windshield was said 
to be a large sign reading: “We're 
now delivering the new Renault 
for $1,195.” (Price of the less ex- 
pensive 4-CV model ig $1,195 in 
Los Angeles.) 

When an investigator visited the 
Yeakel deal, he found a poster on 
the window announcing a reduc- 
tion of $200 on Dauphines, with a 
filled-in section reading: “Price of 
the car is now $1,195 delivered 
here.” 

On attempting to buy a Dau- 
phine at this price, the investi- 
gator says he was told it was an 
old poster applying to a previous 
sale. 

Nevertheless, investigators claim 
they later saw Yeakel’s television 
program in which he promoted the 
Renault, and implied a Dauphine 
could be purchased for $1,195. Vis- 
itors to the showroom were said 
to have been shown the 4-CV or a 
leftover Dauphine as the $1,195 
model mentioned on television. 


Later, a shopper visited the 
Yeakel operation and placed an 
order for a Dauphine at $1,595, but 
complained when the $1,195 pitch 
was again used on television. 


Los Angeles police then visited 
Yeakel, during which time he is 
said to have admitted the $1,195 
advertising was a “gimmick” to at- 
tract customers. 

When contacted by Automotive 
News, Yeakel said, “I don’t feel 
our advertising is misleading and 
our entire record speaks other- 
wise.” 

Lawrence J. Moreno, a trial dep- 
uty of the city attorney’s office told 
AUTOMOTIVE News, “Mr. Yeakel’s de- 
fense was that he did not call the 
pictured car a Dauphine. In court, 
we ran a tape recording in which 
he admitted the advertisement 
might have been misleading. He 
did not deny this on the stand.” 


Ill. Senators OK 
Mandatory Belts 


SPRINGFIELD, Ill.—The High- 
ways and Traffic Regulations Com- 
mittee of the State Senate has ap- 
proved a bill requiring the instal- 
lation of seat belts in new cars. 

The bill, which has been passed 
by the House, would apply to all 
cars sold in the state after June 1, 
1962. 

Similar legislation has been in- 
troduced in Congress and in 15 
other state legislatures. 





Tax Credit Plan 


="I| Backed by NIADA 


But Wider Scope 
Is Recommended 


WASHINGTON, — The National 
Independent Automobile Dealers 
Assn. has filed the following state- 
ment with the House Ways and 
Means Committee:, 

“Resolved, that the National In- 
dependent Automobile Dealers 
Assn. is heartily in accordance with 
President Kennedy’s proposal that 
an investment credit be provided 
under the income tax in order to 
encourage businesses to modernize 
and expand their productive plant 
and equipment so as to strengthen 
our free competitive economy. 

“NIADA believes that the only 
feasible manner in which most 
small business concerns can ob- 
tain the financing necessary for 
the expansion and modernization 
of their businesses is through the 
‘plow-back’ of their earnings, i.e., 
use of retained earnings. 

“An investment tax credit is the 
obvious way in which to stimulate 
such growth, 

“NIADA does not believe, how- 
ever, that this desirable program 
of tax credit should be limited to 
excess investment in depreciable 
assets, as the vast majority of 
small businesses can best expand 
their business by means other than 
merely increasing their investment 
in depreciable assets. 

“Larger and more diverse in- 
ventories and increased extension 
of credit to their customers is of 
vital importance in this connec- 
tion for small businesses. 


“For these reasons, NIADA urges 
that any program of investment tax 
credit be broadened along the lines 
of HR-2 (Ikard bill), which in- 
cludes not only depreciable assets 
but also inventory and accounts 
receivable as part of the base for 
determining the tax credit.” 


Oklahoma Dealers 
Fight Repeal of 


Tax Exemption 


OKLAHOMA CITY.—A bill that 
would double the state tax on autos 
was assailed by dealers at a hear- 
ing conducted by the Senate Rev- 
enue and Taxation Committee. 


Autos already carry a 2 percent 
excise tax, but they are exempt 
from the 2 percent sales tax. The 
new proposal would repeal the 
sales-tax exemption and boost the 
auto levy to four percent. Other 
types of products also would be 
affected by the repeal movement. 

“We just can’t pay a four per- 
cent tax,” said Harvey Cobb, Ponca 
City, president of the Oklahoma 
Automobile Dealers Assn. 

Roy Tant, secretary-manager of 
the association, warned that if the 
bill is passed, “Oklahoma will have 
to have a bigger graveyard to bury 
its dealers.” 


Nashville Dealers 
Headed by Boyte 


NASHVILLE, Tenn. — Newly 
elected officers of the Nashville Au- 
tomobile Trades Assn. are E, P. 
Boyte, president; Harold W. Lucas, 
secretary, and E. C. Maxey sr., 
treasurer. 

Members of the board of direc- 
tors: Robert E. McAdams, John C. 
Tune jr., Henry Lee Hanson, George 
M. Green jr., Harry Sadler, Ralph 
L. Nichols, Haynie Gourley, Frank 
Davis, W. C. Chapman jr., William 
E. Trickett, R. L. Parnell and M. B. 
Wynne. 





Bradenton Dealers Elect 


BRADENTON, Fla.—The Brad- 
enton Automobile Dealers Assn. has 
elected Lawrence A. Sauve, Law- 
rence Lincoln-Mercury Co., presi- 
dent. Serving with Sauve will be 
W. R. Cook, Bill Cook Ford Co., 
vice-president, and E. S. Pruitt, 
Pruitt Buick Co., secretary-treas- 
urer. 
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Advice from Finance Man 





Rude Tells 


Dealers 


How He’d Operate 


HARTFORD.—At a recent meet- 
ing of the Connecticut Automotive 
Trade Assn., Alan G. Rude, presi- 
dent of Universal CIT Credit Corp., 
said he would like to try to be a 
successful auto dealer if he could 
lead two business lives. 

He described how he would run 
his dealership, as follows: 

“I would be sure I was ade- 
quately capitalized. If I could not 
raise and put into my business 
sufficient funds that I exclusively 
controlled, I would not risk my 
insufficient capital. ’'d expect 
that my business would have to 
survive years of bad _ business 
conditions as well as good busi- 
ness conditions, and I would want 
to be prepared to handle them. 

“For example, a competitive, 

blitz-type, volume operation might 
open up in my town and try to put 
me out of business by going all out 
for sales at any price. I’d not try 
to beat ’em by joining—by copying 
their methods and giving away my 
profits. 

“I would want to have the finan- 
cial strength to stick to my own 
operating principles and do what 
I would know to be fundamentally 
sound, In the long run, the blitz 
operator would eventually fold up 
and steal away, or he would be 
forced to mend his ways. 

“I would run my business myself. 
I might have a fine managerial 
staff, but I wouldn’t be in the busi- 
ness if it did not receive my direct 
and personal attention every day. 

“I would build the very best or- 
ganization I could afford. I’d realize 
that I couldn’t run a one-man show, 
and I would be certain that for 
some phases of the operation I 
could hire managers who were a 
great deal more competent in their 
specialties than I would be. 

“I would have a controlled, train- 
ed sales organization that was run 
like a ‘taut’ ship, either by me or 
by a sales manager or managers 
in whom I had complete confidence. 

“I would know my expenses and 
control them. I would get 10-day 
operating reports that were accur- 
ate and easy to interpret. I would 
get them fast and would study them 
and act on them the same day I re- 
ceived them. 

“I would not let myself become 
brick and mortar poor by over- 
building or over-investing in fa- 
cilities but I’d have an excellent 
shop setup, for that is the only 
part of the building that of itself, 
would make money for me. 

“I would put my used-car oper- 
ation on a 30-day basis. I know 
many successful dealerships do this. 
No matter what it appeared to cost 
to ‘wholesale’ or dump my 30-day- 
old trades, I’d wholesale or dump 
them, for that would be the less 


ceivable like a hawk. Maybe my 
customers would be good for the 
credit we extended and would pay 
me eventually, but it would be the 
average amount of credit outstand- 
ing that would trouble me the most. 
Every thousand dollarg tied up in 
unpaid accounts would be a thou- 
sand dollars taken away from the 
rest of the business. 


“I would be active in community 
affairs—but not too active. The re- 
spect and approval of my fellow 
citizens would be a valued, if un- 
Seen asset. But I would not overdo 
it. 


“I would build a consistent pub- 
lic image for my dealership. I 
would be sure that my dealership 
had a face to the public, and a per- 
sonality. 

“I would be an allout booster 
for my factory and car. Pll bet 
there would be occasions when 
factory policies would be enough 
to drive me crazy or to the near- 
est bar for a stiff drink, but I 
would never let the world know 
how I felt. As the factory’s ap- 
pointed representative in my 
community, I would BE the fac- 
tory always, openly proud of it, 
confident about it, its biggest 
booster. 

“IT would limit my outside busi- 
ness activities. I would not be a 
dabbler in Fiorida real estate, 
western oil properties or anything 
that would draw my mental and 
physical energies, my best judg- 
ment and my money from my deal- 
ership. 

“I would try to understand and 
evaluate myself as an outsider 
would. Even with all these good 
intentions and rules to follow, I 
might not have the managerial 
ability or the gift of leadership to 
make my dealership the success 
I would hope it to be. 


“Success or failure in the auto- 
mobile business, as I have observ- 
ed it over the years, has always 
been up to the Number One Man 
involved. Smart men succeed or 
fail. Men who seem to have just 
about a minimum quota of brains 
succeed or fail. Some hard workers 
make good, while others just get 
by or go under. 

“The business of running a suc- 
cessful automobile business is 
uniquely exciting and appealing be- 
cause, when all’s said and done, it 
is a one-man business. 

“In the future, for men who con- 
tribute proper management, good 
thinking, sound planning, real 
courage and a willingness to work, 
the opportunities in the automobile 
business are unlimited—just as 
they have always been in the past.” 


expensive course for me in the long| @. 


run, 
“IT would insist on controlling my 


finance business. Well aware that| & 


a finance reserve would about dou- 
ble my potential profit margin on 
the average sale, I would not per- 
mit a single outside finance deal] to 
go through my operation without a 
fight. I would train every salesman 


on the right ways to sell my finance | & 


plan and the insurance it provided. 
My financing operation would be 
the most profitable and important 
auxiliary activity of the dealership 
for, in all likelihood, it would make 
the difference between red ink and 


black during the times when we|‘g 


needed profits the most. 
“I would watch my accounts re- 


New Mexico Assn. 


Picks 14 Directors 


ALBUQUERQUE. — The New 
Mexico Automotive Dealers Assn. 
has named 14 directors to serve for 
two years. They were installed with 
officers elected at the group’s an- 
nual convention in Santa Fe. They 
are: 

Frank Groesbeeck, Stanley Mc- 
Donald, F. H. Lackey, Reese Cagle, 
E. E. Withers, J. B. Tidwell, M. H. 
Roberts, Travis Brem, Frank 
Harshman, Harry M. Powell, M. L. 
Webb, Nash Hancock, W. C. 
Wheatley and Ear] Caldwell. 





Stethoscope Technique— 


Most stethoscopes are so sensitive that, 
when one of them is used for checking 
noises in an auto, sounds from all over 
the car body are apt to be picked up 
and heard simultaneously. This makes the 
detection of a specific noise source ex- 
tremely difficult, according to E. W. Kelley, 
laboratory garage supervisor, Weaver Mfg. 
Division, Dura Corp., Springfield, Ill. To 
solve the problem, Kelley suggests hold- 
ing the rubber tube of the stethoscope 
between the thumb and forefinger and 
gradually pressing the sides together. 
This reduces noise sensitivity so that only 
sounds at the point of contact will come 
| through, 





VW Deal Moves into New Building— 


H. B. Lantzsch, Inc. (Volkswagen), has 


moved into its new building, above, at 


1285 E. Lee Highway, Fairfax, Va. According to Horst B. Lantzsch, president, the firm 
sold 336 cars and 159 station wagons and trucks in its last business year. 


S-P Eyes Leasing with Caution 





By Martin L. Whitmyer 
Staff Writer 


OUTH BEND.—With auto leas- 
ing becoming a more important 
factor in the fleet sales market, it 
is the opinion of Allen E. Fitz- 
patrick, manager of domestic fleet 
sales at Studebaker-Packard Corp., 
that all manufacturers within the 
next five to eight years will be in- 
volved to a greater degree in leas- 
ing, whether through financial sup- 
port or guidance. 
S-P itself does not lease any 
vehicles as a manufacturer and 
makes no atempt specifically to 
set up dealers in the leasing busi- 
ness, but it is hopeful of entering 
the field once its dealer organiza- 
tion is on a sound basis and the 
Lark gains in its resale value. 
“Leasing is very much like any 
insurance insofar as the dealership 
is concerned,” Fitzpatrick said. 
“You have to have a sound dealer- 
ship that is making money selling 
automobiles, handling parts, service, 
used cars, new cars and its fleet 
sales before it can go into the 
leasing business and make it pay. 
“If you have a poor operation 


in any one of these five areas and 
you get into the leasing business, 
you only magnify your present 
problems,” Fitzpatrick said. 

“So, until our dealers have them- 
selves in a good position regarding 
their present basic job, which is 
selling automobiles and making 
money, we are not encouraging 
Studebaker dealers to get into the 
leasing business.” 

* * * 


ITZPATRICK said Studebaker 
is “beginning to get into shape 
where it can go after this business 
in a big way, 
we'll go after it with a completely 
new and, we hope, dynamic pro- 
grams to get our share of this par- 
ticular business. 

“Until our dealers are very 
profitable and satisfactory deal- 
ers, selling automobiles and op- 
erating their present businesses, 
I think that encouraging them to 
get into the leasing business 
would be harmful,” Fitzpatrick 
said. 

Fitzpatrick said he feels that per- 
haps some of the other manufac- 





Trico Opens Its Defense 
In Wiper Patent Case 


BUFFALO. — Trico Products 
Corp. has opened its defense 
against a suit charging that it has 
infringed on a patent for a flexible 
wiper for a curved windshield is- 
sued to Anderson Co., Gary, Ind., 
and its president, John W. Ander- 
son. 

This is a retrial of a suit dis- 
missed in Federal] Court here in 

1958. The new trial was ordered 
by United States Circuit Court of 
Appeals. 

The first defense witness was the 
plaintiff, Anderson, who was ques- 
tioned about the date he first con- 
ceived a triple-yoke method of ap- 
plying equal wiper pressure along 
a curved windshield surface. 

The 78-year-old inventor and in- 
dustrialist, who is president of the 
National Patent Council, testified 
that the answer came in early 
March, 1944, when he “awoke from 
a good night’s sleep.” He said he 
went to his plant and sketched his 
idea for Theodore J. Smulski, then 
his chief engineer. 

However, Anderson conceded he 
made no other immediate record of 
the date his idea was conceived 
and that the sketches were lost. 
Trico contends that the Anderson 
Co. did not develop the idea until 
late 1945 and as a result the patent 
granted it in May, 1952, is invalid. 

Both companies, subsequent to 
1944, came out with triple-yoke 
blades. However, Trico argues 
that the Anderson commercial 
blade and the patented invention 
are two different devices. 

In questioning Anderson, Trico 
Attorney Frank G. Raichle relied 
heavily on earlier deposition testi- 
mony by Fred A. Krohm, an An- 


derson employe who worked on the 
blade problem in 1945. 

The attorney read into evidence 
Krohm’s testimony to the effect 
that he first constructed a triple- 
yoke model in August, 1945, more 
than a year after Anderson said he 
developed the idea. 

Raichle said further that Krohm 
declared that he would have been 
able earlier to build a triple-yoke 
blade, in four hours, if someone 
had told him how to do it. 

Federal Judge John O. Hender- 
son announced at the start of the 
session that Charles R. Penfold, 
who was an Anderson patent at- 
torney in 1945, will testify Thurs- 
day (June 8) as a witness for Trico. 





Goodro Opens Dodge City— 


and when we do| « 


Denver BBB Halts 
$180 Annual Fee 
For Ad Program 


DENVER.— The Denver Better 
Business Bureau has discontinued 
the $180 annual fee for participa- 
tion in its Emblem of Truth adver- 
tising and merchandising program. 

Instead, individual trade groups, 
such as auto dealerships, will de- 
termine their own fees for “edu- 
cation and policing,” according to 


,| W. Dan Bell, executive director of 


the bureau. 

The fee system has been criti- 
cized by some Denver organiza- 
tions, but it was not a factor in 
the Denver group’s dispute with 
the National Assn, of Better Busi- 
ness Bureaus. The national organ- 
ization objected to the use of the 
words Better Business Bureau in 
the Emblem Truth insignia which 
subscribers may display and use in 
their advertising. 

The Denver bureau will appoint 
a committee to bring its program 
in line with the rules of the na- 
tional BBB. 


turers were a bit premature in 
this respect. 

““They based their entire leasing 
programs on something that I think 
is helpful but has a limited value— 
just, if you want to get into leasing 
business, we’ll give you a book or 
two with a little bit of formula. 

“Leasing isn’t that simple; it’s 
much more involved. It is as in- 
volved, actually, to run a success- 
ful, profitable leasing company as 
it is to run a successful, profitable 
automobile dealership. 

* * * 


E ASSUME that it takes many 
years of experience to run a 
profitable dealership and to assume 
that in 25 pages of a booklet we 
can inform a dealer how to run a 
leasing business is, I think, a bit 
fallacious. I don’t think it can be 
done and we won’t approach it on 
that basis, if and when we do,” 
Fitzpatrick said. 

“We will be more comprehen- 
sive because I think we have an 
obligation. If we are going to 
encourage a dealer to get into a 
business such as leasing, we at 
the same time must give him all 
of the tools by which he can 
make a profit. Otherwise, we face 
two definite problems. 

“Number one, we hurt the dealer 
by encouraging him to get into the 
business and then not give him the 
guidance. Number two, we ruin the 

leasing business in the process. And 
that is what’s happening to the 
leasing business today. 

“The leasing business is very 
rapidly approaching the same over- 
capacity situation which has been 
existing in the automobile business 
for several years—where you can 
do an awful lot of volume and end 
up with very little profit,” Fitz- 
patrick said. 

“Too many fly-by-night operators 
and unprepared dealers are getting 
into the business and cutting rates 
to the point where nobody makes 
any money. In addition, many of - 
the established leasing companies 
are not making money for this 
same reasons,” Fitzpatrick said. 


rr 


Dodge City, Inc., Denver, recently opened its new $500,000 facility. The building 


is located in a rapidly expanding residential and business section of Denver. 


The 


main section of the 12,000-square-foot building has a 1,500-square-foot floor-to- 


ceiling glass window on the front and sides. 


Dealer William Goodro said the new 


facility was built to handle increased sales and service business. 
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First Test in Appeals Court... 


Good-Faith Law Is Debated 


man for the operation of a Chev- 
rolet dealership,” Fonville said. 
The Woodard side’s reference 
to “reasonable man” stemmed 
from an opinion in a _ bottling 
case by the same Fifth Circuit 
Court of Appeals. This said that 
“courts tend to adopt an inter- 
pretation of the contract, wher- 
ever possible, requiring perform- 


(Continued from Page 3) 


roundingy area, or business condi- 
tions, the dealer must acquire dif- 
ferent premises satisfactory to the 
appellee (GM).” 

“There is no evidence in the rec- 
ord whatsoever that the premises 
were not, in fact, satisfactory on 
the objective test of the reasonable 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 














Week Week dan. 1 dan. 1 
Ended Same Ended Total To To 
June 3, Week, May 27, Output, June4, June 3, 
1961 1960* 1961 May 1960* 1961 
AMERICAN MOTORS 
ENE is Ninnlietese os brccs 5,800 9,661 8,969 37,712 233,607 144,085 
CHRYSLER CORP.**.. 7,200 8 20,215 15,642 60,149 519,597 234,044 
Chrysler Division ...... 1,300 1,526 2,197 8,388 49,394 41,722 
Chrysler biivusiesecesecsinete 1,200 1,526 2,064 8,609 41,860 38,652 
Imperial .............:000.. ee 133 279 7,534 3,070 
Dodge Division .......... 2,400 8,523 5,244 20,069 197,449 42,279 
Dart-Polara............. 1,800 8,523 4,229 15,900 197,449 54,569 
ROO seindisicksscteesiins ee. Sane 1,015 ee 17,710 
Plymouth Division .... 3,500 9,916 8,201 31,192 257,751 120,043 
APRON ss cesessssscseesis 1,200 3,887 4,839 i7,918 129,674 70,757 
WERMEIEINE,. -savepscsasivsscerssess 2,300 6,029 3,362 13,274 128,077 49,286 
FORD MOTOR. ............ . 27,905 26,089 42,507 179,410 876,550 677,534 
Ford Division ............ 22,705 20,086 34,751 146,851 725,427 552,107 
PPOROOED, ssisisciccissvccsscssces 9,685 8,934 13,806 57,921 225,900 204,500 
Ford (Std). .............. 11,715 9,359 18,798 79,843 457,059 306,890 
Thunderbird. ............ 1,305 1,793 2,147 9,087 42,468 40,717 
L-M Division................ 5,200 6,003 7,156 32,559 151,123 125,427 
MMPI, i csvskocsssucavsssusens 3,400 4,068 4,805 20,133 59,014 70,125 
RPGS « ocvsscsssrsessscieases 300 219 525 2,068 10,238 13,378 
Ye eC ee 1,500 1,716 2,426 10,358 81,871 41,924 
GENERAL MOTORS .. 42,639 56,549 60,517 257,647 1,600,692 1,144,797 
Buick Division ............ 4,848 4,835 6,792 24,453 141,229 107,840 
Buick (Std.) ............ 3,053 4,835 4,218 15,083 141,229 74,330 
NIN. a lciccnkpiiteerecees REED. Aeseesane 2,574 Wiee Sakstgaces 33,510 
MN. Gaiiiacdictes 2,016 2,743 2,703 12,826 T7575 70,941 
Chevrolet Division .... 24,600 35,010 35,655 161,141 974,128 689,953 
MMII Svssapscscesesccveses 5,600 2,832 7,839 33,886 134,548 152,648 
Chevrolet (Std.) .... 19,000 32,178 27,816 127,255 839,580 537,305 
Oldsmobile Division .. 5,045 5,995 6,612 24,785 186,504 126,375 
PMS seivitesvscestacavsiniess ee 1,324 ere 27,685 
Oldsmobile (Std.) .. 4,055 5,995 5,288 19,324 186,504 , 98,690 
Pontiac Division ........ 6,130 7,966 8,755 34,442 221,256 149,688 
Pontiac (Std.) ........ 4,270 7,966 5,883 21,861 221,256 97,624 
NEED bersithisiaicesceass BPEEO  « Nsisstaee BRT FRB vscsessen 52,064 
S-P CORP. 
MMMM 1 sdioisd Sisk adccccdecdseavasters 918 2,554 1,507 6,311 55,912 25,568 
CHECKER.  ........0eccscceoseees 90 175 128 565 3,552 2,566 
Total Cars, U. S.**...... 84,552 115,243 129,270 541,794 3,289,910 2,228,594 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 









































Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 
dune 3, Week, May 27, Output, dune 4, June 3, 
1961 1960* 1961 May 1960* 1961 
6,753 7,803 32,998 212,113 143,716 
60 34 153 1,345 752 
48 58 199 1,921 998 
1,447 1,639 6,356 36,053 27,911 
5,941 7,308 31,198 171,478 144,923 
1,807 1,728 6,148 51,561 28,910 
INTERNATIONAL. ....... 2,668 2,145 3,294 14,193 60,635 62,842 
Sa dacs sviusde assy sitivasiece 160 196 202 878 6,532 4,203 
STUDEBAKER. ............. 123 474 215 825 6,888 3,393 
NN ss csscsssbvesansiodvayviteese 350 269 396 1,623 8,577 7,546 
MINTED scccsssxeserssoceosaresees 1,540 3,024 1,925 8,134 66,404 45,435 
MISCELLANEOUS ....... 57 64 95 409 1,951 1,978 
Total Trucks, U. S. .... 15,799 22,228 24,697 103,114 625,458 472,607 
Total Cars, Trucks, U. S. 
MI MAG cs stancasgecnssbesstscceess 100,351 137,471 153,967 644,908 3,915,368 2,701,201 
CANADIAN PRODUCTION—CARS 
Week Week Jan, 1 dan. 1 
Ended Same Ended Total To To 
June 3, Week, May 27, Output, June 4, June 3, 
1961 1960* 1961 May 1960* 1961 
CHRYSLER CORP. .... 1,400 1,327 958 5,620 26,726 20,873 
FORD MOTOR ............... 2,100 2,801 1,699 9,161 51,506 44,045 
GENERAL MOTORS .. 4,150 4,381 3,302 17,029 98,713 82,274 
AMERICAN MOTORS OE | stsactaves 144 MU astussscpe 2,780 
BaP OOP. on cicccsiescseeseoes. 160 159 128 548 2,525 2,576 
Total Cars, Canada.... 7,990 8,668 6,231 33,232 179,470 152,548 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan, 1 
Ended Same Ended Total To To 
June 3, Week, May 27, Output, June4, June 3, 
1961 1960* 1961 May 1960* 1961 
CHRYSLER CORP. .... 160 132 125 701 3,228 3,339 
FORD MOTOR. .............. 420 618 258 1,621 9,720 8,337 
GENERAL MOTORS .. 785 936 637 3,436 20,365 14,499 
INTERNATIONAL. ...... 265 241 22 1,219 5,705 5,376 
Total Trucks, Canada 1,630 1,927 1,232 6,977 39,018 31,551 
Total Cars, Trucks, 
RENIN oioxscenstsccchasacine 9,620 10,595 7,463 40,209 218,488 184,103 
Grand Total, 


Cars and Trucks, 
U. S. and Canada....109,971 148,066 161,430 685,117 4,133,856 2,885,300 


*Revised. 


ance to the satisfaction of a 
reasonable man.” 

Woodard Motor, owned by B. T. 
and B. J. Woodard, conceded that 
GM “did have the right to recom- 
mend, suggest and even to argue 
and attempt to persuade appellants 
to make the move.” 

“But it had no right,” the ex- 
dealer asserted, “under Public Law 
1026—84th Congress (good-faith 
law) to attempt to coerce appel- 
lants into doing that which they 
were not required to do by the 
franchise agreement and build a 
new building before appellants 
were required by that agreement 
to do so. 

co * * 

. Eee (GM) had no right 

to attempt to intimidate and 
coerce appellants into accepting 
their recommendation, persuasion 
or suggestion that the dealership 
be moved by threatening to cancel 
the franchise agreement. 

“This is precisely what appellee 
did. It threatened appellants with 
termination if they did not do ap- 
pellee’s bidding, and, when appel- 


900’ Furnishes 
Stiff Test of 
Auto Equipment 


(Continued from Page 2) 


their revolutionary fluid tire addi- 
tive. It is a coolant medium, added 
in measured amounts to dry air in 
the tires at 50 pounds pressure. As 
tires heat during racing, the fluid 
in the air chamber turns to gas and 
transmits heat from the tread to 
the tire carcass and wheel, from 
where it is dissipated. 

As one Firestone engineer told 
AvuTomoTivE News, “Racing tires 
could get so hot that condensation 
from excess water in the air could 
melt carcass rubber from the inside 
out, Our new fluid cooling appears 
to eliminate this danger. If high- 
way cruising speeds continue to 
rise, and tire heat buildup remains 
a problem, it’s quite likely passen- 
ger cars will be using a tire cooling 
fluid soon.” 

Even automotive service learns 
from Indianapolis. Bert Abbott, of 
Bear Mfg. Co. (alignment equip- 
ment), said that his company was 
well prepared to align torsion-bar- 
suspended passenger cars long ago, 
as a result of their experience with 
torsion bars under Indy cars. 


lants had not done so on or before 
the deadline of April 30, 1957, set 
up by appellee, it cancelled the 
franchise agreement. This consti- 
tuted a violation of Public Law 
1026—84th Congress.” 

GM argued that the good-faith 
law did not provide for damages 
for anticipated profits beyond the 
term of the franchise agreement. 
If it was construed to embrace 
post-franchise damages the Fifth 
Amendment of the Constitution 
would be violated, the corpora- 
tion added, because of infringe- 
ments upon the freedom of auto 
manufacturers to enter into con- 
tracts with their dealers. 

“It would appear,” Fonville re- 
plied, “that Congress, in enacting 
the legislation, took into account 
the conditions prevailing in the in- 
dustry, that the norm is for fran- 
chise agreements to be renewed 
from time to time with the same 
dealer, that it is common for the 
dealer to be the second or third 
generation in the particular dealer- 
ship, as is the case here.” 

* * * 
UESTIONS covering all aspects 
of the case were asked by the 
three Circuit judges who heard the 
appeal. They were Chief Judge El- 
bert P. Tuttle and Judges Ben F. 
Cameron and Warren L. Jones. The 
court gave no indication of when 
an opinion might be handed down. 

The National Automobile Deal- 
ers Assn. was advised of the appeal 
hearing, but took no part in the 
proceeding. NADA has agreed to 
contribute to a good-faith appeal 
in San Francisco by a former 
Dodge-Plymouth dealer. 

Woodard sued for $400,000 dam- 
ages. A summary judgment by Dal- 
las District Judge Joe E. Estes up- 
held the termination and paved 
the way for the appeal to New Or- 
leans. 


Simea Appoints 
‘Key’ Dealer for 


Baltimore Area 


BALTIMORE. — Terminal Auto 
Sales, Inc., 7400 Harford Rd., held 
a three-day open house last week 
to celebrate its appointment as the 
“key” Simca dealer serving Mary- 
land and Delaware. 

“We expect to appoint 20 associ- 
ate Simca dealers in major cities 
of these two states within the next 
30 days,” Vito A. Giorgio, president, 
said. 

Chrysler Corp. executives headed 
by Peter Nunez, Simca general 
sales manager, and A. R. Marzelli, 
Simca Eastern area sales manager, 
were on hand for the open house 
ceremony. 

Starting as Giorgio Motors, Gior- 
gio’s family has been active auto- 
motive dealers in Baltimore for 31 
years. 

Fred Heinicken, general man- 
ager, said Terminal Auto Sales will 
place special emphasis on its fully 
equipped service department head- 
ed by Gene Carri, service manager. 

As a “key” Simca dealer, the 
new dealership will provide cars 
for each of its associate dealers, 
assist in service training and carry 
on a cooperative, joint advertising 
and sales promotion program. 

Simca now has 139 “key,” single- 
line direct and associate dealers in 
the United States. There are 398 
other Simca dealers dualled with 
Chrysler Corp. makes. 

Facilities at the new dealership 
include 12,500 square feet of floor 
space with overhead offices and 
Separate preparation facilities for 
new and used cars. 

Owners, besides Vito A. Giorgio, 
include Leo A. Giorgio and William 
T. Luthi. 


More Dealer Quits Feared 
Before 62 Cars Bow 


(Continued from Page 3) 


States made less than one-half of 
one percent profit last year,” he 
said. “This problem is of vital con- 
cern, being responsible in part for 
establishment of the task-force pro- 
gram.” 

Chaffin said he feels dealers face 
two major problems nationally; 
overproduction and maldistribution 
by the factories, including too 
many models and options. 

“Both these situations could be 
corrected at the factory level,” he 
said. Agreeing in part to arguments 
opposing the industry seeking as- 





June Schedule Tops 500,000... 


Output Bounces Back 


(Continued from Page 1) 


583 units, and the highest-priced 
class took 2.9 percent on 2,416 cars. 

A week earlier, the compacts 
took 37.2 percent on 48,073 units; 
the low-price standards captured 
42.9 percent on 55,481 cars; the 
mediums took 17.3 percent on 
22,355 assemblies, and the high- 
est-priced, 2.6 percent on 3,361 
units. 

Closed all last week were the 
Buick-Oldsmobile-Pontiac field unit 
at South Gate, Calif.; the Dodge 
Dart, Plymouth, Valiant and Lan- 


Renault Imports Rise 


To 12-Month Peak 

NEW YORK.—Shipments of Re- 
naults to this country in May 
reached their highest figure in 12 
months, according to Vincent P. 
Grob, general manager of Renault, 
Inc. 

In London, meanwhile, it was an- 
nounced that British exports in 
April were the highest of the year. 

Grob said that May shipments 
of Renault totalled approximately 
6,000, including 4,300 Dauphines 
and 1,700 Gordinis. This was the 
highest total since May, 1960, when 
shipments numbered slightly more 
than 6,000. 

The Renault shipments, Grob 
said, are rising as sales increase 
in the U. S. Currently, he said, 
sales are running at their best level 
since the late summer of 1960. 


cer lines at Los Angeles, and Plym- 
outh in Detroit. 

Working only three days were 
Rambler at Kenosha, Wis.; Stude- 
baker at South Bend; Checker Mo- 
tors at Kalamazoo, Mich.; Ford 
Motor at 11 of its 16 car assembly 
plants; Chevrolet at 11 of its 13 
plants, and Cadillac in Detroit. 

Only plants in the U. S. working 
the entire week were Ford, Chev- 
rolet and the B-O-P field unit at 
Atlanta, 

* * * 

Co SOGRACTAL-CAR output last 

week totalled an estimated 15- 
799 units as most makers were on 
three-day operations. This compar- 
ed with the 24,697 units assembled 
the previous week and the 22,228 
trucks built during the week ended 
June 4 a year ago. 

Canadian automotive opera- 
tions were back on five days last 
week. The industry built an esti- 
mated 9,620 cars and trucks. That 
compared with the 10,595 vehicles 
turned out during the week ended 
June 4 last year, and the 7,463 
cars and trucks built during the 
week ended May 27 this year, 
when the industry lost a day in 
observance of Queen Victoria’s 
birthday. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out an estimated 7,990 cars and 
1,630 trucks last week. 


sistance from the Federal govern- 
ment, Chaffin added, “nevertheless, 
it is highly likely that the Federal 
government might be asked to step 
in with restrictions on finance in 
the public interest.” 


Chaffin had a word of warning: 
“The dealer has a lot of house- 
cleaning to do if he _ sincerely 
seeks to see the industry survive. 
Paramount among these is to be 
a better businessman. Bad busi- 
ness practices and improper ad- 
vertising, including excessive al- 
lowances for used cars, can only 
have a harmful effect on the in- 
dustry as a whole.” 

The new association president is 
Charles W. Wentworth jr. (Ram- 
bler), Portland. He succeeds Rube 
Leslie, Pendleton. 

Other new officers are, first vice- 
president, Robert W. Thomas 
(Chevrolet-Cadillac), Bend; second 
vice-president, Dallas Dunmire 
(Plymouth-International), Glad- 
stone; secretary-treasurer, Knute 
Qvale (Volkswagen), Portland, and 
Oregon NADA Director, C. A. Me- 
Robert (Ford), Gresham, 

These directors were chosen: 
Newly elected—Robert Mest, Klam- 
ath Falls; Joe Romania, Eugene; 
Ray Schultens, The Dalles; C. L. 
Tharp, Corvallis; Richard .Tagge- 
sell, Salem; Jackson Wentworth, 
Albany. 

Reelected—Dunmire, Thomas and 
Charles W. Wentworth jr. 


New York Likes 


Auto Inspections 


SYRACUSE.—New York’s auto 
inspection program is here to stay, 
William S. Hults, state motor- 
vehicle commissioner, told the New 
York State Automobile Wholesalers 
Assn, 

He added that his department 
soon will investigate the possibility 
of extending the law to include 
newer vehicles. At present, vehicles 
four years old or older must be 
inspected annually. 

Hults said the chief argument 
against inspection is lack of statis- 
tical proof that it reduces the num- 
ber of accidents. But, he observed, 
“you just can’t measure the num- 
ber of accidents that don’t happen.” 
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OK’s Dealer Suit Through Distributor . . . 


U.S. Court Rules Against Fiat 


(Continued from Page 6) 


contractor because he is called one 
in the contract. 

Fiat’s attorney makes the follow- 
ing point in his brief to the court: 


“If all of its distributors are 
‘agents’ of appellant, then it is 
subject to suit by Fiat dealers, 
with which it has no contractual 
relationships, not only within the 
District of Columbia but in every 
one of the 50 states. 


“Others who are ‘automobile 
manufacturers,’ ag defined in the 
Automobile Dealers Franchise Act, 
and who also market their trade- 
marked cars through franchised 
wholesale distributors, would be 
similarly affected.” 

In the court’s opinion, Roosevelt 
has certain obligations to Fiat, in- 
cluding vigorous promotion of 
sales, maintenance of certain facil- 
ities “to the satisfaction of Fiat,” 


plied by Fiat and receiving Fiat’s 
prior consent before a change in 
business location is made. 

The Fiat-Roosevelt contract also 
requires that Fiat be furnished, 
upon request, records and reports, 
that stated working capital and net 
worth be maintained, and that cer- 
tain types of personnel be employ- 
ed and trained at Fiat schools, 
“particularly significant in view of 
the issue in this litigation is Fiat’s 
express power over Roosevelt’s 
designation of local Fiat dealers in 
the area.” 

In short, according to the Court 
of Appeals, there is “a continu- 
ing business relationship involv- 
ing the supervision and control 
by Fiat of numerous details of 
the Roosevelt business.” 

The relationship, in fact, is such 
that service of legal papers on 


use of advertising materials sup-| Roosevelt is sufficient to summon 


U.S. Warns Auto Industry 
It Wants No Strike 


(Continued from Page 6) 


in repair shops in Seattle and King 
County has been made to the In- 
ternational Assn. of Machinists. 

* ok * 


— request was made by Ma- 
chinist Local 289 after it had 
rejected a contract proposal from 
the 35-member Metropolitan Auto- 
mobile Dealers Assn, 


The proposal provided for a 1.4 
percent wage increase on the 
journeyman scale of $2.80, with a 
bonus system based on shop pro- 
ductivity. 

In Ogden, Utah, three auto deal- 
ers, Fisher-Hess Pontiac, Stocks 
Lincoln-Mercury and Wood Motor 
Co. (Cadillac-Oldsmobile), defeated 


Obituaries 


Harry L. Benston 
EUGENE, Ore.—Harry L. Benston, 58, 
an auto dealer and tire-firm executive, died 
of a heart attack. 
* * * 


Louis D. Guertin 
NASHUA, N. H.—Louis D. Guertin, 63, 
treasurer and sales manager of Mercer 
Bros., local auto dealership, died in Boston 
May 19 after a brief illness. 
s * * 


George J. Bauer 

ROCHESTER, N. Y.—George J, Bauer, 
pioneer Rochester automobile dealer who 
began selling cars in 1905, died May 25 
at the age of 90. Mr. Bauer operated 
Genesee Motor Vehicle Co., one of this 
city’s first dealerships, He sold various 
makes until 1917, when he took a Ford 
franchise, He sold Fords until he retired 
in 1940. Mr. Bauer was an internationally 
known coin collector and was recognized 
as an expert on Greek and Roman coins. 

* * * 


Thomas Edenfield 
INVERNESS, Fla.— Thomas Edenfield, 
63, died at his home here May 14. He was 
a retired mew-car dealer and had been in 
the used-car business, He operated Citrus 
Motor Co. (Ford) in Inverness until he 
sold the business in 1955. 
* 





* 


D. Fletcher Forbes 
FORT WORTH.—D. Fletcher Forbes, 68, 
Smithfield, Tex., retired vice-president of 
Ernest Allen Motor Co, (Chevrolet), died 
recently. 
* * * 


William A. Strauff 
BALTIMORE.—William A. Strauff, pres- 
ident of Druid Park Motors (used cars), 
died May 21. He was 58. 
* * * 


John T. Feeser 

INDIANAPOLIS.—John T, Feeser, 49, a 
former Ford dealer, died May 22, He was 
associated with Ford dealerships for 28 
years and owned a half-interest in Hiser- 
Feeser Ford from 1950 to 1960. He closed 
the firm last year and continued to operate 
a used-car business. 
* * cg 


Peter Verschoor 
GRAND RAPIDS, Mich. — Peter Ver- 
schoor, 64, a city engineer and former auto 


dealer, died May 23, He was with Ver- 
schoor Motor Sales for 32 years before 
selling the firm in 1955. He then joined the 


city’s street-lighting department as an elec- 
trical engineer. 
* + * 


Malcue J. Ragsdale Sr. 
MEMPHIS.—Malcue J, Ragsdale sr., a 
30-year veteran of the used-car business 
here, died May 23. He was 79. Mr. Rags- 
dale was last associated with O. P. Donald 
Motor Co., Inc. He retired four years ago. 
* * 


Walter M. Swertfager 

SCARSDALE, N. Y.—Walter M. Swert- 
fager, 60, a New York advertising execu- 
tive for 39 years, died May 28 at his home 
here. At the time of his death, Swertfager 
was senior vice-president and a member of 
the management group of Geyer, Morey, 
Madden & Ballard, Inc. 


attempts by Teamsters Local 976 
to organize their salesmen by win- 
ning representation elections con- 
ducted by the National Labor Re- 
lations Board. 

In Oakland, Calif., Carl Block, 
Ine. (Studebaker-F i a t-Borgward- 
Lancia), is being picketed by Ma- 
chinist Lodge 1546 in a contract 
dispute. 

The union said the dealership 
“has failed to observe contract 
terms.” Issues are said to include 
failure to make health and welfare 
contributions and to put a new rate 
into effect on a retroactive basis. 

“We've been in negotiations since 
last June,” C, L. McMonagle, union 
business representative, said. “Man- 
agement agreed verbally to put 
amended industry conditions into 
effect last year but failed to do so.” 

“We don’t think it is necessary 
to sign a new long-term agreement 
with Lodge 1546,” Block, dealership 
president, said. “Because we han- 
dle both domestic and imported 
cars, our situation presents a spe- 
cial problem. We’ve attempted to 
meet industry terms to the best of 
our ability.” 

In addition to eight members of 
the Machinist Lodge, one member 
each of Teamsters Local 78 and 
Auto Salesmen’s Local 1096 has 
observed the picket line. 

* * 


* 

N BALTIMORE, the NLRB has 

ordered an election among sales- 
men, switchboard operator, sales 
record bookkeeper and the title 
and settlement clerk at Marshall 
Motors, Inc. (Ford). The employes 
will vote for or against representa- 
tion by Local 692, Retail Clerks In- 
ternational Assn, 

In Livonia, Mich., a scheduled 
election among new and used-car 
salesmen at Tennyson Chevrolet, 
Inc., has been called off at the 
request of the union, Teamsters 
Local 376. 

In Grand Island, Neb., the NLRB 
has ordered and Hi-Way GMC 
Sales and Service has agreed to 
bargain collectively, upon request, 
with Truck Drivers and Helpers 
Union, Local 784, affiliated with the 
Teamsters, as the exclusive repre- 
sentative of service employes. 

* * * 


Bargaining Guide 
oe attorneys who specialize in 
dealer labor relations, Arthur 
M. Stringari and Richard J. Fritz 
of Management Labor Relations 
Service, Inc., 2409 Cadillac Tower, 
Detroit 26, Mich., have written a 
book that is designed to serve as a 
reference source and guide for 
management at the bargaining 
table. 

By means of case studies and 
sample contract clauses, the 
book, Employer’s Handbook for 
Labor Negotiations, presents de- 
tailed instructions to follow and 
pitfalls to avoid before, during 
and after contract negotiations. 
The book also analyzes trouble- 

some contract topics and provides 
an employer’s preparation kit for 
contract negotiations. 





























Fiat to court, according to the 
opinion. 
* * * 


Import Notes... 


Saab 


AAB MOTORS, INC., has ap- 
pointed William Rheney as re- 
gional manager 
for the South- 
eastern Region 
with offices in 
Jacksonville, Fla. 
Rheney was pre- 
viously a field 
representative for 
Saab in Alabama, 
Georgia and 
South Carobina. 
He will now su- 
/! pervise the work 
William Rheney of field represen- 
tatives Ward Hadley, Leonard 
Thomas and Charles Almy, 
* * * 


Hambro 


~— SHAW has been appointed 
assistant general sales manager 
of Hambro Automotive Corp., 
United States importer of British 
Motor Corp. cars. 
Shaw will work 
with General 
Sales Manager 
C. A. Haigh in 
supervising the 
sale, importation 
and distribution 
of BMC automo- 
biles to a net- 
work of 12 dis- 
tributorsg and 
over 650 BMC 
dealers through- 
out the country. 
Previously, Shaw was Austin 
sales manager for Hambro. Before 
coming to this country in 1952, he 
was with the Nuffield Organization, 
now part of BMC in England. He 
attended Oxford University and 
served with the Royal Artillery 
during World War II. He was dis- 
charged with the rank of major. 
ae a 
Simca 
IMCA has awarded franchises 
to dealers in Hawaii and Mary- 
land. The new outlets are I, Kita- 
gawa & Co. Ltd., 832 Kamehameha 
Ave., Hilo, Hawaii, and Annapolis 
Motors, Inc., 10566 Metropolitan 
Ave., Kensington, Md. 
* * * 











Ian Shaw 


Volkswagen 


yee expects to land 
23,000 cars at Midwest ports 
this year, according to Carl H. 
Hahn, general manager of Volks- 
wagen of America, 

Hahn said 12,000 would be im- 
ported at Toledo and 11,000 at Chi- 
cago. 

First’ load is expected to arrive 
in Toledo April 18, three days after 
scheduled opening of the St. Law- 
rence Seaway, 

* * * 


Toyopet 
vo Toyopet Tiara, Toyota Motor 
Co.’s entry in the economy com- 
pact field, has made its American 
market debut in New Orleans. The 
next markets to be entered are 


Big Army Orders 
Go to S-P, White 
And Continental 


DETROIT.—Three large con- 
tracts for trucks and engines have 
been awarded by Army Ordnance 
to Studebaker-Packard, White Mo- 
tor Co. and Continental Motors 
Corp. 

The largest, valued at $22,466,791, 
went to White’s Lansing Division, 
Lansing, for 3,976 six-wheel-drive 
vehicles designed to transport 2% 
tons of military cargo. 

S-P’s contract, at $21,400,000, is 
for 3,995 2%-ton, six-wheel-drive 
military trucks. These trucks will 
be powered by multifuel engines 
designed to operate on standard or 
lower-graded gasolines, diesel fuel, 
kerosene or jet fuel, with no modi- 
fications necessary when the fuel 
type is changed. 

The 3,995 engines will be built 
under an $11,713,699 contract by 
Continental at Muskegon, Mich. 


Baton Rouge, La., and San Fran- 
cisco. 

Attending the premiere were Jun- 
jiro Nakayama, president of Toyota 
Motor Distributors, Inc., and Har- 
old Johnson, general manager. A 
reception in honor of the distribu- 
tor was given by Wiley L. Mossy, 
Mossy Motors, Inc., the dealer here. 

* * * 


Triumph 
TANDARD-TRIUMPH Motor 
Co.’s sales in the first 21 days 

of March were the best for any 
like period since last September, 
according to Alan F. Bethell, pres- 
ident. 

“This is not just inventory build- 
ing,” Bethell said. “We are moving 
cars at retail, particularly in the 
East Coast states and in the Great 
Lakes region. The trend began in 
February, accelerated in March.” 

Bethell added that many dealers 
are reporting a better-than-average 
demand for used Triumph cars. 

* * ok 

A CITATION for outstanding de- 

sign and styling has been 
awarded the Renault Caravelle by 
the Fashion Foundation of Amer- 
ica. 

Ben Russell, foundation presi- 
dent, said the Caravelle is only the 
second car to receive such an 
award in the foundation’s 20-year 
history. The medal award was pre- 
sented to Renault officials at cere- 
monies at the New York Interna- 
tional Automobile Show. 

* * ok 

Swedish Vehicles 
renga output of cars, trucks 
and buses in 1960 totalled 128,- 
527 units with a combined value of 
$275.5 million, according to a sur- 
vey by the Swedish Automobile 
Manufacturers Assn. 

The corresponding figures for 
1959 were 112,394 units and $237.8 
million, which denotes an increase 
in 1960 of 14 percent in volume and 
19 percent in value, 

The statistics are based on fig- 


Renault 


ures supplied for the output of 
Volvo and Saab cars and Volvo 
and Scania-Vabis trucks and 
buses. 

Car output was up from 95,647 
units to 108,382; diesel buses from 
1,703 to 2,295; diesel trucks from 
11,377 to 13,897, and gasoline trucks 
from 3,667 to 3,953 units. 

+ * ok 


Leyland-Standard 


| ye serteflr gcd the acquisition of 
Standard-Triumph Internation- 
al by Leyland Motors, Ltd., it is 
announced that in order to inte- 
grate the operation of the two 
companies, Sir Henry Spurrier has 
become chairman of Standard-Tri- 
umph International, Ltd. with 
Alick S. Dick continuing as man- 
aging director. 

S. Markland, S. Baybutt and 





D. G. Stokes have also joined the 
board. 

It is further announced that Dick 
and S. B. Dixon have been invited 
to join the board of Leyland. 


Bill Would OK 
Design Patents 


WASHINGTON.—A bill to en- 
courage the creation of original 
ornamental designs of useful ar- 
ticles by patent protection has been 
introduced by Senator Philip Hart, 
Michigan Democrat, and Senator 
Herman Talmadge, Georgia Demo- 
crat. 

The measure represents a com- 
promise between the Talmadge bill 
of last year and one sponsored by 
former Senator Joseph O’Mahoney, 
Wyoming Democrat. The measure 
‘would give five-year patent protec- 
tion and would permit another five 
years’ protection if applied for. 

It would in no way dilute any 
copyright protection that might 
also cover a design. The new bill 
would have application in a wide 
range of industrial products, in- 
cluding automobile design. 








HELP WANTED 





ASSOCIATION 
EXECUTIVE 


Large automobile dealers association requires 
capable executive, preferably with Auto Show 
and Group Insurance experience. Knowledge 
of automobile business essential. Permanent 
position, ideal opportunity for right man. 
State age, education, experience and back- 
ground in first letter. Our employes are aware 
of this advertisement. Box 2529, c/o Automo- 
tive News, Detroit 7. 





BUSINESS MANAGEMENT CONSULT- 
ANT to work with distributor of leading 
import. Must have accounting back- 
ground; heavy experience in zone dealer 
management work; capable of developing 
systems and procedures for dealer guid- 
ance; experienced in analysis of financial 
statements. Salary open. Box 2523, c/o 
Automotive News, Detroit 7. 


$40 DAILY POSSIBLE, Sell new battery 
reviver. Write Malinak’s, Senecaville, 
Ohio. 


SERVICE MANAGER—One of largest and 
most progressive Ford dealers on east 
coast of Florida offers top job to top- 
flight man, Must have Ford experience 
and proven ability. Challenging oppor- 
tunity in well established business and 
modern facilities. Salary and incentive. 
Send complete résumé to Box 2548, c/o 
Automotive News, Detroit 7. 


HELP WANTED 


FORD PARTS COUNTERMAN, Fast, ac- 
curate, experienced. $450 per month plus 
incentive and benefits. Parts volume 
$20,000 a month, Will wait for top-qual- 
ity man, Bishop Ford, Santa Rosa, Cal- 
ifornia ‘‘the city designed for living.’’ 





OFFICE MANAGER- 


BUSINESS MANAGER 
Salary $8,000-$11,000 
Must have proven ability. 

BISHOP MOTORS, SANTA ROSA, CALIF. 
Ford dealer, 600 cars per year, I7 years in 
business. Apply Walter C. Hansel, president 
and general manager. 








Bank-Dealer-Service Organization 


equires 
EXPERIENCED AUTO 
FINANCE MAN 


For Executive Position 
Requirements: 
Sales and operations experience 
Knowledge in handling without recourse 


paper 
Under 40 years of age and willing to 
travel 
Salary commensurate with experience plus 
profit sharing plan. Send complete resume 
to Box 2545, c/o Automotive News, De- 
troit 7. 





HELP WANTED 





GROWTH OPPORTUNITY 


One of the largest auto finance companies wants to expand its auto financing 
operations PLUS enter into all lines of diversified financing. Excellent opportu- 
nity for experienced finance men in many sections of the country. 


The men we seek are now serving in one of the following capacities: 


DISTRICT MANAGER BRANCH MANAGER 
OFFICE MANAGER CREDIT MANAGER 
SALES REPRESENTATIVE AUDITOR 


This expansion offers excellent future for right man. Salary ranges open. Com- 
plete employee benefit program. 

If you believe you are qualified through experience, why not write for per- 
sonal interview. Your inquiry will be held in strict confidence and should con- 
tain personal history and employment background. 


Box 2527, c/o Automotive News, Detroit 7, Michigan. 
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HELP WANTED a DEALERSHIPS AVAILABLE DEALER SERVICES TRUCKS FOR SALE MISCELLANEOUS 
eat SOUTHERN CALIFORNIA—Small agency NEW DIESEL TANDEMS FOR SALE: STRAIT es esp 
GENERAL MANAGER handling GM dual, 125 new per year. FWD tandem drive iractors, 38,000 
= ar cee: No real — to TWO ESSENTIAL SERVICES Eaton rear, 200 Cummins diesel, 5-speed WHY FTTLE R LE 
uy, just inventory and equipment. Box main, 3-speed auxiliary trans., Model § FO Ss 
ee OS eal ABA, 2537, ¢/o Automotive News, Detroit 7. INVENTORY SERVICE T4-499D, $14,500. FWD tandem drive eee 
DEALERSHIP HANDLING PLYMOUTH- Parts, accessories and similar goods. tractors, 44,000 Timken rear, 220 Cum- No Other Tow Bar 


mins diesel, 5-speed main, 4-speed auxil- 


iary, Model T4-499D, $16,500. Tractors Can Give You These 


Outstanding Engineering Features 


Reliable, aggressive and experienced man 


between the ages of 30 and 45 wanted as in one of Fiorida’s fastest 


VALIANT 
growing communities, main thoroughfare, 


APPRAISAL SERVICE 


general manager in Miami, Fla. Must have| eautiful buildings, attractive lease panes are ipped with full i 
‘ : ' Furniture—Equipment—Ma Tool equipped w ull tractor equipment. 
extensive background in new and used car Equipment $20,000, parts inventory ap- For Soy /setl Agreomente, Ames U Fiscal ‘ane wette ox 3516, we ‘seme tive *CADALLOY STEEL CAST 
e ,» ¢/o Automotive 


merchandising and service department opera- 
tions. Old, reliable firm will compensate 
highly for right person. Prefer man currently 
living in Miami area. This is not a run-of-the- 


proximately $8,000, Excellent opportuni- 
Reason 
2543, 


Reports, Tax, Banking and Insurance News, Detroit 7, 


Write for free 1959 DCOT 5 ? 
405 INTERNATIONAL DIESEL 
“Hidden Earning Power" booklet. CAB-OVER sleeper tractor, pusher-type 


ty. Must have factory approval, 
for selling other interests. Box 
c/o Automotive News, Detroit 7. 





COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 








| ae 
en ae ee Coote ni ten resi fonce, | DEALERSHIP HANDLING P ON TIA CG, | AUTOMOTIVE INVENTORY & APPRAISAL CO.| tandem axle with belts, Low mileage, 
Reply to Box 2554, c/o Automotive News TEMPEST, GMC truck on U. 8S, High- | 10040 Freeland Ave. Detroit 27, Michigan excellent condition, Write Stanley May, & 
Detroit 7 ' ; way 10, in the heart of productive farm- WEbster 3-6445 R, 3, Klockner Road, Trenton 90, 
: ing area, Will either SCll OF TCP PTO) - | TTT a | New Jersey. *CADALLOY STEEL CAST 
nn erty, Write Box 647, Three Forks, Mon- HOLMES 525 WRECKER on wide body VY TY 
tana. CARS WANTED tow sling and lift, Beacon Ray light, YOKES WITH HEA DU 


GENERAL MANAGER—Dodge dealer for 
over 25 years will relinquish overall day- 





rubber faced bumper. All mounted on 
A160 — 6,000 miles, 





TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 


OWNER OF MAJORITY STOCK INTER- 


EST in large dealership located in Pa- 1958 International 


CADILLAC LIMOUSINES and hearses — 








to-day management of operations (but 

not financial control) to young man of cific Northwest, handling one of ‘‘big sharp, late models only. Franz Ridgway, A-1 condition. $4,250 or will sell Wreck- 

about 40 or even much younger, who can two,’’ wishes to locate man experienced BE 4-6611, 2836 N. E, Sandy, Portland er less truck for $2,250, Bridgeport STRAIN & STRESS 

and will manage overall operations from in all operations of dealership to work 12, Oregon. Equipment Co., Bridgeport, Nebraska. ° 

the sales department. Must be capable in a team of two, Prefer man who is * 

of, and will sell some cars himself while heavy on management and control as CARS FOR SALE 1961 CHEVROLET VAN TRUCK, model Cadalloy Steel Castings 


6803, 175” wheelbase, 4-speed transmis- 
sion, seven 8:25 20-10 ply tires, 16’ van 
body with side and rear doors, Driven 
only 1,200 miles. Like new. Regular price 
$4,957—-will sell for only $3,285, Auto 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 





other stockholder is well versed in sales 
management. Opportunity to acquire 
stock interest immediately or over a pe- 
riod of time with ultimate objective of 


running a sales department of about ten 
salesmen, No buy-out or profit-sharing 
deal, but a real good salary based on 
results obtained, Box 2549, c/o Auto- 


IMPORTANT NOTICE 


e 
UNIVERSAL SWIVEL ACTION 











motive News, Detroit 7. retiring present majority stockholder. 
Box 2544, c/o Automotive News, De- Dealers are cautioned that before Lease, Ltd., Box 978, Oshkosh, Wiscon- 
. troit 7. purchasing any import automobiles sin, 
ESTABLISHED DEALERSHIP HAN- 2 ae oe Su ON COUPLERS FUNCTIONS 
i __ Wy, s to what, any, 
ion Wanted ue on Get dn Well equipped excise taxes and duties have out IN UNISON WITH SPRING 
y shops, adjoining used paid the hicl FOR SALE 
car lot, ample customer parking. Lo- been - vemeres. SUSPENSION ON ALL CARS 
cated in growing Florida community. 
Only principals with approval need ap- reek: and DUTY FOR SMOOTH & SAFE 
ply. Buildings and lot leases assured. | THREE 1957 CADILLAC 9-passenger lim- RINGFELLOW TOWING. 
t yo ype oe necessitate ousines; one with air, $2,450 each. 1956 WRECKER 
ea tj ig — y. 7 2552, ¢/o Cadillac 9-passenger limousine, $1,650. = 
utomotive News, Detroit 7. 1955 Cadillac 9-passenger sedan, $1,150. | At sacrifice price! 1960 C750 Ford chassis, BOLTS, NUTS & WASHERS 
MUST SELL DUE TO HEALTH, dealer- Two 1955 Cadillac ambulances, 1955 and | 4,900 miles, 900x20 tires, air brakes, 18,- : 
ship in Texas handling Rambler. Neat,| 1956 Cadillac Superior flower cars. Box | 500 #2-speed rear axle, deluxe equipment. ARE USED TO MAINTAIN ; 
dual winches, wheel; SNUG FIT OF ALL CONNECTION 





attractive building with adjoining used 2534, c/o Automtoiive News, Detroit 7.|H. D. split boom, 

















WANTED IN SOUTHWEST—GM or Ford car lot, lower overhead than any com- dollies, all lights, lar 

; ‘ , ge flasher, new Airco 
emudar saaueed mantaae i te: petition. Located directly between Ford cutting torch. Complete and ready to go. NO RIVETS TO LOOSEN AND 

am- and Chevrolet in a city of 30,000 with Contact Ray Honeyford, Utica, N. Y. SW 

prove his profit and sales penetration. large trade “rea, No blue sky, notes, k 7-2460. y y : _ CAUSE PREMATURE WEAR 

Best factory and dealer references, Will accounts or used cars. No obsolescence, Am le Su | of * 

oo. guubes ation SS banan, Seem a best in office furniture, fixtures and P pply THE SUPERIOR 

. Fre -in, equipment including central air-condi- 
SHOP EQUIPMENT WANTED 


résumé to Box 2539, c/o Automotive 


News, Detroit 7. 


tioning and inter-com, $10,000 will han- 
c/o Automotive 





BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 


OPENING NEW CHEVROLET DEALER- 
SHIP. We need everything for shop and 
offices. What do you have? Send com- 


plete description, model numbers, age 
and the lowest price asked in first let- 
ter. Post Office Box 884, Columbia, 


dle. Write Box 2553, 
News, Detrvit 7. 
DEALERSHIPS WANTED 





GENERAL MANAGER — sales manager, 
well qualified to take complete charge. 
Good organizer and closer, proven back- 


Factory Approval and Cash 





ground, Ford and GM experience, Box 
2540, c/o Automotive News, Detroit 7. 
Successful general manager has been given Missour!. and Brake Cable 
AGGRESSIVE, HIGH-TYPE YOUNG MAN | factory approval by Ford and Chevrolet for ~ ANTIQUE, CLASSIC CARS WANTED _ en ; 
seeking management position with deal-| the purchase of any large volume dealership. —— — | Dealers’ List Price, F.0.B. Factory. . . $69.80 
WANTED: MODEL A FORD touring. Will| Dealers’ 25% Discount .......... 17.45 


Prefer 2,000 or more new-car potential deal- 
ership. However, will consider | dealership 
with potential over 500. Have the required 


ership located in South or Southeast, 14 
David Mc- 


years’ wholesale and retail sales experi- pay top price for good one. 


Credy, Sherburne, New York. Dealers’ Net with 4 


Standard plus 2 Large 


1960 - 1959 - 1958 $52.35 























ence in General Motors and Chrysler net 4 - oo 
lines, Contact Box 2541, c/o Automotive | operating capital an am ready to uy. 
News, Detroit 7. Tour = = be, want tricity —- MOST MAKES ____ ANTIQUE CARS FOR SALE _| Adapter Clamps Fed. Tax. Inc. 
Ox c/o Automotive News etroi 1915 BUICK C37, 1916 CHEVROLET 490 

ENCE all phases retail auto sales 7 | (qq available upon request. ‘Thibert Chevro- THE FAMOUS 
ewe — ne De let and Buick Co., Red Lake Falls, Min- Oo ic 
ondable, best of references. Prefer - nesota. MOTO-MAT 
dlewest and GM, Box 2550, c/o Automo- 
tive News, Detroit 7. CHEVROLET CHEVROLET MISCELLANEOUS TOW GUIDE 

NEED A GOOD ae aa ee IN SOUTH OR SOUTHWEST CONVERTIBLE TOPS—$21.25. Jeep tops, 
aggressive, capable amily man, e $72.20. Headlinings, $12.50. Free catalog. 
years’ experience in every phase of auto- | 300-650 plus potential. Cash and Approval B'way & 133rd St., N. Y. C. BIG BUCK, 12 Eictt: Beverly, liens. With Universal Swivel Action! 
mobile business, now liquidating my Assured. Ed Hogan AD 4-6000 Four Clam Hook-U 
Chrysler franchise in distressed area after Lease Facilities. P P 
six years operation. Seeking management Dealers’ List F.O.B. Factory ............-..+ $59.80 
position with future or opportunity | to Box 2546, c/o Automotive News, Detroit 7. NEW RO ADKIN far’ B% tea ........ oe 14.95 
buy-in, Available in 30 to ays. e- aoe ’ 
location no problem. Box 2551, c/o Auto- ACCESSORIES FOR SALE Sianiaiient iets tenis tie aciee aie Ff tee $44.85 
motive News, Detroit 7. ee with Regular Draw in" $3950 Adapter Clamps Fed. Tax. Inc. 








DISTRIBUTORS WANTED Universal Wrist Action Bar 


DEALERSHIP TO HANDLE 


DEALERSHIPS AVAILABLE 


largest ex- 
clusive motor truck franchise, located in 
southern tier of New York State on di- 
rect route to metropolitan area. Truck 
potential 100 to 150 trucks per year. Ex- 


WANTED—DISTRIBUTORS OR AGENTS 


to sell a new, rugged, exceptionally 
beautiful automobile grille guard, One 
stock guard fits all compact cars, Chev- 
rolet, Ford. Retail $12.95 with good 


CUSTOM MADE CARPETS, $8.50 
REARS OF '58-'61 FORD AND GM 
CARS, $9.50 


7 Beautiful Colors—Shipped Same Day 
DEALERS—Send for Free Color Chart 


COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 


$52°° 


TRAIL KING 


“ON THE BALL" 


TOW PILOT 


° $3750 


discounts. Write today giving details of 
your operation to P. O, Box 5306-DAN, 
Detroit 35, Michigan. 


DEALER SERVICES 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory . ..$51.00 
Dealers’ 25% Discount .... 12.75 


cellent opportunity in growing commu- 
nity, Correspond in strict confidence, Box 
2513, c/o Automotive News, Detroit 7. 


YORK MFG. CO. 
1971 Massachusetts Beat Cambridge, Mass. 


BALL BAR 






Compac-Tow Intra- 








FOR SALE OR LEASE—Automobile deal- ” 
ership building, includes body shop, used- State Tri-Bar Dealers’ Net with 2 $38 25 
car lot and customer parking area, Lo- * SPECIAL, 3 FOR $100.00 Standard plus 2 Large ° 

MAILING LISTS : é Adapter Clamps Fed. Tax. Inc. 





cated in fast-growing, prosperous Mich- 
igan city of 35,000, Dodge franchise 
available, Reply Box 2517, c/o Automo- 
tive News, Detroit 7. 


HANDLING DODGE—Central New York 
state, small manufacturing city of 25,- 
000 population. Established 16 years. 
$15,000 firm for parts, tools, equipment. 
Box 2533, c/o Automotive News, De- 
troit 7. 

HANDLING OLDS-GMC TRUCK—Dealer- 
ship in North Texas panhandle oil and 
gas industry town of 11,500 population. 
Contact C, W. Brown, 901 Sherman, 
Denver 3, Colorado, AC 2-8777. 


HANDLING FORD, FALCON and THUN- 
DERBIRD — Western Pennsylvania, es- 
tablished 55 years on Main Street, occu- 
pying % of city block. New, modern 
brick building, six car showroom, used 
car lot adjoining, fully equipped repair, 
body and paint shop, A fine going busi- 
ness with capable, trained personnel 
available when you take over. Buy parts, 
equipment and building. Trading area of 
approximately 75,000, Owner wishes to 
retire. Box 2542, c/o Automotive News, 
Detroit 7. 


1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 


DEALERS MAILING LIST—Ford, Chevro- 
let, Plymouth, Dodge, Chrysler, Oldsmo- 
bile, Pontiac, Buick, Mercury, Stude- 
baker, etc. Complete national list. June, 
1961 checked, On addressed labels, 35M, 
$15 per M. Box 2538, c/o Automotive 
News, Detroit 7. 


AUCTION SCHOOLS 


LEARN AUCTIONEERING, Nationally 
recognized diploma. Free catalog! Mis- 
souri Auction School, Box 8466-P3, Kan- 
sas City 14, Missouri. 


PARTS FOR SALE 


LLOYD PARTS for all models, Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


Automatic Braking 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 


WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" $5] 
Incldg. BRAKE HOOK-UP 
ANTITY USERS—GET OUR 
DIRECT FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect .$ Res arse. 
40 So. Clinton St., Chicago 6, Ill. 














UIT 
GOING FOR BROKE! 


Do you need sales—Do you want more LLOYD PARTS—com 
— plete stock, Prompt 
sales—That will show profit? shipment, Green County Motors, Cats- 

—— ——— ~ eo needs. kill, New York, Phone: 2000. 
rite or wire Y: vasiameeaeetinimaciaateiaiainai tari intadiataaiaanamariamiaaians 
NSU PRINZ and SPORT PRINZ PARTS 
Box 2547, ce ee ae 7 and accessories. Contact nearest distribu- 
* , y tor or national parts center, Ludwig 
Motor Corp., 421 E, 91st St., New York 
TRfalgar 6-7010 (Sole U, 8S, im- 
NSU cars and parts, Trans- 
230 Park Ave., 








New Subscription Order 








MISCELLANEOUS 28. 


NOTICE: 


It has come to our attention that certain false and misleading 


porter for 
continental Motors, Inc., 
New York 17, MUrray Hill 9-2710). 


FOR SALE—1958 Cadillac convertible left 
rear quarter and rear with moldings. Call 
Medway, Mass, KEystone 3-6581. 


HAVE A CHEVROLET ‘‘TIED UP’’ for 
parts? Try Bill White Chevrolet, Tulsa. 
$250,000 inventory perpetually controlled. 


BUSES FOR SALE 
TEN FORD B700 SCHOOL BUSES, 60- 


| 

| 

| 

| 

| 

Send Automotive News to Address Below 
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U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 


All Other Countries — One Year $13 [] or Two Years $22 [] 








AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 








rumors and statements have been made and circulated about ee “teens, . Gon soe eeceeecesoresccccescececesccees oveeesee oe 

the 2,000 new 1961 Renaults we have recently purchased. Ee SO Re UE, I Td ccasvewetnees au seemaet Civaenkdsawasunnsehiipek cate 
Any statement that any one of these automobiles has been 

damaged by flood, hurricane or other water damage is a SCHOOL BUSES . ee ee ee eeeeeeeee eee eee eee eee eee eeeeee eee eee eee eee eeeeee 

slander and a libel, and any circulation of a rumor or state- 150 — USED RA en weary rire <Acheenaaee cccennaen Zone. Wiis <0s<ésa8 

ment to such effect will be prosecuted.* Ford, Chev., Dodge, Int'l, GMC O06 ories si onbhabssbed cadet ee ate 


1955-1961 — Capacity 54-66 

Good Mechanically — Clean Bodies 
Good Paint — Tires 

From $1,200 up, Terms 
Immediate Delivery 

COUNTY SCHOOL SERVICE, 


23 South St., Danbury, Conn. 
J. Egan—Tel: Pl 3-4437 


TRADE CONNECTION: 


Truck Dealer [] 
Financial [] 


MANSFELD USED CAR COMPANY 


DI 1-3342 — DI 1-7000 
18055 James Couzens, Detroit 35, Michigan 


Manufacturer [[] 
Supplier [1] 


Car Dealer [J 


Jobber [] Insurance [] 


INC. 


eeeeeeeee 


Mabe GF GOR ck cdksbceusenerkeenniee shes ee eabsestecilaneeae 























INTERNATIONAL TRUCKS: 


who else gives you 
so much to sell? 





From the new 9-passenger TRAVELALL...To new work-hungry pickups... To the versatile new SCOUT! 


Who but INTERNATIONAL builds so broad a range of 
trucks for standard uses—as well as so many specialized 
models for specialized markets? Take the new Scout, for 
example, among the three new profit-makers shown here. 
It’s another example of how INTERNATIONAL opens up 
opportunities for dealers--backing dealers with products 
that enable them to expand their market. In today’s 


INTERNATIONAL TRUCKS 732 t20¢x susiess... 


eeeeeeveeoeveeoev eee eveeeeeeeeeee eee eee eevee eeeeeeeeeeeeeeevneeveeeeeeeeeeeeeeeeeeveeeeea ee eeeee eevee eeeeeeeeeeeeeeeeeeeee eee @ 


Gentlemen: 


Name 


City stata eile neat cei 


Please send me information about the INTERNATIONAL truck franchises that might be available in my area: 


Address 





highly specialized truck market, you need all types of 
trucks to sell. And INTERNATIONAL is the one company 
that builds all models for all markets! For detailed fran- 
chise information, fill out the coupon below and mail 
to: Divisional Sales Manager, Motor Truck Division, 
International Harvester Company, 180 North Michigan 
Avenue, Chicago 1, Illinois. 








State nacpsnn ica Diskineilas acawa cic nissan poate bain iaickanictsidhiiielosiiepesialnanee 











